THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 


British  Telecom’s  lain 
Vallance  will  lead  the 
$10  billion  AT&T-BT 
voice/data  service 
venture.  Page  23. 
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BELL  ATLANTIC  +  GTE 


IBM  building 
bulletproof  net 
storage  tools 

By  Marc  Songini 

Yorktown  Heights,  N.  Y. 

When  it  comes  to  storing 
and  backing  up  data  across 
networks,  IBM  researchers 
are  taking  a  “divided  we 
stand”  approach. 

Big  Blue  is  working  on 
software  called  Secure 
Distributed  Storage  (SDS) 
that’s  designed  to  divide 
files,  security  keys  and 
other  data  into  pieces  and 
distribute  them  across  servers. 
The  goal  is  to  ensure  that  this 
data  can  be  accessed  even  if 
one  or  more  servers  crash  or 
are  hacked. 

The  software,  currently  in 
See  IBM,  page  53 


Bell  Atlantic  s  Ivan  Seidenberg  (left) 
and  GTE's  Charles  Lee  will  share  the 
.  reins  of  a  com- 

bined  company 
they  say  will 


t  compete  with 
the  likes  of 


Competition 
takes  a  hit 


Internal  politics  plague 
net  directory  planners 


By  Paul  McNamara 

Colorado  Springs 

Consolidating  directories  is 
much  like  closing  military 
bases:  Virtually  everyone  agrees 
it  should  be  done,  but  polidcs 
get  in  the  way  any  time  anyone 
actually  tries. 

“Any  big  directory  project  is 
80%  politics  and  team-build¬ 


ing,  and  20%  technical,”  said 
Gary  Rowe,  an  analyst  with  The 
Burton  Group  consultancy, 
which  last  week  hosted  Catalyst 
Conference  ’98  here. 

The  gathering  of  customers 
and  vendors  focused  on  a  vari¬ 
ety  of  enterprise  directory  infra¬ 
structure  issues.  The  topics 
See  Burton,  page  12 


Critics  say  Bell  Atlantic/GTE  merger  flies  in  the  face  of 
the  telecom  act  and  could  limit  users’  service  choices. 


By  Tim  Greene,  Sandra  Gittlen 
and  Denise  Pappalardo 

So  this  is  competition? 

Bell  Atlantic  and  GTE  have 
agreed  to  a  $53  billion  merg¬ 
er  that  will  create  the  largest 
local  telecom  carrier  in  the 
U.S.,  part  of  a  runaway  trend 
that  is  leaving  the  industry 
with  fewer  but  bigger  players. 

Proponents  contend  this 
trend  will  spawn  supercarri¬ 
ers  that  can  offer  a  full  port¬ 
folio  of  services  unheard  of 
since  the  breakup  of  the  Bell 
system  —  everything  from 
local  to  international  voice  to 
video  and  data  and  Internet 
access  and  wireless  support. 


But  critics  say  these  mega¬ 
deals  fly  in  the  face  of  what 
Congress  had  in  mind  when 
it  passed  the  Telecommun¬ 
ications  Reform  Act  of  1996, 
which  was  meant  to  increase 
competition,  spur  innovation 
and  lower  rates. 

The  mergers  among  GTE 
and  the  seven  regional  Bell 
operating  companies,  which 
together  own  the  bulk  of 
local  facilities  in  the  U.S.,  are 
effectively  decreasing  the 
number  of  local-loop  op¬ 
tions,  critics  charge. 

“If  competition  means 
choice,  you  can’t  take  eight, 
See  Bell  Atlantic/ GTE,  page  52 


ALL  OVER  THE  MAP 

A  combined  Bell  Atlantic/GTE  would  have  local  assets  in  81  of  the  top  100 
U.S.  markets  but  wouldn’t  increase  the  choices  customers  have  for  local  service. 


Java  Grande  Forum  calling  on  Sun  to  boost  Java’s  ability  to  handle  complex  apps. 


By  Ellen  Messmer 

Palo  Alto,  Calif. 

Sun  Microsystems  this  week 
will  meet  here  with  a  group  of 
the  brainiest  academics  and 
industry  gurus  in  the  high¬ 
speed  computing  field,  hoping 
to  find  a  way  to  overcome  barri¬ 
ers  to  using  Java  in  advanced 
engineering  and  math-inten¬ 
sive  computing. 


Get  more 

•  A  detailed  look  at 
numerical  computing 
in  Java 

•  Slides  from  a 
Java  Grande 
workshop 


James  Gosling,  the  Sun  engi¬ 
neer  who  invented  Java,  has  qui¬ 
etly  acknowledged  the  program¬ 
ming  language’s  limitations  in 
numerics.  The  group  is  pushing 
for  changes  in  Java  so  it  can 
be  used  in  aerospace  engineer¬ 
ing,  car  design  and  scientific 
modeling. 

Calling  itself  the  Java  Grande 
See  Java,  page  53 


IN  IT  FOR 

The  long 


ost  comprehensive  network  out-  1  w 
sourcing  contracts  last  at  least  three 
to  five  years  and  are  worth  big  bucks,  j  . 
They  are  long-term  commitments  thati?  f 
have  to  be  designed  to  weather  the  inevitable 
business  and  technology  changes  that  will 
happen  along  the  way. 

No  matter  where  you  are  in  an  outsourcing 
agreement,  you  need  to  work  at  keeping  the 
relationship  strong.  Turn  to  page  35  for  tips 
on  forming  a  harmonious  union  with  an 
outsourcer  that  will  stand  the  test  of  time. 


TTO 


Brainy  users  pushing  super  Java 
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THE  RS/6000  HA50  SOLUTION 


2  RS/6000  H50  servers 
AIX  operating  system 
High  availability  clustering  software 
High  availability  disk  storage 


AVAILABILITY  HAS  NEVER  BEEN  THIS 


Keeping  your  business  up  and  running  around  the  clock  comes  at  a  price.  Now  it’s  one  you 
can  afford.  The  IBM  RS/6000*  HA50  Solution  is  more  than  just  a  server.  It’s  what  a  business 
needs  to  stay  open  for  business:  redundant  hardware,  management  software,  storage  and  our 
award-winning  UNIX* operating  system,  AIX*  It's  all  fully  tested,  all  in  one  package.  The  result: 
more  availability,  less  complexity.  See  more  at  www.rs6000.ibm.com/highavailability 


IBM,  RS/6000  and  AIX  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  UNIX  is  a  registered  trademark  in  the  United  States 
and  other  countries  licensed  exclusively  through  X/Open  Company  Limited.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  0 1998  IBM  Corporation. 


A  LITTLE  PUZZLED  OVER  HOW  TO  BEST 
SAFEGUARD  YOUR  FRAME  RELAY  NETWORK? 


YOUR  DATA  MUST  BE  DELIVERED. 


IT’S  RECEIVED  AND  DECRYPTED, 


T 

DELIVERED  SAFE,  SOUND  AND  SECURE. 


Yes,  it’s  that  simple.  Racal  is  the  leading  provider  of  secure  encryption  products.  Our  frame  relay  Datacryptors™  are  designed  to 
protect  your  sensitive  business  communications  over  frame  relay  networks  with  minimal  latency  and  no  loss  of  bandwidth.  Effectively 
creating  a  Virtual  Private  Network  within  the  public  network.  Our  products  are  cost  effective,  fast,  highly  reliable  and  secure.  Racal 
provides  world  class  traditional  services  including  installation,  maintenance,  staging  &  configuration,  and  Technical  Assistance 
Center  (TAC)  for  Racal  and  third  party  products.  What  more  could  you  ask  for? 

We  have  solutions  for  your  frame  relay,  X.25  or  Leased  Line  Networks.  Ask  about  our  family  of  secure  frame  relay  products  and  services, 
call  1-800-RACAL-55  Ext:2007  or  visit  us  on  the  information  fast  track  at:  http://www.racal.com/rdg 


Racal  Data  Group 


Access  to  Multimedia  Information  Networks 

Racal,  Racal-Datacom,  FastFrame  and  Datacryptor  are  all  trademarks  of  Racal  Electronics  Pic.  ©1997  Racal-Datacom,  Inc.  3/98  PBA-1729A-4 
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print  via  a  NetWare  3.  lx  server.  Any  sug¬ 
gestions?  DocFinder:  8235 

Help  Desk  II.  Another  reader  faces  a  per¬ 
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News 


News  briefs,  August  3, 1998 

Paul  Allen  grows  own  cable  access  world 


IS  Bill  Gates  isn’t  the  only  Microsoft  founder  with  a  knack  for 
making  news.  Co-founder  Paul  Allen  last 
week  took  a  big  step  toward  becoming  a 
cable  and  remote  access  king.  Allen  paid 
$4.5  billion  to  buy  Charter  Communi¬ 
cations,  the  lOth-largest  cable  operator  in 
the  U.S. 

The  move  is  just  the  latest  development 
in  Allen’s  “Wired  World”  strategy,  which  he 
said  aims  to  capitalize  on  the  merger  of 
high-bandwidth  data  channels,  PCs  and  the 
availability  of  “valuable”  content.  The  com¬ 
pany  will  be  integrated  with  Marcus  Cable 
Corp.,  the  Dallas  cable  operator  in  which 
Allen  recendy  acquired  limited  partnership  interest.  The 
merged  cable  operator  will  be  the  seventh-largest  in  the 
nation,  with  2.4  million  customers,  according  to  Marcus  and 
Charter  executives. 


Microsoft  co-founder 
Allen  buys  Charter. 


Java  security  glitch  hits  Netscape 

■  School  may  be  out  for  the  summer,  but  researchers  at 
Princeton  University’s  Secure  Internet  Programming  Lab 
aren’t  goofing  off. 

The  lab  last  week  found  a  security  flaw  in  Sun’s  Java  pro¬ 
gramming  language  that  lets  malicious  applets  disable  security 
controls  in  Netscape  Navigator  4.0  and  4.5.  After  incapacitat¬ 
ing  the  controls,  such  applets  could  read,  modify  or  delete 
data  on  the  target  machine. 

Netscape  officials  said  the  problem  has  been  solved  in 
Netscape  Communicator  4.5  Preview  Release  1  and  will  be 
fixed  in  the  upcoming  maintenance  release  of  Communicator 
4.0x,  which  will  be  available  in  the  next  several  weeks.  No  cus¬ 
tomer  incidents  have  been  reported  to  Netscape. 


Glitch  dogs  e-mail  security 

Microsoft  and  Netscape  scramble  to  develop  patches  for  latest  security  breach. 


By  Andy  Eddy 

Just  when  you  thought  it  was 
safe  to  use  e-mail. 

Researchers  have  discovered 
a  security  hole  in  popular 
Microsoft  and  Netscape  e-mail 
programs  that  could  cause  a 
recipient’s  mail  application  to 
crash  or  let  a  hacker  execute 
malicious  events  inside  the  PC. 

The  problem,  discovered  by 
researchers  at  the  Oulu  Uni¬ 
versity  Secure  Programming 


venting  the  computer’s  security 
settings.  The  scope  of  such  an 
attack  can  range  from  minor  to 
extremely  destructive  —  much 
like  any  virus  or  Trojan  horse,  it 
can  be  programmed  to  deliver 
passwords  to  the  attacker,  delete 
files  from  a  hard  drive  or  cause 
any  number  of  maladies. 

Some  other  mail  packages 
don’t  face  this  security  threat. 
For  example,  Eudora  e-mail 
software,  made  by  Qualcomm, 


Microsoft  and  Netscape  ack¬ 
nowledge  the  potential  serious¬ 
ness  of  the  problem.  However, 
each  company  said  there  has 
been  no  reports  of  this  security 
hole  being  capitalized  upon. 
Parks  noted  that  it  would 
require  a  proficient  hacker  to 
take  advantage  of  this  flaw. 

“I  wouldn’t  be  surprised  if 
there  are  some  people  toiling 
away  at  this.  But  from  what  I 
understand,  it’s  not  a  trivial 


MESSAGING  MENACE 


It’s  an  insidious  threat  -  incoming  e-mail  that  could  crash  your  messaging  program  and  put  your  computer’s 
security  at  risk.  Here’s  how  this  “long  file  name”  problem  can  unfold: 


1.  A  user  sends  an  e-mail  2.  On  the  receiving  end,  the  attachment 

message  containing  a  file  can  overload  the  buffer  of  the  mail 

attachment  with  a  long  file  name  software  on  an  end  user’s  computer 

-  potentially  to  hundreds  or  and  crash  the  mail  program.  Worst  of 

thousands  of  recipients.  all,  the  mail  message  doesn’t  even  need 

to  be  opened  for  this  to  happen. 


3.  Additionally,  malicious  code 
contained  in  the  e-mail  attachment 
may  execute  on  the  user's  computer, 
with  wide-ranging  effects,  from 
cosmetic  and  annoying  to  destructive 
and  debilitating. 


Cyberburglar  bounced 

■  The  Federal  Bureau  of  Investigation  last  week  arrested 
Kenneth  San  Nicolas,  18,  of  San  Diego  for  allegedly  stealing 
services  from  PageNet,  a  wireless  paging  service  provider  in 
Dallas.  The  teen-ager’s  arrest  occurred  after  an  FBI  investiga¬ 
tion  spanning  several  months. 

A  PageNet  internal  Systems  Integrity  Group  investigation 
turned  up  evidence  that  San  Nicolas  was  creating  fraudulent  and 
unauthorized  voice  mail  boxes  and  paging  accounts  on  the  com¬ 
pany’s  network.  PageNet  then  handed  this  evidence  over  to  the 
FBI.  The  company  estimates  it  lost  more  than  $1  million  in 
telecommunications  costs  due  to  San  Nicolas’  activities. 

Lucent  snaps  up  MassMedia 

■  Lucent  Technologies  last  week  continued  to  fill  its  high-tech 
shopping  bag  with  acquired  technologies.  This  time  the  com¬ 
pany  bought  MassMedia  Communications,  a  software  maker 
that  manages  connections  across  data,  voice  and  video  net¬ 
works.  Financial  terms  of  the  deal  were  not  disclosed. 

Lucent  already  uses  MassMedia  software  on  its  PacketStar 
ATM  access  boxes  to  link  ISDN  and  ATM  networks.  Now  Lucent 
is  evaluating  which  of  its  other  products  MassMedia  software 
might  complement. 

Foundry  founders  to  go  with  IPO 

■  While  executives  at  most  of  the  high-profile  Gigabit 
Ethernet  start-ups  swore  their  companies  weren’t  for  sale,  a 
good  number  of  these  companies  did  eventually  sell  out.  One 
exception  has  been  Foundry  Networks,  which  last  week  con¬ 
firmed  that  it  plans  to  make  an  initial  public  offering  in  the 
next  nine  to  12  months. 

That’ll  be  one  way  for  the  company  to  differentiate  itself 
from  the  likes  of  Rapid  City,  Prominet,  YAGO  and  others  that 
have  heen  acquired  over  the  past  couple  of  years. 


Group  (OUSPG)  in  Finland, 
reportedly  affects  Microsoft’s 
Outlook  98  and  Outlook 
Express  e-mail  programs  and 
Netscape  Communications’ 
Communicator  client  software. 
An  OUSPG  spokesman  declined 
comment  in  an  e-mail  to  Network 
World,  deferring  to  other  knowl¬ 
edgeable  parties  “until  the  dust 
has  setded.” 

Not  all  versions  of  the  software 
are  vulnerable  to  this  defect. 
Microsoft  confirmed  that 
Oudook  98  for  Windows  95,  98 
and  NT  is  affected,  as  is  the 
Oudook  Express  included  with 
Internet  Explorer  4.x  for 
Windows  95,  98  and  NT,  Solaris 
and  Macintosh.  Netscape  estab¬ 
lished  that  Communicator  4.x 
for  Windows  3.1,  95,  98  and  NT 
is  suscepdble,  but  doesn’t  believe 
the  vulnerability  extends  to  its 
Macintosh  and  Unix  software. 

The  receipt  of  an  e-mail  mes¬ 
sage  or  newsgroup  message  with 
a  long  file  name  in  an  attach¬ 
ment  triggers  the  bug.  The  mes¬ 
sage  may  trigger  the  display  of  an 
error  message,  crash  the  mail 
software  or  crash  the  user’s  com¬ 
puter.  Code  strategically  placed 
in  the  e-mail  message  can  be  exe¬ 
cuted  at  the  chip  level,  circum- 


has  been  tested  and  doesn’t  fall 
victim  to  the  same  problem. 
Matthew  Parks,  product  line 
manager  for  Eudora,  said  that  if 
an  attachment  with  a  file  name 
over  a  certain  number  of  char¬ 
acters  is  received,  Eudora  trun¬ 
cates  it  to  a  maximum  number 
allowed  by  the  operating  sys¬ 
tem,  which  eliminates  this  secu¬ 
rity  risk. 

“I  would  assume  that  similar 
type  of  code  will  be  put  in  the 
other  companies’  programs,” 
Parks  said. 


thing  to  create  something  to 
exploit  this,”  Parks  said. 

Despite  that  sentiment,  at 
least  one  user  thought  the  secu¬ 
rity  flaw  was  serious. 

“In  short,  this  bug  is  the  worst 
thing  that  can  happen.  It  affects 
the  end  user,  so  it’s  much 
harder  to  fix,  and  it  makes 
an  infamous  “Good  Times” 
virus  possible,”  said  Vytis 
Fedaravicius,  system  administra¬ 
tor  at  Omnitel,  a  telecommuni¬ 
cations  company  in  Vilnius, 
Lithuania.  Good  Times  is  a 
legendary  hoax  that,  via 
an  e-mail  virus,  trashes  a 
user’s  computer  when  a 
mail  message  with  the 
subject  of  “Good  Times” 
is  opened. 

The  companies  in¬ 
volved  are  clambering 
to  solve  the  problem 
and  issue  fixes  to  the 
public.  Microsoft  claims 
it  should  have  a  com¬ 
plete  set  of  patches 
across  the  versions 
affected  shortly. 

Netscape  said  the 
firm  has  a  fix  currently 
in  testing  that  should  be 
available  to  its  users 
within  two  weeks.  ■ 


Patching  things  up 


Here’s  how  Microsoft  and  Netscape  are 
addressing  the  “long  file  name”  problem. 

o  Microsoft  last  week  offered  a  patch  for 
its  Outlook  and  Outlook  Express  clients 
the  company  later  claimed  was  incom¬ 
plete;  Microsoft  plans  to  have  a  fully 
working  patch  shortly.  For  more 
information,  visit  www.microsoft.com/ 
security/bullet!ns/ms98-008.html 

Q  Netscape  is  planning  to  make  a  patch 
for  its  Communicator  client  available 
within  two  weeks.  For  more  information, 
visit  http://home.netscape.com/ 
products/security/resources/bugs/ 
longfile.html 
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News 


EnCommerce  simplifies  Java  security 


By  Ellen  Messmer 

Santa  Clara,  Calif. 

Web  electronic  commerce 
software  provider  enCommerce 
last  week  boosted  its  Java-based 
Web  security  software  by  adding 
single  sign-on  authentication 
and  an  improved  method  for 
managing  user  access  to  net¬ 
work  resources. 

With  getAccess  3.0,  network 
managers  can  set  up  users  to  log 
on  once  to  a  Web  site  using  a 
password,  a  dynamic-password 
token  or  digital  certificates.  At 
the  same  time,  users  can  receive 
authorization  to  access  restrict¬ 
ed  servers,  Web  pages  or  even 
Common  Object  Request 


E 


Call  for  entries 

Network  World’s  User 
Excellence  Awards  honor 
the  innovative  and  effective 
use  of  network  technology 
to  achieve  corporate  ob¬ 
jectives.  Tell  us  about  your 
network  triumphs  so  we  can 
give  you  the  recognition  you 
deserve. 

9  9  Winners  will 
be  profiled  in 


our  year-end 
Power  Issue 
and  will  be 
honored  in  an 
awards  cere¬ 
mony  at  the 
ComNet  conference  in 
Washington,  D.C.  next  year. 

The  competition  is  open 
to  end-user  organizations 
as  well  as  vendors,  service 
providers  and  consultants 
that  want  to  enter  on  behalf 
of  their  customers  and 
clients  (with  proper  ap¬ 
proval,  of  course). 

For  entry  details,  go  to 
www.nMfiLsion.com/ media 
lounge. 

The  entry  deadline  is 
Sept.  1,  1998. 

Good  luck. 


Broker  Architecture  (CORBA)- 
based  services  without  having  to 
authenticate  themselves  over 
and  over  again.  Specifically, 
getAccess  3.0  supports  hard- 
ware-based,  one-time  password 
tokens  from  Secure  Computing 
and  Security  Dynamics. 

This  single  sign-on  feature  is 
important  to  Prudential  Insur¬ 
ance  Co.  of  America,  which  will 
use  getAccess  3.0  to  let  its  cus¬ 
tomers  access  account  informa¬ 
tion  via  the  World  Wide  Web. 
“We’re  also  going  to  be  using 
this  on  our  intranet,  where  we 
have  multiple  passwords  and 
IDs  today,”  said  Michael 
Mandelbaum,  Prudential’s  vice 
president  of  IS. 

Prudential  suggestions 

As  a  beta  user,  Prudential 
influenced  enCommerce  to 


equip  getAccess  with  HTTP  ses¬ 
sion  management  to  exert  bet¬ 
ter  control  over  user  sessions  so 
that  the  administrator  can  lock 
out  any  user  or  group  of  users 
in  real  time. 

With  the  current  getAccess 
version,  2.2,  it’s  difficult  to 
implement  any  termination  of  a 
user  session,  acknowledged 
Alberto  Yepez,  president  and 
CEO  of  enCommerce.  Yepez 
noted,  “That’s  because  without 
session  management,  [adminis¬ 
trators]  can’t  control  what  hap¬ 
pens  between  the  browser  and 
server.” 

Available  for  HP  Unix,  Sun 
Solaris,  NT  and  now  AIX, 
getAccess  3.0  contains  three  soft¬ 
ware  components:  an  access  serv¬ 
er,  registry  server  and  the  get¬ 
Access  administration  module. 

The  access  server  sits  on  any 


EnCommerce’s  Alberto  Yepez  wants  to 
give  users  better  control  over  server-to- 
browser  sessions. 

Web  server  and  requires  the 
user  to  authenticate  his  identity 
so  the  registry  server  can  deter¬ 
mine  what  resources  the  user  is 
allowed  to  use. 

Customers  can  deploy  Sybase, 


Oracle  or  MS-SQL  Server  data¬ 
bases  as  registry  repositories  to 
store  user  information  and 
Web  authorization.  GetAccess 
is  based  on  the  Lightweight 
Directory  Access  Protocol,  which 
would  allow  the  program  to  take 
advantage  of  user  authentication 
information  if  the  network  man¬ 
ager  stored  the  data  in  an  LDAP- 
based  directory. 

Yepez  said  that  getAccess  3.0 
will  have  more  finely  grained 
access-management  controls 
for  Web  servers  or  CORBA- 
based  resources  than  the  previ¬ 
ous  version.  “For  instance, 
you’ll  be  able  to  meter  the 
number  of  sessions  the  user  is 
allowed  to  have  within  a  specif¬ 
ic  time  period,”  said  Yepez.  This 
would  be  useful  for  firms  charg¬ 
ing  by  the  minute  for  access  to 
information  or  services. 

Available  in  September,  get¬ 
Access  3.0  will  cost  $25  per  user 
or  $25,000  for  unlimited  use. 

©  enCommerce:  (408)  733- 
7800 


New  Compaq  server  boosts  performance,  capacity 


By  Nancy  Weil  and  Marc  Songini 

Boston 

Looking  to  offer  data  center 
customers  a  server  with  high 
performance  and  improved 
capacity,  Compaq  Computer 
Corp.  Tuesday  will  unveil  the 
Proliant  1850R  box  to  replace 
the  venerable  850R  server. 

The  1850R  platform  includes 
a  World  Wide  Web  server,  an 
electronic  commerce  server 
and  a  firewall  server. 

For  enterprise  users,  14  of 
the  1850R  servers  can  be 
mounted  in  a  rack  to  save 
space,  and  provide  more  power 
than  the  product  line  has 
offered  in  the  past. 

Compaq  designed  the  new 
server  after  the  company 
received  feedback  from  users 
of  the  Proliant  series  and  kept 
hearing  “large  enterprises  are 
more  and  more  constrained 
on  the  space  they  have  for 
servers,”  said  Mary  Christ, 
director  of  product  marketing 
for  Compaq’s  Internet  solu¬ 
tions  business  unit. 

Although  the  configuration 
of  the  1850R  will  vary,  a  typical 
configuration  includes  a  400- 
MHz  Pentium  II  processor, 
mirrored  RAID  and  64M  bytes 
of  100-MHz  SDRAM  error- 
correcting  code  memory.  The 
box  will  also  have  512K  bytes 
of  Level  2  cache,  two  4.3G- 
byte  hot-pluggable  wide  Ultra 
SCSI-2  hard  disk  drives  and 


four  full-length  slots.  The 
price  on  that  configuration 
is  $6,100. 

The  1850R  servers  can  be  ser¬ 
viced  while  still  in  the  rack  and 
allow  for  tool-free  cover 
removal.  IS  managers  told 
Compaq  they  wanted  easier  ser¬ 
vicing  as  well,  according  to 
Mukund  Ghangurde,  manager 
of  product  marketing  for 
servers  at  Compaq. 

ActiveAnswers 

The  server  is  part  of  the 
hardware  component  of 
Compaq’s  ActiveAnswers  pro¬ 
gram,  which  was  introduced  in 
early  July.  The  program  is 
geared  to  help  IS  departments 
more  effectively  plan,  deploy 
and  implement  software, 
including  SAP  R/3  and  Web- 
based  systems,  and  determine 
hardware  needs  for  those 
applications. 

The  new  server  got  the 
thumbs  up  from  one  beta 
tester.  ‘You’ve  got  a  tremen¬ 
dous  amount  of  power  with  a 
small  form  factor,”  said  Andy 
Shulman,  manager  of  messag¬ 
ing  and  remote  accessing  ser¬ 
vices  for  WorldCom  Advanced 
Networks,  a  managed  service 
provider  based  in  Columbus, 
Ohio. 

The  machine  has  the  muscle 
of  Compaq’s  higher  end  enter¬ 
prise  servers,  Shulman  said. 
His  company  has  been  using 


the  1850R  for  remote  access 
and  messaging  operations. 

“I  think  simplicity  is  really 
the  key  to  this,”  said  James 
Gruener,  analyst  with  Boston- 
based  consultancy  Aberdeen 
Group.  Companies  that  want 
to  set  up  a  Web  server  prefer 
to  buy  an  offering  with  all 
the  pieces  in  place  instead 
of  assembling  separate  com¬ 
ponents  on  their  own,  he 
said. 

In  related  Compaq  news, 
the  company  last  week 
announced  a  transaction  pro¬ 
cessing  tool  called  Portable 
TP,  which  will  let  users 
write  an  application  once  on 
Windows  NT,  using  the 
Microsoft  Transaction  Server 
(MTS),  and  deploy  the  ap¬ 
plication  on  Unix,  Windows 
NT  and  Digital  OpenVMS 
platforms  with  no  recoding 
required,  according  to  Compaq. 

Portable  TP  1.0  for  Windows 
NT  allows  users  to  develop 
MTS  applications  quickly,  said 
Art  Zina,  program  manager  at 
Compaq.  With  Portable  TP  1 .0, 
managers  do  not  need  to 
learn  other  platforms  or  APIs, 
he  added. 

Portable  TP  1.0  includes 
X/Open,  a  standards-based 
high-level  language  used  in 
accessing  data  and  developing 
transaction  processing  applica¬ 
tions  for  different  platforms 
and  communication  environ¬ 


ments,  Zina  said.  Available 
now,  the  product  costs  $385. 

Also  announced  today, 
Application  Optimizer  1.1  for 
Windows  NT  enhances  applica¬ 
tion  performance,  system  re¬ 
sources  and  the  number  of 
users  supported  on  Windows 
NT,  Microsoft  Internet  Infor¬ 
mation  Server  and  MTS. 
Optimizer  is  a  plug-in  that 
allows  IS  managers  to  increase 
NT’s  application  performance, 
which  suffers  when  too  many 
users  try  to  access  a  database 
simultaneously.  Optimizer  in¬ 
creases  throughput  up  to  22% 
and  reduces  memory  usage  for 
MTS  applications  up  to  33%, 
Compaq  said. 

Application  Optimizer,  avail¬ 
able  now,  is  priced  at  $450. 

For  more  information, 
Compaq  can  be  reached  at 
(281)  370-0670. 

Weil  is  a  correspondent  with  IDG 
News  Service’s  Boston  bureau. 


CORRECTION 

An  article  “Simplicity  is 
the  Allure  of  electronic 
commerce  offering”  in  the 
July  27  issue  incorrectly 
identified  Commence 
Corp.  of  Shrewsbury,  N.J. 
The  company  can  be 
reached  at  (800)  688-7080. 
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Here's  how  to  connect  all  those 
Windows  PCs  to  your  IBM  mainframe,  get 
users  up  and  running  in  no  time,  simplify 
support,  and  reduce  cost  of  ownership. 
Chameleon  HostLink  is  the  easy-to-install, 
easy-to-use  solution  that  provides  complete 
connectivity  on  one  CD.  With  the  remarkable 
new  SupportNow™,  Chameleon  HostLink 
cuts  support  call  times  in  half. 
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for  a  FREE  trial  CD. 


News 


Newbridge  to  revive  VIVID  line 

New  President  Alan  Lutz  taking  aim  at  enterprise  networks  with  switch-routers. 


By  Tim  Greene 

Kanata,  Ontario 

If  Newbridge  Networks  had  a 
company  motto,  it  might  be:  If 
at  first  you  don’t  succeed,  try, 
try  again. 

After  repeated  attempts  to 
breathe  life  into  its  enterprise 
switching  line,  Newbridge  and 
its  new  president,  Alan  Lutz,  are 
trying  to  grab  some  of  those  big 
corporate  network  dollars  that 
have  eluded  the  firm  in  the  past. 

Part  of  the  strategy  calls  for 
redoubling  the  effort  to  sell  the 
company’s  VIVID  switch-routers 
into  enterprise  environments. 
While  the  product  family  has 
been  around  for  five  years,  last 
year  a  spokesman  said  VIVID 
accounted  for  less  than  5%  of 
the  company’s  total  sales. 

“VIVID  is  a  dismal  failure. 
Why  do  they  feel  they  have  to 
be  successful  in  the  enterprise? 
Cisco  and  Bay  own  it,”  said 
Raymond  Keneipp,  principal 
analyst  for  carrier  infrastruc¬ 
ture  at  Current  Analysis  in 
Sterling,  Va. 

He  said  Newbridge  has  been 
more  successful  selling  to 
carriers  than  to  corporate  users, 
and  that  carriers  represent  the 
biggest  potential  for  more  sales. 

With  its  new  push,  New- 


By  Nancy  Weil 

Cambridge,  Mass. 

Lotus  is  ceasing  the  develop¬ 
ment  of  Notes/  Domino  group- 
ware  for  Novell’s  NetWare  oper¬ 
ating  system. 

Lotus  decided  to  halt  work 
on  NetWare  because  of  a  lack  of 
interest  among  customers  in 


bridge  won’t  make  a  run  at  the 
mid-level  enterprise,  where  the 
company  acknowledges  Cisco 
and  Bay  dominate. 

Lutz’s  plan  will  target  high- 
end  enterprise  customers  who 
want  to  control  their  own  net¬ 
works  and  also  who  want  to 
specify  quality  of  service  across 
the  network  for  groups,  individ¬ 
uals  or  applications. 

That  will  increase 
sales  to  enterprises, 
but  even  so,  Lutz’s 
overall  sales  targets 
would  have  enter¬ 
prise  sales  drop  as  a 
percentage  of  the 
company’s  total  rev¬ 
enue  from  30%  to 
20%.  Enterprise 
sales  are  targeted  to 
decline  because 
Newbridge  expects  exponential 
growth  in  sales  to  upstart  carri¬ 
ers,  said  Stu  Aaron,  Newbridge 
assistant  vice  president  for 
enterprise  marketing. 

This  is  the  company’s  third 
attempt  to  revive  VTVID,  which 
the  company  introduced  in  1993 
and  started  shipping  in  1995. 
Last  year,  Newbridge  bought  UB 
Networks  in  an  effort  to  find 
new  customers  for  VIVID  prod¬ 
ucts,  and  fill  in  its  LAN  product 


using  the  platform  for  e-mail 
and  groupware  applications,  a 
company  spokesman  said. 

Customers  increasingly  are 
moving  to  Windows  NT  and 
Unix  as  platforms  for  collabora¬ 
tive  applications,  the  Lotus 
spokesman  said.  However, 
Lotus  does  not  publicly  disclose 


line  with  UB’s  switching  hubs. 
The  plan  was  to  boost  enterprise 
customer  sales  from  30%  to 
50%.  That  hasn’t  happened. 

Now  with  Lutz  on  board,  the 
enterprise  and  VTVID  are  in  the 
spodight  again.  Lutz  also  split 
the  company  into  three  product 
groups:  carrier  switching,  access, 
and  IP  and  internetworking. 

Lutz  has  also  set 
the  goal  of  boosting 
Newbridge  sales  to  $5 
billion  by  2002.  New¬ 
bridge  revenue  last 
year  was  $1.6  billion. 

Lutz  did  not  rule 
out  selling  the  com¬ 
pany  in  the  future, 
but  he  did  say  it  was 
not  being  shopped 
around  now. 

Tim  Smith,  an  ana¬ 
lyst  with  Dataquest  in  San  Jose, 
Calif.,  said  the  new  split  of  prod¬ 
uct  lines  sounded  as  if  the  com¬ 
pany  was  planning  to  sell  off  neat 
segments.  For  example,  the  ATM 
WAN  switching  division  might  be 
attractive  to  Lucent,  he  said. 

Lutz  is  making  his  presence 
known  and  is  trying  to  whip  the 
company  into  shape.  He  is  let¬ 
ting  an  ad  hoc  management 
group  report  directly  to  him 
with  suggestions  to  make  things 


its  breakdown  of  NT  vs. 
NetWare  customers. 

Lotus  and  Novell  continue  to 
discuss  issues  related  to  Net¬ 
Ware,  “and  it’s  always  possible 
the  decision  could  be  revisited 
sometime  in  the  future,”  the 
spokesman  said. 

Lotus’  decision  may  burden 
the  company’s  cc:Mail  users, 
many  of  who  are  faced  with 
upgrade  decisions  in  order  to 
attain  Year  2000  compliance. 
Choosing  Notes  5.0,  which 
Lotus  has  encouraged,  would 
also  necessitate  a  move  away 
from  NetWare.  Novell  will 
undoubtedly  try  to  sell  these 
shops  on  GroupWise,  the  com¬ 
pany’s  own  messaging  and  col¬ 
laboration  software. 

In  the  meantime,  Lotus  will 
continue  to  support  NetWare 
while  the  4.6x  version  of 
Notes/Domino  is  current, 
which  will  be  for  at  least  four 
more  years,  the  spokesman 
said.  “During  that  period,  we’ll 


run  smoother  within  the  com¬ 
pany.  Dubbed  the  Phoenix  Task 
Force,  the  group  was  formed 
before  Lutz  came  on  board. 

“The  organization  is  keen  to 
move  forward  in  a  different 
style  in  an  attempt  to  stake  out 
a  significantly  larger  place  in 
the  marketplace,”  Lutz  said. 

The  three  product  groups 
Lutz  formed  will  help  do  that, 
he  said.  Each  will  run  its  own 
research  and  development,  and 
product  marketing. 

Each  product  group  will  also 
interact  on  its  own  with  New¬ 
bridge  affiliate  companies, 
independent  spinoff  companies 
whose  products  augment  New¬ 
bridge  product  lines.  “Our  deci¬ 
sion  to  move  from  a  single  large 
R&D  structure  to  three  smaller, 
more  nimble  product  groups 
with  well-defined  and  highly 
focused  business  charters  will 
enhance  our  focus  on  market 
segments  that  we  can  defend 
vigorously,”  Lutz  said. 

Lutz  said  he  also  plans  to 
appoint  an  executive  vice  presi¬ 
dent  of  worldwide  marketing,  a 
position  the  company  never  had. 
As  a  result,  regional  marketing 
for  the  same  products  differed 
and  created  confusion  among 
international  customers  who 
might  deal  with  more  than  one 
Newbridge  marketing  region, 
Current  Analysis’  Keneipp  said. 

Lutz  will  take  on  the  new  job 
until  he  can  find  a  replacement 
from  outside  the  company. 


have  time  to  work  on  a  number 
of  tools  to  facilitate  any  migra¬ 
tion  customers  want  to  make 
[to  other  platforms],”  he  said  of 
those  now  using  Notes  on 
NetWare. 

Whatever  support  Lotus 
offers,  the  decision  to  halt 
development  of  Notes/Domino 
for  NetWare  does  not  bode  well 
for  the  Novell  operating  system, 
said  analyst  Dan  Kusnetzky  of 
International  Data  Corp.,  a 
market  research  firm  in 
Framingham,  Mass. 

However,  he  noted  that  last 
year  NetWare  shipped  almost  a 
million  units,  indicating  that 
the  operating  system  is  far  from 
dead. 

“It’s  kind  of  surprising  that 
Lotus  would  walk  away  from  a 
quarter  of  the  market,”  he  said. 

Weil  is  a  correspondent  with  IDG 
News  Service’s  Boston  bureau.  IDG 
News  Service  correspondent  James 
Niccolai  contributed  to  this  report. 


Despite  Lutz’s  initiatives, 
some  observers  think  Chairman 
and  CEO  Terry  Matthews  will 
run  the  show.  “It’s  still  Terry 
Matthews’  company,”  said 
Rosemary  Cochrane,  an  analyst 
with  Vertical  Systems  Group  in 
Dedham,  Mass.  ■ 
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This  week  '$  question: 

What  does  the  acronym  COPS  stand  for? 


www.mmfttsion.com 


Lotus  to  end  development  of  Notes/Domino  for  NetWare 


Newbridge’s  Lutz  has  split 
the  company  in  three. 
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Cisco  buys  voice  switch  maker  Summa  Four 


By  Jim  Duffy 

San  Jose,  Calif. 

Stocking  up  on  voice  armaments  for 
the  IP  convergence  battle,  Cisco 
Systems  last  week  said  it  signed  a  defini¬ 
tive  agreement  to  acquire  publicly  held 
Summa  Four  of  Manchester,  N.H.,  for 
$116  million. 

Summa  Four  is  a  maker  of  program¬ 
mable  switches  —  its  VCO  family  —  for 
service  provider  networks.  Cisco  said 
Summa  Four’s  switches  will  enable  the 
roudng  giant  to  offer  telephony  applica¬ 
tions  to  new  and  existing  service 
providers,  which  in  turn  can  offer  new 
and  enhanced  voice  services  to  users 
over  IP  networks. 


PROFILE:  SUMMA  FOUR 

Founded:  1976 

Customers:  RBOCs,  the  top  three  U.S.  inter¬ 
exchange  carriers  -  including  WorldCom  and 
AT&T  -  Singapore  Tel,  Telstra  in  Australia,  British 
Telecom,  Hong  KongTel  and  Telefonica  in  Spain. 

Products:  The  VCO  line  of  switches,  which  serve 
as  components  of  service  nodes  or  as  core 
network  transport  switches. 

Financials:  Revenue  of  $42  million,  net  loss 
of  $2.7  million  for  fiscal  year  1998. 

Management:  Robert  Degan,  president  and 
CEO;Todd  Hasselbeck,  vice  president,  Worldwide 
Sales;  Philip  Coates,  vice  president,  International 
Sales;  John  Shaw,  vice  president,  Business 
Development  and  Strategy. 


These  switches  are  used  today  for 
basic  call  switching,  as  well  as  for  deliv¬ 
ering  voice  mail,  calling  card  and  voice- 
activated  dialing  services  over  circuit- 
switched  networks. 

With  this  acquisition,  Cisco  has  one 
more  weapon  in  its  arsenal  to  combat 
telecom  heavyweights  Lucent  Tech¬ 
nologies  and  Nortel  in  the  voice-over-IP 
arena.  With  the  Summa  Four  equip¬ 
ment,  Cisco  will  attempt  to  entice  ser¬ 
vice  providers  to  purchase  Cisco  voice 
switches  by  convincing  them  that  they 
can  quickly  deploy  new  and  enhanced 
software-based  services. 

To  do  this,  Cisco  said  that  it  will  provide 
application  developers  with  an  “open  ser¬ 
vices  environment”  for  writing  software 
for  circuit-  and  packet-switched  networks. 

Cisco  said  it  will  also  expand  Summa 
Four’s  existing  relationships  with  appli¬ 
cation  developers  and  help  them 
extend  their  service  platforms  to  voice- 
over-IP  networks. 

According  to  Cisco,  this  will  enable 
carriers  to  select  from  more  than  50 
application  developers  that  have  built  an 
array  of  voice  packages  based  on  Summa 
Four’s  switches. 

“It’s  an  excellent  acquisition,”  said 
Frank  Dzubeck,  president  of  Com¬ 


munications  Networks  Architects,  a  con¬ 
sultancy  in  Washington,  D.C.  “Summa 
Four  has  been  around  awhile,  it  has  an 
embedded  base  of  customers  and  it  has 
technology  that  can  be  made  portable. 


Cisco  doesn’t  have  this  expertise.” 

Summa  Four,  however,  will  not  allay 
fears  that  Cisco  cannot  ensure  the  relia¬ 
bility  of  global  voice  infrastructures, 
Dzubeck  said  (AT^July  20,  page  27). 


“This  issue  has  to  do  with  voice  pro¬ 
cessing  capabilities,”  Dzubeck  said. 
“Buying  Summa  Four  will  give  Cisco 
additional  knowledge,  but  it’s  not  going 
to  address  any  of  the  concerns  at  all.”  S 


IN  2.7  GIGABYTES,  THE 
FINANCIAL  MARKETS  WILL 
CLOSE.  YOUR  NETWORK 
HOWEVER,  IS  STILL  OPEN 
BUSINESS. 


To  outsiders  looking  in,  it  is  a  ballet  of  chaos  and  frenzy 
with  global  consequences.  On  the  floor  of  any  major 
stock  exchange,  the  volume  of  information  transactions  fluctuates  wildly  as  gigabytes  of  data  circulate 
worldwide  within  fractions  of  a  second.  J  As  the  demand  for  information  peaks,  one  issue  stands  alone  -  can 
the  network  handle  the  volume?  J  Financial  sector  businesses  require  an  information  infrastructure  that  is 
ready  for  anything.  It  is  probably  the  most  important  investment  they'll  ever  make.  It's  also  why  they  choose 
Newbridge  to  deliver  their  network. 


(Ii  NEWBRIDGE 


www.newbridge.com/go 
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Burton 

Continued  from  page  1 

included  how  best  to  stem  the 
unrelenting  proliferation  of 
directories,  how  to  eliminate 
those  deemed  expendable  and 
how'  to  link  what’s  left  to  mini¬ 
mize  the  expense  of  duplica¬ 
tive  data  maintenance. 


Fueled  in  part  by  mergers 
and  acquisitions,  today  the 
average  IT  environment  has 
181  different  directories, 
according  to  industry  surveys. 
One  shop  reported  an  astro¬ 
nomical  1,530.  Attempts  by 
enterprise  directory  strategists 
to  corral  such  expensive 
sprawl  are  often  hampered  by 
legitimate  disagreements  and 
internecine  squabbling  over 
data  ownership,  naming  con¬ 
ventions,  directory  tree 
designs  and  security  issues. 

The  battles  generally  boil 


One  conference  attendee 
cited  an  incident  in  which  the 
new  job  titles  of  recently  pro¬ 
moted  employees  were  acci¬ 
dentally  published  in  a  directo¬ 
ry-based  company  white  pages 
system  before  the  company’s 
managers  had  an  opportunity 
to  notify  employees  of  their 
promotions.  The  company’s 
human  resources  department 
wasn’t  too  happy  about  this 
incident,  he  said. 

Other  reluctant  converts  to 
enterprise  directories  are  sim¬ 
ply  being  territorial. 

“That  is  a  very  human  thing, 
and  we  have  it,”  said  Keith 
Hazelton,  IT  architect  at  the 
University  of  Wisconsin-Mad- 
ison,  which  is  in  the  early  stages 
of  an  enterprise  directory  pro¬ 
ject.  “The  first  instinct  there  is  a 
good  one,  it’s  a  survival  instinct; 
you  want  to  control  [the  data], 
you  need  to  do  your  job. 

Behavior  modification 

“It  only  becomes  negative 
when  it  becomes  a  reflex,  which 
has  happened  in  some  cases,” 
Hazelton  added.  “However, 
reflexes  can  be  unlearned.” 

Planning  and  persuasion  are 
the  keys  to  minimizing  such 
reflexive  opposition,  experts 
said.  They  recommended: 

•  Bringing  a  wide  and  var¬ 
ied  collection  of  interested 
parties  into  the  planning 
process  from  the  start,  particu¬ 
larly  in  far-flung  organizations 


“[Territoriality  over  directories]  is  a  very 
human  thing ,  and  we  have  it.  ...It  only 
becomes  negative  when  it  becomes  a  reflex.  ” 

Keith  Hazelton,  IT  architect, 

University  of  Wisconsin-Madison 


down  to  two  questions,  accord¬ 
ing  to  Larry  Ketchersid,  direc¬ 
tor  of  enterprise  computing  at 
Compaq:  “Who  owns  the 
directory  service,  and  who 
owns  the  directory  data?” 

“The  directory  service  is 
infrastructure,  and  IT  or  your 
operations  organization  should 
own  that  service  and  own  the 
management  of  that  service,” 
Ketchersid  said.  “The  data  is 
where  the  big  fight  comes  in.” 

Real  concerns 

Much  of  that  wrestling 
occurs  over  legitimate  differ¬ 
ences  about  who  has  ultimate 
control  over  particularly  sensi¬ 
tive  directory  data,  such  as  that 
found  in  legal  and  human 
resources  departments. 


with  multiple  business  units 
and  network  infrastructures. 

•  Establishing  an  accurate 
inventory  of  existing  directo¬ 
ries  and  a  clear  understanding 
of  the  methods  and  motiva¬ 
tions  for  managing  them 
today. 

•  Nailing  down  a  concrete 
business  justification  for  con¬ 
solidating  directories  that 
spells  out  the  financial  and 
operational  benefits. 

•  Getting  the  top  brass  to 
accept  and  push  the  plan. 

According  to  the  strategists, 
vendors  also  need  to  provide 
directory  products  that  offer 
more  reliable  interoperability 
and  better  ways  to  define 
directory  responsibilities  with¬ 
in  large  organizations. 


“It  seems  to  us  that  one  of 
the  ways  to  solve  the  problem 
[of  territoriality]  is  through 
[products]  that  allow  highly 
granular,  distributed  data  own¬ 
ership,”  said  Durwin  Sharp, 
global  technology  architect  for 
Exxon  Computing  and  Net¬ 
working  Services. 

Such  capabilities  would,  for 
example,  allow  a  human  re¬ 
sources  department  to  retain 


exclusive  control  over  sensitive 
personnel  data  while  ceding 
responsibility  for  more  mun¬ 
dane  employee  information  to 
a  centralized  directory. 

Selling  and  launching  an 
enterprise  directory  project  is 
never  easy,  the  experts  agreed. 
But  they  said  the  potential 
rewards  are  great,  as  are  the 
costs  of  doing  nothing. 

“The  fact  that  [some]  data  is 


being  entered  in  50  different 
places  may  not  be  a  problem  if 
you’re  one  of  those  50  depart¬ 
ments  entering  the  data,” 
The  Burton  Group’s  Rowe 
said.  “But  it  sure  is  a  pro¬ 
blem  from  the  company’s  per¬ 
spective.”  ■ 

Get  more  information  online 
at  www.nwfuslon.com 
DocFinder:  8233 


IBM-Lotus  to  distribute  free  'Net  security  code 


Security  jitters  stunting  the  growth  of 
electronic  commerce  should  be 
calmed  considerably  by  an  IBM-Lotus 
move  to  seed  the  marketplace  with 
free  digital  certificate  source  code. 
That  is  the  assessment  of  corporate  cus¬ 
tomers  and  industry  experts  who  heard  IBM- 
Lotus  announce  the  giveaway  at  last  week’s 
Catalyst  Conference  ’98.  The  conference, 
sponsored  by  The  Burton  Group  consultancy 
and  the  Network  Applications  Consortium, 
also  featured  product  and  partnership 
announcements  from  Netscape,  VeriSign 
and  Isocor. 

By  the  end  of  the  month,  IBM-Lotus  will 
make  available  a  reference  implement¬ 
ation  of  a  pending  IETF  standard  called 
Open  Public  Key  Infrastructure,  commonly 
known  as  PKIX.  The  standard  defines  how 
products  issue,  validate,  revoke  and  renew 
digital  certificates,  which  are  used  to  as¬ 
sure  the  security  of  Internet  transactions  and 
messages. 

Standards-based  PKIs  are  considered  a 
crucial  step  toward  building  corporate  and 
consumer  confidence  in 
the  security  and  reliability 
of  Internet  commerce. 

IBM-Lotus  executives 
hope  that  their  code 
release  will  allow  other 
software  vendors  to  pro¬ 
duce  interoperable  PKXX- 
compliant  products  easily 
and  quickly. 

The  PKIX  reference 
implementation  will  be 
posted  to  a  Web  site  host¬ 
ed  by  the  Massachusetts 
Institute  of  Technology 
(www.mit.edu).  The  tech¬ 
nology  will  also  be  inte¬ 
grated  into  Lotus’  Dom¬ 
ino  5.0  server,  which  is 
expected  to  ship  later  this 
year. 

The  IBM-Lotus  initia¬ 
tive  was  met  with  wide¬ 
spread  approval  at  last 
week’s  conference,  which 
focused  on  the  future  of  network  infra¬ 
structure. 

“This  could  be  a  real  catalyst  for  getting  a 
network  security  infrastructure  in  place,”  said 
Harold  Albrecht,  an  applications  infrastruc¬ 
ture  architect  at  Carolina  Power  &  Light  in 
Raleigh,  N.C. 


Phil  Schacter,  an  analyst  with  The  Burton 
Group,  agreed. 

“It  will  accelerate  progress  toward  getting 
lots  of  these  [PKIX]  implementations  from 
different  vendors,”  he  said.  “This  is  going  to 
take  away  roadblocks  [to  widespread  PKI 
adoption],  and  IBM  is  probably  going  to  do 
quite  well.” 

According  to  Schacter,  however,  “dissen¬ 
sion  in  the  PKIX  community  about  the  best 
way  to  do  certain  things”  is  likely  to  present 
implementation  challenges  for  vendors  and 
may  slow  widespread  use  of  the  technology. 

“We’re  probably  not  going  to  see  commer¬ 
cial  products  until  maybe  the  second  half  of 
next  year,”  he  said. 

Also  at  the  conference,  Netscape  and 
VeriSign  said  they  will  expand  their  PKI-relat- 
ed  dealings  with  one  another.  Among  other 
things,  this  effort  will  allow  Netscape 
Certificate  Server  users  to  issue  and  manage 
digital  certificates  as  part  of  the  VeriSign  Trust 
Network,  a  collection  of  certificate  authorities. 
The  arrangement  will  make  PKI  deployment 
more  practical  by  giving  corporations  hands- 
on  control  over  their 
own  certificates,  the 
companies  said. 

Separately,  Isocor  of 
Santa  Monica,  Calif., 
announced  a  family  of 
directory  integration 
software  called  Meta- 
Connect.  Designed  to 
connect  information 
currently  isolated  in 
separate  corporate 
directories,  the  offer¬ 
ings  will  initially  cover 
popular  databases, 
such  as  those  from 
Microsoft,  Oracle  and 
Sybase.  The  software 
also  will  cover  common 
text  file  formats,  Lotus 
Notes,  Microsoft  Ex¬ 
change  and  Light¬ 
weight  Directory  Access 
Protocol-enabled  serv¬ 
ers  such  as  Netscape 
Directory  Server  and  Isocor’s  Global  Directory 
Server. 

Scheduled  to  ship  in  October,  Meta- 
Connect  prices  will  range  from  $5  to  $17  per 
user.  More  information  is  available  at 
www.isocor.com. 

—  Paul  McNamara 


CERTIFICATE  USE  ON  THE  RISE 

Digital  certificates  are  ready  to  take  off, 
according  to  a  Forrester  Research  survey 
of  50  large  users. 


Are  you 
using 
digital 
certifi¬ 
cates 
now? 


No:  66% 


Considering: 

12% 


Will  you 
be  using 
digital 
certifi¬ 
cates  in 
1999? 


r 

^Considering 

20% 

SA  I 

i* 

io:  8% 

es:  72% 

J 
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Local  Networks  _ 

Covering:  LAN  Hubs  and  Switches  •  Management  •  Operating  Systems  •  Servers  •  Thin  Clients 


Briefs 


■  Novell  last  week  named 
Bill  Joy,  co-founder  and 
vice  president  for  research  at 
Sun,  to  its  board  of 
directors. 

When  Joy’s  not  helping  Novell 
Chairman  and  CEO  Eric 
Schmidt  strategize  in  the  Micro¬ 
soft  war,  the  two  can  chat  about 
old  times:  Schmidt  was  another 
long-time  Sun  veteran  before 
accepting  the  top  post  at  Novell. 

Also  in  July,  Novell  added  to 
Us  board  Reed  Hundt,  a  princi¬ 
pal  of  Charles  Ross  Partners  and 
former  chairman  of  the  Federal 
Communications  Commission. 


■  Madge  Net¬ 
works  last  week 
announced  the  rollout  of  the 
Smart  10/4  PCI  Ringnode  Wake- 
on-LAN  adapter  card 
for  token-ring 
nets.  The  card  makes  it  pos¬ 
sible  to  turn 
on  PCs 
remotely, 
facilitating 

Madge's  Smart  taskssuch 

16/4  pa  Ring-  05  s°fiware 

node  Wake-on-LAN  distribu- 
adapler  card  for  lion, 

token-ring  nets.  The  $280 


cards, 

which  are  hot  pluggable  and 
will  work  with  Windows  NT  5.0. , 
are  scheduled  to  be  available  in 
September. 

®Madge:  (408)  955-0700 


■  Seagate  Soft¬ 
ware  ofScotts  Valley,  Calif., 
has  begun  shipping  what  it 
claims  is  the  first  backup 
solution  for  the 
upcoming  release  of  Net¬ 
Ware  5.0  from  Novell. 
Seagate  Backup  Exec  for  Net¬ 
Ware  8.0  also  supports  Novell 
Storage  Services,  Novell  SMS, 
Target  Service  Agents  and  Novell 
Directory  Services.  The  upgrade 
will  allow  customers  to  back  up 
only  those  files  and  applications 
that  are  used  in  a  normal 
workday  or  another  pre-set 
period  of  time. 

Prices  range  from  $495 for  a 
single  server  to  $1,395 for  a 
multiserver  edition. 

® Seagate :  (800)  327-2232 


NetWare  5.0  to  tighten  ’Net  security 


By  Paul  McNamara 

Colorado  Springs 

NetWare  customers  who  hope 
to  expand  their  Internet  hori¬ 
zons  without  compromising 
security  received  a  confidence 
boost  from  Novell  last  week. 

NetWare  5.0,  on  track  for  an 
end-of-summer  release,  will 
include  a  handful  of  previously 
unannounced  Internet  security 
features,  the  company  said. 
Novell  unveiled  the  additions  at 
Catalyst  Conference  ’98  here, 
which  was  sponsored  by  The 
Burton  Group  consultancy  and 
the  Network  Applications 
Consortium. 

Foremost  among  the 
enhancements  is  Novell’s  Public 
Key  Infrastructure  Services 
(PKIS),  which  will  allow  cus¬ 
tomers  to  issue  and  manage  dig¬ 
ital  certificates  without  the 
involvement  of  a  third-party 
vendor.  Without  access  to  PKIS, 
which  will  be  a  free  feature  of 
Novell  Directory  Services  (NDS) 
in  NetWare  5.0,  a  customer 
looking  to  use  PKI  certificates 
would  need  to  buy  a  product 
such  as  Netscape  Certificate 
Server  and  contract  with  a  cer¬ 
tificate  vendor  such  as  Verisign, 
according  to  Michael  Simpson, 
a  Novell  product  manager. 

“This  is  a  huge  step  for 
Novell,”  Simpson  said.  “We’re 
really  on  the  front  side  of  the 
curve  on  this  Internet  tech¬ 
nology,  which  is  frankly  a  differ¬ 
ent  place  than  we’ve  been  in  a 
few  years.” 

NetWare  customers  and 
industry  analysts  were  similarly 
enthusiastic. 

“PKI  is  something  that  we 
would  really  like  to  do,”  said 
Craig  Olson,  manager  of  net¬ 
work  strategy  at  AgriBank,  a  St. 
Paul,  Minn.,  agricultural  lender 
that  runs  about  500  NetWare 


Get  more  online: 

•  Novell  white  papers 
on  various  facets  of 
NetWare  5.0 

•A  look  at  Novell’s  plans  for  Java 
support  in  NetWare  5.0 


Novell  last  week  announced  a  series  of  Internet 

security  enhancements  to  Novell  Directory  Services 

in  NetWare  5.0,  including: 

•  Public  Key  infrastructure  Services  that  allow 
customers  to  issue  and  manage  their  own  digital  certificates 

•  A  cryptographic  infrastructure  that  automatically  adjusts  to  encryption 
laws  in  different  countries 

•  The  integration  of  Secure  Sockets  Layer  3  and  Lightweight  Directory  Access 
Protocol  3  in  NDS 

•  Secret  store  password  management  designed  to  reduce  help-desk  calls 

•  Infrastructure  groundwork  for  future  authentication  methods,  including 
Kerberos,  SOCKS,  tokens,  smart  cards  and  biometrics. 


servers.  “Since  almost  every 
server  we  have  is  NetWare,  it 
would  make  sense  to  do  [PKI] 
in  there.” 

AgriBank  would  first  like  to 
use  PKI  for  e-mail  security,  and 
eventually  use  it  for  authenticat¬ 
ing  internal  user  identities. 

One  industry  analyst  said  PKI 
is  a  natural  extension  for 
Novell’s  directory.  “NDS  is  still  a 
captive  directory”  that  stands  to 
benefit  from  the  external  capa¬ 
bilities  defined  by  PKI,  said 
Larry  Gauthier  of  The  Burton 
Group.  “From  that  standpoint, 
what  Novell  is  announcing  is 
very  exciting,  and  it’s  going  to 
bring  a  lot  of  value  to  traditional 
NetWare  environments.” 

In  addition  to  PKIS,  new  NDS 
security  features  in  NetWare  5.0 
will  include: 

•  A  cryptographic  infrastruc¬ 
ture  that  allows  an  application  to 
be  accessible  worldwide  and 
adapt  to  the  various  encryption 
laws  found  in  different  countries. 
This  saves  developers  the  time 
and  expense  of  writing  separate 
versions  of  the  same  application. 

•  An  enhancement  to  the 
established  single  sign-on  capa¬ 
bilities  in  NDS,  called  “secret 


store,”  which  will  allow  outside 
applications  to  store  user  pass¬ 
words  in  NDS.  In  this  case, 
rather  than  prompting  a  user 
for  a  password,  these  applica¬ 
tions  would  access  NDS  and  con¬ 
duct  the  authentication  process 
in  the  background. 

“This  makes  life  easier  for  the 
users  because  they  don’t  have  to 
remember  a  million  passwords,” 
Novell’s  Simpson  said.  “But  it 
also  allows  the  administrator  to 
have  lower  help-desk  costs 
because  people  aren’t  forgetting 
their  passwords  all  the  time.” 


NDS  will  also  support 
Lightweight  Directory'  Access 
Protocol  3  and  Secure  Sockets 
Layer  3. 

In  addition,  Novell  and 
Entrust  Technologies  announ¬ 
ced  that  NetWare  5.0  users  will 
be  eligible  for  a  free  90-day  trial 
of  Entrust/ Alliance  PKI  for 
NetWare  when  it  becomes  avail¬ 
able  early  next  year.  The  pack¬ 
age  will  give  users  a  single 
sign-on  for  NDS,  Entrust’s  PKI 
software  and  Entrust-enabled 
applications. 

©Novell:  (800)  453-1267 


Veritas  readies  SAN  management  tools 


By  Marc  Songini 

Mountain  View,  Calif. 

Veritas  Software  wants  to 
pave  the  way  for  greater  accep¬ 
tance  of  storage-area  networks 
(SAN)  by  offering  new  moni¬ 
toring  and  management  tools. 

“This  is  like  the  early  days  of 
LAN  computing,  when  you 
needed  to  assemble  lots  of 
pieces,”  said  Mark  Leslie,  CEO 
of  the  storage  product  com¬ 
pany.  “We’re  seeing  that  com¬ 
ing  together  now  with  SANs.” 

A  SAN  is  a  high-speed  net¬ 
work,  usually  based  on  gigabit 
Fibre  Channel  technology,  used 
to  link  servers  to  storage 
devices,  such  as  disk  arrays.  Any 
server  or  application  in  the  net¬ 
work  can  access  data  in  any 
SAN-attached  device. 

But  SANs  have  a  long  way  to 
go.  “There’s  no  software  that 


Veritas  SAN  rollout  will: 


•  Allow  users  to  cluster  storage 
devices 

•  Broadcast  messages  throughout 
the  SAN 

•  Support  Solaris  and  Solaris  x86, 
NT  and  HP-UX 

•  Initially  support  up  to  32  nodes 
and  ultimately  support  as  many 
as  128  nodes 

can  manage  the  storage  in  a 
SAN  configuration,”  said  Eric 
Burgener,  product  manager  at 
Veritas. 

Burgener  said  the  company 
hopes  to  take  the  lead  in  SAN 
management  with  its  planned 
product  rollout,  which  will 
include: 

•  Cluster  Server,  which  will 


allow  users  to  run  a  variety 
of  SAN  storage  devices  and 
applications  simultaneously. 
The  product  will  initially  al¬ 
low  the  clustering  of  32  servers 
and  their  attached  devices  and 
ultimately  support  up  to  128 
devices. 

•  Storage  Manager,  which 
will  permit  administrators  to 
perform  policy-based  manage¬ 
ment  using  a  graphical  user 
interface  that  provides  a  single 
view  of  a  SAN. 

•  Volume  Manager,  which 
will  let  users  to  configure  the 
SAN  manually. 

The  Veritas  products  will  sup¬ 
port  Sun’s  Solaris  and  Solaris 
x86,  Windows  NT,  and  HP-UX. 
Shipment  is  scheduled  to  begin 
in  September.  Pricing  was 
unavailable. 

©  Veritas:  (800)  258-8649 
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Y2K  is  a  complete  pain. 

It’s  also  an  opportunity  to  improve  your  network. 


*For  more  information  about  Windows  NT  Server  and  Year  2000  see  www.microsoft.com/ntserver/y2k. 

TPrice  reduction  applies  to  version  upgrades  from  any  previous  version  of  Windows  NT  Server  and  competitive  upgrades — consult  your  reseller  for  a  complete  list  of  qualifying  competitive  products.  Discount  is  up  to  20%  off  estimated 
retail  price  of  Windows  NT  Server  4.0.  Reseller  prices  may  vary.  Promotion  does  not  apply  to  Windows  NT  Server  4.0  Academic  product.  All  price  reductions  effective  through  11/15/98.  Offer  good  in  U.S.  and  Canada  only. 

©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  Where  do  you  want  to  go  today?  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  In  the  United  States  and/or  other  countries. 
Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


Upgrade  to  Microsoft  Windows  NT  Server  4.0  today. 


Get  one  step  closer  to  the  next  millennium. 

Get  a  great  file/print  server. 

Get  an  outstanding  application  server. 

Get  them  unified  on  one  platform. 

Get  up  to  20%  off  and  a  free  Services  for  NetWare  CD-ROM. 

Ironic,  isn’t  it?  That  an  inconvenience  of  Y2K’s*  immensity  might  actually  do  your  network  some  good  after  all.  But  consider  it 
this  way:  since  there’s  no  getting  away  from  that  major  network  upgrade,  maybe  there’s  something  you  can  get  out  of  it.  For 
instance,  here’s  what  happens  when  you  upgrade  to  Microsoft®  Windows  NT®  Server  4.0: 

Windows  NT  Server  4.0  delivers  proven  file/print  performance.  Using  the  industry-standard  Netbench  performance  tool, 
Windows  NT  Server  4.0  outperforms  Novell  NetWare  4.11  by  nearly  17%  in  file/print  throughput  tests. 

Windows  NT  Server  4.0  unifies  file/print  and  applications  on  one  platform.  It’s  the  ideal  choice  for  supporting  key  business 
applications,  including  groupware  like  Microsoft  Exchange  Server.  There  are  already  over  4,000  applications  for  Windows  NT 
Server  available  today.  And,  of  course,  running  your  applications  and  file/print  on  a  common  platform  simplifies  the  manage¬ 
ment  of  your  network — giving  you  more  time  to  focus  on  achieving  your  long-term  goals. 

Windows  NT  Server  4.0  is  the  easy  way  to  prepare  for  the  future.  It’s  already  the  leading  intranet  platform — in  fact,  according 
to  IntelliQuest,  it’s  the  platform  that  56%  of  corporate  Web  applications  are  being  built  on.  And  with  features  like  remote 
access  services,  virtual  private  networking  and  out-of-the-box  integration  with  Microsoft  Proxy  Server,  you  can  enable  cost- 
effective,  secure  communication  across  the  Internet  among  employees,  customers  and  partners.  It  provides  exceptional  Web 
services  too — -according  to  NetCraft,  more  than  half  a  million  Internet  sites  are  currently  running  on  Windows  NT  Server. 

Windows  NT  Server  4.0  reduces  total  cost  of  ownership.  A  recent  study  by  the  Business  Research  Group  compared  it  to 
NetWare  in  a  mixed  environment,  and  revealed  that,  as  a  unified  platform,  Windows  NT  Server  4.0  lowers  the  costs  of  providing 
file/print  sharing  and  application  support  by  nearly  20%. 

And  if  you  upgrade  now  you’ll  save  up  to  20%  off  the  estimated  retail  priced  You’ll  also  qualify  for  a  free  Services  for  NetWare 
CD-ROM  (ERP  $149)  that  makes  it  easier  for  you  to  transition  your  NetWare-based  network  to  Windows  NT  Server  4.0. 

So  the  question  is  not:  How  can  I  minimize  the  inconvenience  of  having  to  upgrade  my  file/print?  The  question  is:  How  can  I 
maximize  the  benefit  of  doing  so?  It  seems  that  Y2K  is  about  more  than  just  surviving  the  turn  of  the  millennium.  Windows  NT 
Server  proves  that  it’s  equally  about  making  the  most  of  what’s  left  of  the  1900s,  and  getting  the  2000s  off  to  a  flying  start. 


Upgrade  to  Windows  NT  Server  4.0  and  save  up  to  20%^ 


Act  now  to  get  a  FREE  Services  for  NetWare  CD-ROM. 


Get  details  at:  www.microsoft.com/ntserver/upgrade/ 


Where  do  you  want  to  go  today?® 


Microsoft 


_ Local  Networks _ 

Citrix  prospers,  but  can  it  maintain  the  pace? 

Revenue  soared  in  quarter,  but  potential  Microsoft  threat  still  looms . 


By  John  Cox 

Fort  Lauderdale,  Fla. 

Just  more  than  a  year  ago, 
the  price  of  Citrix  Systems’ 
stock  nose-dived  on  rumors  that 
Microsoft  planned  to  introduce 
its  own  multiuser  version  of  NT 
to  compete  with  Citrix’s  Win- 
Frame  product  and  to  capitalize 
on  the  growing  interest  in  thin- 
client  computing. 


Now  Citrix’s  stock  is  nearly 
$70  per  share,  twice  what  it  was 
when  the  rumors  surfaced, 
buoyed  by  Microsoft’s  decision 
to  license  the  Citrix  multiuser 
code.  And  a  growing  number  of 
financial  analysts  have  started 
to  track  the  stock  and  rate  it  as 
a  “buy”  or  a  “strong  buy.”  Citrix 
just  reported  record  revenue 
and  profits,  although  charges 
for  recent  acquisitions  and 


research  and  development 
write-offs  have  created  a  slight 
loss  in  each  of  the  past  two 
quarters  (see  graphic). 

But  can  a  company  that 
handed  over  one  of  its  key  tech¬ 
nologies  to  Microsoft  continue 
to  perform  so  well? 

“For  now,  Microsoft  has 
allowed  Citrix  to  remain  off  in 
the  background,  still  doing  its 


own  thing,  so  it’s  a  win-win  situ¬ 
ation  for  both  companies,”  said 
Eric  Heimal,  technical  architect 
at  Harcourt  Brace  and  Co.  of 
Orlando,  a  Citrix  customer. 
“But  if  this  [terminal  server] 
market  explodes,  Microsoft  is 
positioned  to  dominate  it.  At 
that  point,  you  have  to  question 
Citrix’s  survivability.  Right  now, 
Citrix  is  riding  a  wave  that 
could  come  crashing  down  on 


them  or  they  could  keep  surf¬ 
ing  along.” 

At  least  for  now,  the  wave  is 
rising  because  Microsoft’s  deci¬ 
sion  to  license  the  Citrix  multi¬ 
user  code  has  put  a  highly 
visible  seal  of  approval  on  the 
concept  of  thin  Windows  clients. 

In  effect,  Microsoft  has 
taken  over  the  hard  work  — 
creating  and  maintaining  a 
multiuser  operating  system  — 
leaving  Citrix  free  to  work  at 
becoming  the  No.  1  supplier  of 
add-on  software. 

Heimal  is  deploying  Micro¬ 
soft  Windows  NT  Server  4.0 
Terminal  Server  Edition  (TSE) 
so  remote  users  with  a  mix  of 
PCs  —  and  eventually  terminals 
—  can  access  business  applica¬ 
tions  at  headquarters  over  a 
frame  relay  WAN.  Like  nearly 
every  TSE  customer,  he’s  also 
using  Citrix’s  MetaFrame  soft¬ 
ware,  which  runs  on  top  of  TSE. 

Benefits  to  remote  users 

MetaFrame  boosts  client  per¬ 
formance,  reduces  bandwidth 
loads  and  lets  users  cluster  TSE 
servers.  Heimal  can  run  an 
application  at  the  headquar¬ 
ters’  data  center,  and  users  at 
remote  sites  can  log  on  to  it 
using  frame  relay  and 
MetaFrame’s  Independent 
Computing  Architecture  (ICA) 
protocol. 

“This  is  a  server-based  com¬ 


puting  model  that  can  serve  up 
Windows  to  any  kind  of  client 
device,”  Citrix  President  Mark 
Templeton  said.  “The  user  sits 
in  front  of  a  screen.  Where  the 
application  runs  is  not  critical.” 

Citrix’s  revenue  was  up  nearly 
130%  in  the  second  quarter 
compared  to  a  year  ago  due  to 
increases  in  several  areas:  Citrix 
consulting  and 
other  services, 
licensing  fees  from 
Microsoft,  and  a 
small  amount  ($7 
million)  from  sales 
of  MetaFrame,  the 
first  of  the  compa¬ 
ny’s  TSE  add-on 
products. 

At  the  same  time, 
surprisingly,  sales  of 
the  existing  Win- 
Frame  product, 
based  on  Windows 
3.51,  held  steady,  despite  Mi¬ 
crosoft’s  impending  release  of 
TSE.  Resellers  expect  Win- 
Frame  to  continue  to  be  a  viable 
product  for  some  time. 

Citrix  also  garnered  revenue 
from  licensing  to  a  growing 
number  of  computer  makers 
and  information  device  builders 
that  want  to  access  Windows 
applications. 

ICA  is  being  included  on  the 
new  generation  of  Windows- 
based  terminals  and  is  also 
offered  by  most  vendors  of  Java- 


based  network  computers.  The 
next  growth  area  for  Citrix  will 
be  handheld  PCs  running 
Windows  CE,  Templeton  said. 
“Traditionally,  these  have  been 
seen  as  personal  devices,”  he 
said.  “But  by  putting  our  ICA 
client  on  them  and  connecting 
back  to  the  [TSE]  server,  you  can 
bring  these  devices  into  the 
enterprise  comput¬ 
ing  fold.” 

The  third  wave  of 
growth  will  be 
fueled  by  adding 
ICA  to  more  exotic 
devices:  wireless 

terminals,  set-top 
boxes  that  marry  the 
television  with  In¬ 
ternet  access,  and 
cellular  telephones 
with  small  screens 
for  accessing  the 
World  Wide  Web 
and  TSE-based  applications. 

Citrix  is  counting  on  steady 
revenue  from  its  existing 
WinFrame  software,  the  new 
licensing  revenue  from  Micro¬ 
soft  and  strong  sales  of  Meta¬ 
Frame  to  carry  the  company 
until  it  can  extend  its  product 
line  to  add  new  features  for  serv¬ 
er-based,  thin-client  computing. 
Given  Microsoft’s  history  of 
adding  more  and  more  to  its 
operating  system,  Citrix  faces  a 
formidable  challenge. 

©  Citrix:  (954)  267-3000 


CITRIX’S  ROCKETING  REVENUE 

Company  makes  huge  strides  while  contending  with  quarterly  loss  from 
acquisition  and  R&D  write-offs. 

(In  millions)  1998  Q2  1997  Q2  First  half ’98  First  half  '97 


Revenue 

$56.2 

$24.5 

$105.5 

$46.0 

$15.8 

Net  income 

$17.2* 

$8.3 

$33.2* 

. 

*  Totals  before  charges 
One-time  Q2  pretax  charge: 

$33.8 

Resulting  quarterly  net  loss: 

$  4.4  million,  or  $0.11  per  share 

Net  loss  for  first  half:  $3.6  million,  or  $0.09  per  share 

SOURCE:  CITRIX  SYSTEMS.  FORT  LAUDERDALE,  FLA. 


Citrix  President  Templeton 

says  the  next  big  push  will 
be  handheld  PCs. 


RED  WINDOWS 


Novell  bit  by  NT  bug 

II  f  this  is  Monday,  then  there  must  be  a  new  NT 
security  problem  surfacing,  right?  No  surprise 
there,  but  there  is  a  surprise  in  where  the  security  prob¬ 
lem  occurs  —  Novell’s  Client  for  Windows  NT.  If  you 
are  using  the  Novell  Client  Version  4.3 
for  Windows  NT  you  might  be  able  to 
access  information  on  the  local  NT 
Workstation  without  having  to  authen¬ 
ticate.  All  you  do  is  click  on  the  “?”  but¬ 
ton  in  the  Novell  GUI  Login,  select 
open  from  the  file  menu,  then  right 
click  on  anything  in  the  active  dialog 
box  to  gain  access  to  files  on  the  local 
hard  drive  with  system-level  rights.  I 
know  you  would  never  try  it,  but  a  mali¬ 
cious  user  could  then  proceed  to  read  or  delete  sensi¬ 
tive,  supposedly  protected  files.  Novell  has  released  an 
update  to  correct  the  issue,  but  it  can  be  confusing  to 
know  if  you  need  the  update.  The  Novell  Client  Version 
4.3  for  Windows  NT  that  can  currently  be  downloaded 


from  www.novell.com\download  has  been  modified  to 
prevent  this  security  problem  from  occurring.  Earlier 
copies  of  Version  4.3  need  a  patch  file,  NT430I1.EXE, 
which  is  also  available  from  www.novell.com\download. 
The  patch  contains  the  updated  code  that  prevents  this 
problem  and  solves  other  known  issues  with  the  4.3 
Client.  But  how  do  you  know  which  version  of  Version 
4.3  you  have? 

The  best  way  to  see  if  you  have  the  Client  problem  is 
to  check  the  version  of  the  files  LOGINW32.DLL  in  the 
WINNTSSYSTEM32  directory,  and  the  LOGINW32.RLL 

in  the  WINNT\$YSTEM32\NLS\ 
ENGLISH.  If  the  version  of 
these  files  is  2.00.00,  you  need 
to  update  them.  If  the  version 
of  the  files  is  anything  later  than 
2.00.00,  you  already  have  the 
files  that  eliminate  the  problem. 
You  can  verify  the  version  of  the 
files  by  right  clicking  on  the 
files,  going  to  properties  and 
looking  at  the  File  Version. 

If  you  are  using  Novell’s  Automatic  Client  Upgrade 
or  the  Novell  Application  Launcher  (NAL)  —  a  com¬ 
ponent  of  the  ZENworks  Starter  Pack  —  you  can  fairly 
quickly  and  easily  deploy  the  update.  The  patch  file 
NT430IT.EXE  ships  with  a  NAL  template  that  can  then 


be  imported  into  Novell  Directory  Services  and  associ¬ 
ated  with  the  desired  users. 

Catching  the  problem  was  good  on  Novell’s  part,  but 
how  can  there  be  two  different  versions  of  Version  4.3 
of  the  NT  Client?  Versioning  has  been  a  major  fiasco 
for  Novell  in  the  past,  and  evidently  it  still  is.  Come  on, 
Novell,  at  least  make  them  4.3  and  4.3a  —  give  network 
managers  a  fighting  chance  at  knowing  what  they  have. 

Kearns,  a  former  network  administrator,  is  a  freelance  writer 
and  consultant  in  Austin,  Texas.  He  can  be  reached  at 
wired@vquill.  com. 

Tip  of  the  week 

IDG  Books  has  announced  a  new  series  —  MCSE 
Certification  . .  .  For  Dummies,  described  as  “ .  .  .  over 
300  practice  questions,  tips  on  using  your  test-taking  time 
more  efficiently,  hints  on  how  to  avoid  test  traps,  and  a 
CD-ROM  with  the  unique  QuickLeam  game,  customized 
demos  and  cross-references  to  the  book.  Certification  can¬ 
didates  will  find  this  series  a  fast,  effective  and  fun  way  to 
study  for  the  exams.  ”  They  are  the  perfect  books  for  those 
who  can ’t  be  bothered  actually  learning  the  material. 
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Easy  does  it.  OK... now  gently  place  the  keyboard  back  down  on  your  desk.  Sun™ Internet  Mail  Server™ Software 


.  M 

global  network-eliminating  the  aggravation  of  lost  or  unreadable  messages.  By 


offers  an  ultrareliable,  interoperable  mail  system  that  works  seamlessly  across  your 


providing  an  uninterrupted  flow  of  communication,  you’ll  be  able  to  grow  your  business  without 


limits.  But  not  to  worry,  our  mail  server  software  is  scalable  enough  to  grow  right  along  with  it.  What’s  more,  you’re 


covered  by  Sun’s  consulting,  education  and  support  services.  So  relax,  take  a  deep  breath,  and  visit  our  Web  site 


01998  Sun  Microsystems,  Inc.  All  rights  reserved.  Sun,  Sun  Microsystems.  SunSoft,  the  Sun  Logo,  Sun  Internet  Mail  Server  and  The  Network  Is  The  Computer  are  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countries 


Paperless 

office? 


Promises  of  a  paperless 
office  were  highly 
overrated.  That’s  why 
there’s  a  whole  new  series 
of  high-performance 
DiGiTAL-branded  printers 
ready  to  handle  a  variety 
of  jobs.  Choose  from  our 
rugged  new  40-ppm, 
versatile  20-ppm,  or 
upgraded  17-ppm  laser 
printers  or  our  very 
affordable  color  laser 
printer.  There’s  even  a  new 


line-matrix  printer  with 
speeds  up  to  1,400  1pm  that 
complements  a  complete 
line  of  serial  and  line- 
matrix  printers.  All  Digital 
printers  support  Windows®, 
Windows  NT®,  Novell®, 
and  UNIX® 
operating  systems 
as  well  as  Digital 
OpenVMS,  VAX, 
and  AlphaServer 
environments.  They  also 
support  TCP/IP,  1PX/SPX 


for  Novell  NetWare®,  and 
EtherTalk®  for  Macintosh® 
network  protocols. 

Don’t  settle  for  less.  If  you 
want  rock-solid  reliability, 
superb  performance,  and 
low  cost  of  ownership, 
take  a  look  at  these 
new,  genuine  Digital 
laser  and  impact 
printers. 

©1998  Digital  Equipment  Corporation.  Digital,  the  Digital 
logo,  and  OpenVMS  are  trademarks  of  Digital  Equipment 
Corporation.  All  other  company  and  product  names  are 
trademarks  or  registered  trademarks  of  their  respective 
companies.  GENICOM  is  the  exclusive  supplier  of  Oigitai.- 
branded  printer  products. 


New  “Try  Before  You  Buy" 
program  makes  it  easy  to 
evaluate  any  Digital  printer  at 
your  site  for  15  days.  Find  out 
how  great  these  new  printers 
perform. 

For  details,  call  Digital  at 

1-800-DIGITAL 

(1-800-344-4825)  or  visit 

www.printers.digital.com 
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Covering:  TCP/IP  •  SNA  •  Network  Management  •  Muxes,  Routers  and  WAN  switches  •  Remote  Access 


Tivoli  refugees  tackle  tech  support  automation 


Briefs 


■  IBM  and  Applied 
Language  Technol¬ 
ogies  (Altech)  today 
said  they  have  partnered  to 
combine  their  speech- 
activated  telephone 
software  so  that  banks 
and  insurance,  travel  and  other 
companies  can  offer  speech-acti¬ 
vated  services  to  customers. 

The  applications  will  let  cus¬ 
tomers  complete  various  trans¬ 
actions,  such  as  reserving  air¬ 
line  tickets  and  conducting  per¬ 
sonal  banking,  without  touch- 
tone  menus  or  the  assistance  of 
an  operator. 

Under  the  terms  of  the  agree¬ 
ment,  Altech  will  adapt  its 
SpeechWorks  software  and  other 
tools  to  work  with  IBM’s  ViaVoice 
speech  recognition  software. 
SpeechWorks  and  ViaVoice  will 
work  on  IBM’s  DirectTalk  plat¬ 
form,  which  is  a  server  and  asso¬ 
ciated  software  that  runs  on  an 
RS/6000.  IBM  has  plans  to  make 
the  software  run  on  additional 
but  as  yet  undisclosed  platforms 
as  well.  Products  should  be 
available  by  the  fourth  quarter. 

©  IBM:  (914 )  765-1900 

■  Tivoli  Systems  last 
week  updated  its  mainframe- 
based  enterprise  management 
software,  IMetView  Ver¬ 
sion  1.2  for  OS/390. 

New  features  in  Tivoli 
NetView  Version  1.2  include  a 
Java-based  management  con¬ 
sole  and  graphical  user  inter¬ 
face,  browser- 
based  access, 

TCP/IP  resource 
monitoring  and 
session  manage¬ 
ment,  according 
to  Martin  Neath, 
executive  vice  Tivoli’s  Neath 
president  of 
Tivoli 

For  the  first  time,  users  will 
also  have  the  ability  to  test  auto¬ 
mated  functions  in  real  time 
and  display  and  correlate  SNA- 
arid  TCP/IP-related  information. 
NetView  Version  1.2  is  available 
now.  Pricing  is  based  on  main¬ 
frame  configuration. 

<D  Tivoli:  (800)  284-8654 


By  Bob  Brown 

Austin,  Texas 

It’s  hard  to  question  the  cre¬ 
dentials  of  start-up  Modve  Com¬ 
munications,  Inc.’s  founders. 
The  big  quesdon  is  whether  this 
collection  of  mostly 
Tivoli  Systems 

refugees  can  convince 
customers  that  they 
need  to  buy  Modve’s 
software  for  automat¬ 
ing  technical  support. 

Formed  in  May  1997,  Modve  is 
made  up  of  a  team  that  includes 
CEO  and  President  Scott 
Harmon  and  Vice  President  of 
Marketing  Mike  Maples,  Jr.,  for¬ 
mer  Tivoli  executives,  as  well  as 
Tom  Bereiter  and  Brian  Vetter, 
formerly  two  of  Tivoli’s  leading 
technical  architects.  In  addition, 
former  Tivoli  Chairman  Eric 
Jones  is  among  Modve’s  direc¬ 
tors  and  financial  backers. 

“Motive  is  putting  a  great 
deal  of  emphasis  on  architec¬ 
ture,  making  sure  its  software 
will  scale  and  support  the  secu¬ 
rity  needs  of  large  network- 
based  companies,”  Jones  said. 
“This  approach  is  a  spillover 
from  the  management  team’s 
Tivoli  background.” 

Like  IBM  subsidiary  Tivoli, 
Motive  makes  its  home  in  Austin, 
away  from  the  crowded  Silicon 


By  Torsten  Busse 

San  Francisco 

To  better  allocate  cost  and 
raise  productivity,  A1  Schmidt, 
vice  president  of  IT  at  Olin 
Corp.,  would  eventually  like  to 
offer  service  level  agreements 
(SLA)  to  some  of  the  $2.4  bil¬ 
lion  company’s  business  units. 

But  offering  SLAs  on  applica¬ 
tion  availability  and  perfor¬ 
mance  for  SAP  AG’s  R/3  enter¬ 
prise  resource  planning  (ERP) 
applications,  the  backbone  of 
Olin’s  information  system,  is 
possible  only  if  Schmidt  knows 
exactly  what  levels  of  services 
can  be  achieved.  Olin  is  a 
Norwalk,  Conn.-based  manufac¬ 
turer  of  chemicals  and  metal. 

“The  problem  is  that  SAP  has 
all  the  information  you  want, 
but  it  requires  an  expert  to  find 


Valley  start-up  scene,  and  focuses 
on  the  less-than-glamorous  man¬ 
agement  software  market.  But 
unlike  Tivoli,  which  quietly 
became  a  system  management 
powerhouse  during  the  early 
1990s  by  doing  a  bet¬ 
ter  job  than  existing 
players,  Motive  is 
addressing  a  market 
that  until  now  has 
been  largely  ignored. 

“Web  support  today  consists 
largely  of  ‘I  publish,  you  read,’  ” 
Maples  said.  “Computer  sup¬ 
port  today  assumes  a  level  of 
knowledge  on  the  part  of  the 
user  that  is  no  longer  valid.” 

Motive  is  targeting  “support 
chain  automation,”  which  refers 
to  high-tech  vendors  supporting 
their  products  as  well  as  IT 
departments  supporting  end 
users  across  an  enterprise.  The 
company’s  software  is  designed 
largely  to  eliminate  redundant 
communication  in  order  to  help 
support  technicians  fulfill  client 
requests  more  quickly.  Motive 
claims  it  can  do  away  with  the 
typical  15-minute-or-more  con¬ 
versation  between  an  end  user 
and  a  technician  by  substituting 
an  electronic  conversation  that 
lasts  less  than  a  minute. 

Maples  figures  Motive’s  soft¬ 
ware  is  coming  out  at  the  right 


what  you  want  to  know  and  pre¬ 
sent  it  back  to  the  ordinary 
user,”  Schmidt  said. 

Isolating  application  perfor¬ 
mance  problems  for  many  IS 
departments  often  means  manu¬ 
ally  correlating  ERP  application 
and  network  performance  statis¬ 
tics  using  home-grown  scripts, 
stopwatches  and  spreadsheets. 

With  network  management 
platform  vendors  only  begin¬ 
ning  to  add  ERP  application 
management  features  to  their 
systems,  and  with  ERP  vendors 
mainly  focused  on  expanding 
their  applications’  business 
functions,  a  few  vendors,  such 
as  Luminate  Software,  Candle 
and  Envive,  are  carving  out  a 
new  market  for  end-to-end 
transaction  measurement  tools. 

“What’s  out  there  isn’t  cut¬ 


time  given  that  companies  are 
having  such  a  hard  time  finding 
good  technical  support  people 
to  hire.  Anything  that  automates 
the  technical  support  process 
should  be  welcomed,  he  said. 

The  Motive  System 

The  company’s  Windows  NT 
and  95  Motive  System  software, 
which  costs  anywhere  from 
$50,000  to  $150,000  depending 
on  configuration,  consists  of 
four  main  parts:  an  Internet- 
based  transaction  server;  end- 


ting  it,”  said  Bruce  Fram,  presi¬ 
dent  and  CEO  of  3-year-old,  pri¬ 
vately  held  software  developer 
Luminate,  based  in  Redwood 
City,  Calif. 

Tools  such  as  Luminate ’s 
namesake  application  for  R/3, 
Candle’s  ETEWatch  and 
Envive ’s  StopWatch  for  R/3, 
however,  measure  the  end-to- 
end  availability  and  response 
time  of  ERP  applications,  offer¬ 
ing  statistics  sorted  by  applica¬ 
tion  module,  end-user  organiza¬ 
tion  or  geographical  location. 

Like  network  device  monitor¬ 
ing  software,  application  perfor¬ 
mance  tools  depend  on  software 
agents  that  reside  on  the  net¬ 
work  and  collect  application 
performance  data.  For  exam¬ 
ple,  Candle’s  Command  Center 
taps  into  data  collected  by 


user  client  software;  support 
technician  client  software;  and 
links  to  existing  enterprise  net¬ 
work  management  systems  and 
help  desk  management  pro¬ 
grams.  The  software  supports  a 
host  of  emerging  technologies, 
including  Extensible  Markup 
Language  (XML)  and  Java. 

The  Motive  Assistant  pro¬ 
gram  runs  on  a  Java  Virtual 
Machine  on  the  end  user’s  NT 
or  Windows  95  desktop  system, 
and  gives  the  end  user  access  to 
See  Tivoli,  page  20 


agents  sitting  on  the  database 
and  application  servers  running 
the  ERP  package,  as  well  as  the 
applications  that  interact  with 
the  ERP  system.  The  collected 
data  is  delivered  to  the  central 
management  application,  which 
in  some  instances  is  integrated 
with  central  network  manage¬ 
ment  platforms  such  as  Hewlett- 
Packard’s  OpenView,  where  it 
can  trigger  alerts  based  on  user- 
selected  parameters. 

The  new  management  appli¬ 
cations  allow  IT  managers  to 
know  how  slow  is  slow.  “It  helps 
us  by  putting  some  real  num¬ 
bers  on  complaints  about  slow 
performance,”  said  Thomas 
Burns,  manager  of  IT  capacity 
and  performance  services  for 
3M  of  St.  Paul,  Minn. 

Busse  is  a  correspondent  with  the 
IDG  News  Service’s  San  Francisco 
bureau. 


PROFILE:  MOTIVE  COMMUNICATIONS,  INC. 

Headquarters:  Austin, Texas 

Founded:  May  1997 

Primary  business:  Technical  support  automation  software 

Management:  Mostly  former  Tivoli  employees,  including  CEO  and 

President  Scott  Harmon  and  Vice  President  of  Marketing 
Mike  Maples,  Jr. 

Key  customers:  CompuCom,  Disney,  J.D.  Edwards,  MCI,  Microsoft,  Netscape 

Funding:  Members  of  the  company's  management  team  pooled 
their  resources  for  Motive’s  seed  money.  The  company 
has  also  collected  some  $14.8  million  in  venture  funding 
from  Accel  Partners,  Austin  Ventures,  SSM  Partners  and 
Attractor  Investment  Management. 

Fun  fact:  Motive’s  Mike  Maples,  Jr.’s  father,  Mike  Maples,  Sr.,  was 
one  of  Bill  Gates’ top  lieutenants  at  Microsoft.  Maples, 
Sr.  is  an  investor  in  Motive  and  sits  on  the  company’s 
board  of  directors. 
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Continued  from  page  1 9 

intranet-based  information  for  perform¬ 
ing  self-diagnosis,  or  links  the  end  user 
electronically  to  a  support  engineer  for 
trickier  problems.  The  assistant  monitors 
the  situation  and  has  access  to  historical 


information  about  the  user’s  desktop. 

In  the  event  that  a  problem  needs  to 
be  addressed  by  a  support  engineer, 
Motive  Assistant  collects  data  on  the 
problem  and  issues  an  XML-based  help 
request  via  a  corporate  network  or  the 
Internet  to  the  NT-based  Motive  Server, 
which  in  turn  forwards  the  request  to 
the  appropriate  engineer.  The  engineer, 


whose  desktop  machine  is  outfitted  with 
Motive’s  Support  Desktop  program,  can 
then  access  the  desktop  via  the  ’Net  and 
communicate  directly  with  the  end  user 
if  necessary.  Communication  can  take 
place  either  via  store-and-forward  mes¬ 
saging  or  via  a  synchronous  connection. 

Depending  on  what  the  problem  is, 
the  engineer  may  fix  it  by  sending  the 
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desktop  a  Motive  Map,  a  prepro¬ 
grammed  set  of  objects  designed  to  run 
routine  fixes  that  might  take  engineers  a 
long  time  to  perform. 

Motive’s  software  works  in  conjunc¬ 
tion  with  existing  management  prod¬ 
ucts,  including  help  desk  programs  that 
track  the  status  of  trouble  tickets  and 
handle  escalation  procedures. 

Motive  officials  received  first-hand 
knowledge  of  the  core  technical  support 
issues  experienced  by  typical  companies 
by  conducting  a  time-and-motion  study  at 
30  companies  over  45  days.  The  Motive 
employees  used  stopwatches  to  time  how 
long  it  took  support  technicians  to  track 
down  certain  information  and  provide 
help  for  end  users  and  customers. 

Motive  officials  like  to  toss  around 
some  big  numbers  to  make  clear  why  they 
are  tackling  the  management  of  tech  sup¬ 
port.  They  claim  companies  are  spending 
a  total  of  $69  billion  per  year  on  technical 
support  and  that  Motive  can  help  compa¬ 
nies  eliminate  $25  billion  in  waste  from 
the  technical  support  process  by  2005. 

Of  course,  Motive  has  more  modest 
goals  this  year.  The  company  is  focusing 
its  initial  efforts  on  getting  its  software  up 
and  running  at  a  handful  of  big  customer 
sites,  including  Disney,  MCI  and  Netscape. 
Motive  in  February  started  shipping  its 
software  to  early  customers  and  in  June 
made  the  software  generally  available. 

Netscape  is  looking  to  use  Motive’s  soft¬ 
ware  to  better  serve  its  enterprise  software 
customers.  Brent  Sanders,  Netscape’s 
director  for  worldwide  operations  said  he 
likes  what  he’s  seen  of  Motive’s  alpha  and 
beta  code.  He  said  the  software  works  well 
in  helping  Netscape  technicians  work 
with  individual  client  software  users,  but 
the  big  payoff  would  come  if  Motive’s  soft¬ 
ware  enabled  Netscape  to  automate  sup¬ 
port  for  enterprise  customers. 

Sanders  said  it  would  also  be  important 
for  Motive  to  port  its  software  to  Unix, 
given  that  Netscape’s  Web  software  runs 
on  platforms  other  than  NT. 

Motive’s  Harmon  said  a  Unix  version 
of  Motive’s  software  is  planned  for  later 
this  year.  That  will  be  just  one  of  many 
efforts  underway  at  Motive  during  the 
rest  of  this  year.  The  company,  which 
recently  announced  it  received  $10  mil¬ 
lion  in  second-round  venture  funding,  is 
planning  to  pump  up  its  sales  efforts  in  a 
big  way,  he  said. 

“It  used  to  be  that  you  could  take 
three  to  five  years  to  build  up  a  business, 
but  the  window  of  opportunity  closes  so 
fast  these  days  you  don’t  have  much 
more  than  24  months  to  make  your 
mark,”  Harmon  said. 

©  Motive:  (512)  339-8335 


Get  mom  online: 


•  Motive  white  papers 


•  A  look  at  competitor  Remedy’s 
Web-based  automated  help  desk 


20  •  Network  World  •  August  3, 1998  •  www.nwfusion.com 


wM 

we.  s  i 


is  about  getting  you 


N  I#J 


%J  1 


J  CJ  ■(  i 


i 


m 


i 

is  about  helping  you 

vr 

tn 


a  3  f  _ 

a  no 


1  fi 


Microsoft 


Sponsored  By 


September  2, 1998 


BDSDDSD 


FUJITSU 


INTERNATIONAL  DATA  GROUP 


SIEMENS 


Dive  into  Developer  Days  98!  In  one  day,  you’ll  gain  a 
high-level  perspective  on  tools  available  today  that  enable 
you  to  create  powerful,  multitier  applications  on  the 
Microsoft®  Windows  NT®  operating  system  using  Microsoft 
Visual  Studio™  6.0.  Go  ahead,  let  ‘er  rip.  Because  this  year, 
training  kicks  in  later  to  show  you  exactly  how  to  use  these 
tools  to  create  the  solutions  your  organization  is  demanding. 
Including  how  to  build  powerful  enterprise  solutions  so  fast 
your  hair  will  stand  straight  up.  Last  year,  70,000  developers, 
in  98  countries  took  a  giant  leap  forward.  Sign  up  to  attend 
DevDays  today.  For  a  view  you  can’t  get  anyplace  else  on 
earth.  Or  above  it. 


Visual  Studio  6.0 

Learn  it,  know  it,  build  it. 


SiliconGraphics 

Computer  Systems 


For  details  on  sessions,  topics,  and  speakers,  visit  our  Web  site  at 

www.microsoft.com/devdays 


Atlanta,  GA  •  Boston,  MA  •  Calgary,  AB  •  Chicago,  IL  •  Columbus,  OH  •  Dallas,  TX  •  Denver,  CO  •  Detroit,  Ml  •  Edison,  NJ  •  Ft  Lauderdale,  FL  •  Hartford,  CT  • 
Houston,  TX  •  Kansas  City,  MO  •  Long  Beach,  CA  •  Louisville,  KY  •  Minneapolis,  MN  •  Montreal,  QU  •  Nashville,  TN  •  New  York,  NY  •  Ottawa,  ON  •  Philadelphia,  PA  • 
Phoenix,  AZ  •  Salt  Lake  City,  LIT  •  San  Diego,  CA  •  San  Francisco,  CA  •  Santa  Clara,  CA  •  Seattle,  WA  •  St  Louis,  MO  •  Tampa,  FL  •  Toronto,  ON  •  Vancouver,  BC  • 
Washington,  DC  •  Winston-Salem,  NC 


C  1998  Microsoft  Corporation.  All  rights  reserved 

Microsoft  MSDN,  Visual  Studios  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States 
and/or  other  countnes.  Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


Microsoft 


Inter 


e  t  w  o  r  k  s 


Building  a  giant 

Are  the  deals  worth  it? 


Most  of  Cisco  s  acquisitions  have  been  successful ,  but  there  have  been  a  few  duds. 


©ver  the  past  five  years,  perhaps  no  other 

vendor  has  been  on  a  buying  spree  as  zeal- 

Cisco  has  spent  about  $7  billion  to  acquire  25 
companies,  from  LAN  switching  pioneer  Cres¬ 
cendo  in  1993  through  WAN  switch  leader  Strata- 
Com  in  1996  to  NetSpeed  this  year.  The  purchases 
are  intended  to  broaden  Cisco’s  product  portfolio 
and  deepen  its  research,  development  and  market¬ 
ing  expertise  —  especially  in  the  service  provider 
arena.  The  company  is  attempting  to  jettison  its 
“router  only”  persona  and  solidify  a  position  as  the 
leading  supplier  of  network  products  for  the 
Internet  and  intranet  markets. 

For  the  most  part,  Cisco’s  acquisitions  have  been 
successful.  The  company  receives  kudos  from  Wall 
Street  and  other  observers  for  striving  to  maintain 
the  independence  and  entrepreneurial  cultures  of 
the  companies  it  buys.  Cisco  also  targets  companies 
close  to  its  San  Jose,  Calif.,  headquarters,  believing 
that  adopting  close  to  the  mother  ship  enhances 
synergy.  For  companies  on  the  East  Coast,  Cisco’s 
expanding  campus  in  Research  Triangle  Park, 

N.C.,  serves  as  “Cisco  East.” 

“The  first  level  we  are  interested  in  is  the  teams 
and  the  technologies  they’re  working  on,”  says 
Ammar  Hanafi,  manager  of  business  development 
at  Cisco.  An  acquired  company  is  expected  to 
prove  its  worth  to  Cisco  within  six  to  24  months, 
Hanafi  says.  Longer  term  goals  include  tightly  inte¬ 
grating  the  acquired  team  and  technology  into  the 
operational  fabric  of  Cisco. 

And  two-thirds  of  the  CEOs  from  the  acquired 
companies  are  still  with  Cisco,  Hanafi  adds. 

“We  don’t  call  out  particular  transactions  as 
being  successful  or  unsuccessful,”  he  says.  “We 
don’t  go  into  these  transactions  expecting  [a] 

100%  success  rate.  If  we  did  that  we’d  be  pretty 
cautious  and  ineffective.  I  can’t  think  of  a  particu¬ 
lar  situation  that  was  a  disaster,  mistake  or  bad 
deal.”  To  date,  Cisco’s  LAN  switching  acquisitions 
are  considered  the  most  successful  by  analysts  and 
other  observers.  Crescendo  and  Kalpana,  which 
Cisco  acquired  in  1994,  are  the  sources  for  most  of 
Cisco’s  popular  Catalyst  line  of  switches.  These  two 
acquisitions  alone  have  helped  propel  Cisco  to 
leadership  in  Ethernet  switching,  with  37.3%  of 
the  $4.7  billion  1997  worldwide  market.  Cisco 
ranks  far  ahead  of  3Com,  which  is  No.  2,  with 
15.7%  market  share,  according  to  The  Dell’Oro 
Group  in  Portola  Valley,  Calif. 

“Those  acquisitions  have  just  been  home  runs,” 
says  Scott  Heritage,  an  analyst  at  Warburg  Dillon 
Read  LLC  in  New  York. 

And  the  $4  billion  acquisition  of  StrataCom  in 


By  Jim  Duffy 

1996  gave  Cisco  instant  leadership  and  credibility 
in  WAN  switches  for  enterprises  and  service  pro¬ 
viders.  Yet  analysts  say  growth  of  the  StrataCom 
business  has  not  met  expectations. 

Sales  of  StrataCom  gear  to  service  providers 
lagged  in  1997,  analysts  say.  Some  of  that  lag  may 
have  been  due  to  a  lack  of  cohesion  between  Cisco 
and  StrataCom  products  and  operations;  and 


TRACKING  CISCO’S  ACQUISITIONS 


some  was  due  to  sales  lost  to  Ascend  Communica¬ 
tions  and  Newbridge  Networks. 

“[Router/WAN  switch  integration]  is  not  what 
[Cisco  was]  saying  two  years  ago  when  they  bought 
[StrataCom],”  says  Craig  Johnson,  an  analyst  at 
The  PITA  Group  in  Portland,  Ore.  “There  are  still 
two  heads  inside  that  beast.” 

Some  of  that  is  intentional,  Johnson  believes, 
because  Cisco  does  not  want  to  upset  sales  of  its 
higher  margin  12000  and  7500  series  routers. 
Cisco’s  StrataCom  business  will  face  even  more 
pressure  when  shipments  of  WAN  routing/ switch¬ 
ing  products  from  Lucent  Technologies  and 
Nortel  ramp  up,  he  says. 

Indeed,  not  all  of  Cisco’s  acquisitions  have  been 
rousing  successes. 

Cisco  killed  LightStream’s  only  product,  the 
LightStream  2020  enterprise  WAN  switch,  shordy 


after  acquiring  StrataCom.  StrataCom’s  IGX  switch 
quickly  replaced  the  LightStream  2020  despite 
Cisco’s  insistence  that  there  was  no  overlap  between 
the  StrataCom  and  LightStream  product  lines. 

Cisco’s  purchase  of  Gigabit  Ethernet  pioneer 
Granite  Systems  in  1996  is  also  one  of  the  indus¬ 
try’s  great  mysteries.  Many  observers  believe 
Cisco  has  been  less  than  candid  in  its  status 
reports  on  the  benefits  of  the  Granite  acquisition 
and  on  Gigabit  Ethernet  product  development. 

Suspicion  was  heightened 
when  Cisco,  after  repeatedly 
stating  it  would  wait  until  the 
Gigabit  Ethernet  standard 
was  complete  before  shipping 
products,  released  products 
based  on  Granite  MAC  and 
PHY  chips  well  before  the 
standard. 

Those  products  —  switch 
modules  and  uplinks  for  the 
Catalyst  5000  line  —  disap¬ 
pointed  industry  analysts. 

Many  were  expecting  the 
Granite  technology  to  result  in 
a  new  generation  of  Layer  3 
switching  Application  Specific 
Integrated  Circuits  (ASIC)  for 
wire-speed  Gigabit  Ethernet 
crossbar  routing  switches  that 
could  scale  enterprise  net¬ 
works  up  to  and  beyond  100G 
bit/ sec  —  a  project  Cisco 
sources  referred  to  as  “Milan.” 

But  when  Cisco  rolled  out 
the  Catalyst  8500  line  in  April, 
which  uses  Layer  3  switching 
ASICs  from  MMC  Networks,  some  observers  saw  it 
as  a  confirmation  that  the  Granite  acquisition  was 
a  wash  and  maybe  Milan  was  too. 

“[Granite  was]  never  intended  to  [provide]  the 
full-fledged  Layer  3  ASICs  for  current  or  future 
products,”  says  Jayshree  Ullal,  vice  president  of 
enterprise  marketing  at  Cisco.  So  even  though  it 
took  awhile  for  Cisco  to  deliver  the  goods  from 
Granite,  that  acquisition  and  the  StrataCom  acqui¬ 
sition  have  been  successful,  according  to  Hanafi. 

Observers  are  also  waiting  for  Cisco’s  acquisition 
of  the  Dagaz  business  of  Integrated  Network  Corp. 
to  bear  fruit.  Dagaz  makes  digital  subscriber  line 
gear  for  enterprises  and  service  providers  in  inter¬ 
national  markets.  Yet  Cisco  acquired  another  DSL 
company  —  NetSpeed  in  Austin,  Texas  —  after 
Dagaz.  Yet  Cisco  released  NetSpeed-based  prod¬ 
ucts  before  Dagaz-based  gear.  ■ 


Jury 


Company 

Acquired 

Product 

Success  Flop?  still  out 

Crescendo 

1993 

Catalyst  LAN 
switches 

• 

Dagaz  Technologies 

1997 

International 

DSL  gear 

• 

Granite  Systems 

1.996 

Gigabit  Ethernet 

• 

Kalpana 

1994 

Catalyst  LAN 
switches 

• 

LightStream 

1994 

LightStream  2020; 
LightStream  1010* 

• 

Nashoba  Networks 

1996 

Catalyst  1800 
token-ring  switch 

• 

NetSpeed 

1998 

DSL  equipment 

• 

Network  Translation 

1995 

Firewall,  server 
load  balancing 

• 

StrataCom 

1996 

WAN  switches 

• 

Telebit/ MICA 

1996 

AS5300 
dial  access 

• 

‘Believed  to  have  been  developed  by  Cisco  in  San  Jose,  rather  than  Cisco/LightStream  in  Billerica,  Mass. 
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_ Carriers  &  ISPs _ 

Covering:  The  Internet  •  Interexchange  and  Local  Carriers  •  Wireless  •  Regulatory  Affairs  •  Voice  Equipment 


AT&T,  BT  to  craft  international  venture 

Telecommunications  giants  promise  global  one-stop  shopping  for  voice  and  data  services. 


Briefs 


■  Allegiance  Tele¬ 
com  last  week  announced 
that  it  has  implemented  per¬ 
manent  local  num¬ 
ber  portability  (LIMP) 
in  New  York  with  Bell  Atlantic 
and  in  Texas  with  SBC  Commu¬ 
nications.  Permanent  LNP  is  key 
to  competitive  carriers  because  it 
lets  customers  sign  up  with  a 
new  carrier  and  keep  their  old 
telephone  numbers.  LNP  is  also 
a  requirement  for  established 
local  carriers  before  they  can  get 
permission  to  sell  long-distance 
services.  Allegiance  has  worked 
out  LNP  deals  in  Los  Angeles 
and  Chicago  as  well. 

■  PSIlMet  last  week  an¬ 
nounced  a  set  of  three 
voice-over-IP  serv¬ 
ices  aimed  at  large  enterprise 
networks. 

The  first  service  that  will  be 
rolled  out  to  PSINet’s  39,000  sub¬ 
scribers  is  iPEnterprise. 

With  iPEnterprise,  PSINet  said 
companies  with  PBXs  can  obtain 
carrier-grade  voice  services  at  a 
lower  cost.  IPEnterprise  could 
save  customers  up 
to  50%  on  their  internal 
communications  bills  when 
used  with  other  PSINet  services 
such  as  iPFax,  PSINet  said.  Cus¬ 
tomers  will  pay  a  monthly 
charge  for  the  voice  service  based 
on  the  bandwidth  used,  compa¬ 
rable  to  the  rates  PSINet  charges 
for  data  services.  The  greatest 
savings  will  be  realized  by  com¬ 
panies  making  international 
calls  among  the  12  countries  in 
which  PSINet  operates. 

The  second  service,  iPEn¬ 
terprise  Plus,  will  offer 
IP  voice  service  to  PSINet’s  extra- 
net  customers.  The  Plus  service 
will  support  simplified  dialing 
codes,  desktop  faxing,  conference 
calling  and  unified  messaging 
services.  The  third  service, 
iPGIobal,  is  aimed  at  the 
consumer.  According  to  PSINet, 
the  ISP  plans  to  build  gateways 
to  interconnect  its  global  net¬ 
work  with  the  public  switched 
network.  The.  three  services  will 
be  rolled  out  over  the  next  18 
months  or  so. 

<D  PSINet:  (800)  395-1056 


By  Tim  Greene  and 
IDG  News  Service 

Two  of  the  biggest  names  in 
telecommunications,  AT&T  and 
British  Telecommunications,  as 
expected  last  week  said  they  will 
team  up  to  offer  corporate  cus¬ 
tomers  one-stop  shopping  for 
international  voice  and  data  ser¬ 
vices  —  but  it  is  unclear  how 
widespread  their  offerings  will 
be  (ATKJune  29,  page  1). 

AT&T  and  BT  have  grand 
plans  for  their  unnamed  joint 
subsidiary,  including  construc¬ 
tion  of  an  international  IP- 
based  network  that  will  connect 
100  cities  across  the  world  at 
200G  bit/sec. 

The  network  will  serve  as  a 
backbone  for  corporate  cus¬ 
tomers  that  want  to  set  up  glob¬ 
al  intranets,  international  call 
centers  and  multimedia  net¬ 
works,  AT&T  and  BT  said.  The 
companies  did  not  say  when 
they  will  complete  the  network, 
however.  AT&T  executives  also 
said  it  will  pull  out  of  other  inter¬ 
national  alliances. 

The  new  company  will  build 
on  AT&T’s  strong  U.S.  pres¬ 


ence  and  BT’s  strength  in 
Europe,  but  neither  company 
will  be  able  to  offer  much  in 
Asia,  Latin  America  or  the 
Pacific. 

The  joint  AT&T-BT  venture 
will  focus  on  three 
areas: 

•  Voice  and  data 
services  that  will  com¬ 
bine  AT&T’s  corpo¬ 
rate  offerings  with 
BT’s  Concert  product 
line  to  offer  corpora¬ 
tions  frame  relay,  pri¬ 
vate-line  and  value- 
added  IP  network 
services. 

•  A  global  sales 
and  sendee  business 
that  will  tailor  net¬ 
work  services  to  com¬ 
panies  in  specific 
industry  sectors, 
including  financial, 
petroleum  and  IT. 

The  group  will  draw 
250  customers  from 
AT&T’s  and  BT’s  existing  client 
base  of  multinational  compa¬ 
nies,  the  partners  said. 

•  A  carrier  service  business 


that  will  supply  wholesale  inter¬ 
national  pipelines  to  other  car¬ 
riers  and  manage  all  the  inter¬ 
national  connections. 

Analysts  generally  applauded 
the  new  venture. 


“Now  it’s  a  horse  race,”  said 
Jeffrey  Kagan,  president  of 
Atlanta-based  Kagan  Telecom 
Associates.  The  alliance  “will  cre¬ 


ate  another  powerful  player  in 
the  global  marketplace  which 
will  pit  the  world’s  top  tele¬ 
phone  companies  against  each 
other  in  a  competitive  free-for- 
all,”  he  said. 

Kagan  added  that 
challenges  remain. 
AT&T  still  needs  to 
develop  a  strategy  for 
the  U.S.  local  market 
and  both  partners 
need  to  strengthen 
their  Internet  busi¬ 
nesses,  he  said. 

In  addition,  AT&T’s 
new  Chairman  and 
CEO  C.  Michael 
Armstrong  is  bringing 
rapid  changes  to  the 
company  that  are 
“pushing  many  at 
AT&T  outside  their 
comfort  zone,”  Kagan 
said. 

Since  Armstrong 
took  over,  AT&T  has 
bought  TCI,  a  cable 
TV  company,  and  Teleport 
Communications  Group  (TCG), 
a  competitive  local  exchange 
carrier.  It  has  entered  tech¬ 
nology  agreements  with  a  slew  of 
hardware  vendors. 

AT&T  said  its  WorldPartners 
alliance  will  not  be  extended 
beyond  1999. 

Along  with  many  other  inter¬ 
national  carriers,  the  World- 
Partners  alliance  includes 
Kokusai  Denshin  Denwa  of 
Japan  and  Singapore  Tele¬ 
communications. 

Additionally,  AT&T  said  it 
will  leave  its  alliance  with 
Unisource  NV,  a  consortium 
that  includes  KPN  of  the 
Netherlands,  Swisscom  and 
Telia  of  Sweden. 

The  exit  of  AT&T  from  these 
two  consortia  places  greater 
pressure  on  the  company’s 
remaining  alliances  to  find 
strong  partners  in  Japan, 
according  to  Toshiaki  Iba,  an 
analyst  at  ING  Barings 
Securities  in  Japan. 

Much  of  the  AT&T-BT  sub¬ 
sidiary’s  focus  will  likely  be  on 
cracking  the  newly  regulated 
Japan  market  —  the  world’s  sec- 
See  Venture,  page  26 


Users  wary,  but  AT&T-BT  has  big  potential 


Customers  of  AT&T  and  British  Tele¬ 
communications  stand  to  reap  the  dual 
benefits  of  convenience  and  savings 
from  a  proposed  joint  venture  between 
the  two  that  will  offer  global  telecom  services. 

The  plan,  which  promises  one-stop  shopping 
for  worldwide  telecommunications  lines,  fits 
the  description  of  what  users  have  been  waiting 
for,  according  to  Phil  Evans,  senior  telecom 
consultant  with  Perot  Systems.  “It’s  one  of 
those  visions  of  one-stop  shopping  in  a  global 
environment  that  will  ensure  very  high-quality 
services  at  very  cost-efficient  prices,”  Evans  said. 

While  the  outline  of  the  AT&T-BT  plan 
sounds  good  to  users,  a  dose  of  caution  is 
advisable.  The  deal  requires  establishing  a 
separate  company  and  setting  up  a  new  net¬ 
work,  both  of  which  take  time. 

Plus,  based  on  the  geographic  regions  where 
the  two  companies  offer  services,  the  compa¬ 
nies  may  have  a  few  weak  coverage  spots,  par¬ 
ticularly  in  Asia,  the  Pacific  and  Latin  America. 

But  given  that  BT  has  already  run  an 
international  telecom  joint  venture, 


Concert,  BT  may  be  in  a  good  position  to 
anticipate  and  overcome  problems  that 
the  new  venture  might  face. 

“Concert  was  a  bold  step  forward,  and  I’m 
sure  BT  and  MCI  and  the  other  players  in 
Concert  learned  a  lot.  And  I  suspect  a  lot  of 
the  competitors  learned  a  lot  by  observing 
Concert  and  trying  to  determine  what  they  did 
right  and  what  they  might  not  have  done  so 
right,”  Evans  said. 

Beyond  potential  delays,  the  involvement  of 
two  companies  could  create  problems  for  cus¬ 
tomers  trying  to  nail  down  service  guarantees, 
Evans  said.  “One  company,  one  ownership  gives 
you  a  better  feeling  that  you  can  conu  ol  or 
know  what  to  expect  from  the  company  with 
which  you  are  dealing.  But  the  alliance  is  the 
next  best  tiling  to  it.  If  there  is  no  one  company 
that  can  provide  everything  you  are  looking  for, 
you  go  with  the  best  that  you’ve  got,”  he  said. 

The  promise  that  the  companies  will  set  up 
an  IP  backbone  that  can  handle  voice,  video 
and  data  is  attractive,  according  to  Dick  LeFave, 

See  AT&T-BT,  page  26 


A  global  endeavor 


O  BT  Chairman  Sir  lain  Vallance  will  be 
the  venture’s  first  chairman 

Q  Number  of  employees  worldwide: 
5,000 

O  International,  multinational  company 
and  carrier  accounts:  6,500 


Sir  lain  Vallance 


Q  International  voice  traffic  covered  by  the  venture: 

25  billion  minutes 

O  International  private  line  circuits:  200,000 
Q  International  network  reach:  237  countries 
O  Private  line  network  nodes:  6,000  in  52  countries 
o  Frame  relay  nodes:  1,000  in  more  than  40  countries 
Q  Customer  care  and  network  management  centers:  12 
o  First-year  revenue:  $10  billion 
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INTRODUCING  THE  DELL  POWEREDGE*  6300  SERVER  - 


DOESN’T  MEAN  WE  CAN’T  REINVENT  IT. 


Here’s  a  novel  idea.  Not  only 
will  we  custom  build  your  Dell 
PowerEdge  6300  Intel®  based 
server  from  the  ground  up,  we 
will  continue  to  help  you  manage 


it  even  after  it’s  installed. 


The  PowerEdge  6300  features  a  hot-pluggable 
design  that  allows  you  to  replace  the  hard  drive, 

PCI  cards,  power  supply  and  redundant  CPU 
cooling  fans  without  ever  taking  the  server  down. 
That’s  availability. 

This  server  also  grows  with  you.  It  can  accommodate 
up  to  four  Pentium®  II  Xeon™  processors,  4GB  of  ECC 
memory  and  seven  hot-plug  ready  PCI  slots. 

That’s  scalability. 

And,  Hewlett  Packard’s  OpenView  Network  Node 
Manager  Special  Edition  and  our  optional  Dell  Remote 
Assistant  Card-2  help  you  keep  your  network  running 
smoothly,  both  remotely  and  locally.  That’s  manageability. 

So  now  you  know  the  PowerEdge  6300  is  more  than 


capable  of  handling  your  data  center  computing  needs, 


but  here’s  the  best  feature.  Peace  of  mind.  Dell  will 


be  there  to  back  up  this  server  24  hours  a  day  if 
anything  should  go  wrong.  And  that’s  our  promise. 
Call  Dell  today  and  we’ll  take  care  of  you.  1  -800-822-6034 


BE  DIRECT 


Deu 


www.dell.com 
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WAN  MONITOR 

Bringing  simplicity  into  a  networked  world 


un  and  Microsoft  continue  to  do  battle  for  the 
dominant  positions  in  the  consumer  electronics 
and  home  network  markets.  Over  the  next  20  years, 
these  consumer  markets  could  dwarf  the  business 
network  and  computer  industries.  But  the  con¬ 
sumer’s  requirements  are  different  from 
those  of  the  business  user’s. 

For  the  consumer,  networking  must  be 
simple  and  transparent  —  period.  And  if 
the  industry  is  able  to  achieve  network 
simplicity  for  the  consumer,  then  we  would 
see  corresponding  benefits  in  the  business 
market. 

In  the  near  term,  the  home  or  remote 
network  focus  continues  to  be  primarily  on 
the  home  PC,  set-top  box  and  phone.  But 
some  visionaries  foresee  a  future  in  which 
many  more  household  appliances  are  net¬ 
work-enabled.  Without  significant  changes 
in  how  networks  and  networked  devices  behave, 
though,  we  can’t  help  but  think  about  the  potential 
nightmares  that  await  the  average  household. 

Think  about  today’s  networked  devices  in  the  busi¬ 
ness  market.  The  more  intelligent  the  device,  the 
more  difficult  the  problems.  PCs,  servers  and  routers 
are  probably  the  most  notorious,  but  printers  and 
other  single-function  devices  still  have  their  share  of 
troubles.  The  average  businessperson  has  people  to 


rely  on  to  help  trouble-shoot  and  resolve  problems. 
In  large  companies,  whole  IT  groups  are  dedicated  to 
designing  and  managing  the  devices  in  the  network. 
Then  there  is  a  help  desk  just  to  support  users. 

Now  imagine  having  most  of  the  appliances  in  your 

home  connected  to  a 
network.  When  a  device 
is  working,  it’s  great. 
But  how  often  will  it 
malfunction  or  fail 
entirely?  And  what  will 
you  do  then?  Will  every 
house  keep  a  network 
equivalent  of  an  address 
book,  listing  the  IP 
address  of  each  device 
and  help  desk  numbers 
to  call  when  each  one 
fails? 

Does  the  entire  household  have  a  single  integrated 
operating  system  or  does  each  device  have  its  own,  or 
both? 

Can  you  imagine  going  through  an  operating  sys¬ 
tem  upgrade  every  year  or  two  for  all  the  devices  in 
your  home?  Can’t  you  just  see  it?  You  upgrade  the 
main  operating  system  in  your  home  so  that  you  can 
gain  greater  functionality  and  speed  and  more  fea¬ 
tures  for  your  phone,  PC,  TV,  etc.  And  all  of  a  sudden 


your  relatively  old  refrigerator  or  air  conditioner 
doesn’t  work  because  the  new  operating  system  isn’t 
backward-compatible  with  the  systems  in  these 
devices.  Who  will  trouble-shoot  the  problem? 

We  can’t  assume  that  each  home  will  have  an  IT 
expert  to  design  and  manage  the  policy,  security  and 
integrity  of  the  system.  We  can’t  hope  that  consumers 
will  accept  a  whole  new  cottage  industry  designed  to 
remotely  manage  the  home  network  and  make 
round-the-clock  house  calls  when  needed. 

We  can’t  presume  the  average  consumer  would  be 
willing  to  budget  an  extra  $50  per  month  for  an  out¬ 
sourcing  contract  to  handle  all  of  the  complexities 
associated  with  the  network.  So  we  must  assume  that 
the  home  network  appliance  and  the  entire  system 
will  be  much  more  interoperable,  easier  to  imple¬ 
ment  and  maintain,  and  significantly  more  transpar¬ 
ent  than  networking  is  today. 

So  the  desire  for  success  in  the  high-stakes  con¬ 
sumer  market  will  drive  many  companies  like 
Microsoft,  Sun  and  Cisco  into  a  plug-and-play  busi¬ 
ness  model.  The  networking  complexities  we  endure 
out  of  necessity  today  won’t  be  acceptable  in  the  net¬ 
worked  home  or  business  of  tomorrow. 

Everything  from  the  operating  system  to  the  appli¬ 
cations  to  the  hardware  will  need  to  be  simplified 
before  the  smart  home  becomes  a  reality.  Hopefully 
a  by-product  of  that  effort  will  be  a  more  transparent, 
manageable  and  cost-effective  business  network. 

Briere  is  president  and  Heckart  is  vice  president  of 
TeleChoice,  a  consultancy  in  Boston.  They  can  be  reached  at 
dbriere@telechoice.com  and  checkart@telechoice.com. 


Daniel  Briere 
Christine  Heckart 
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vice  president  of  the  Inter¬ 
national  Information  Tech¬ 
nology  Users  Group  and  chief 
information  officer  of  Southern 
New  England  Telephone. 

“The  claim  that  it’s  going  to 
be  an  IP  network  and  it’s  going 
to  be  revolutionary  from  an 
industry  point  of  view  is  great 
news.  The  problem  we  see  with 
some  of  these  things  from  a 
network  side  is  it  takes  time 
and  it  takes  energy,  especially 
when  you  have  two  big  players 
like  BT  and  AT&T  trying  to 
work  it  out,”  LeFave  said. 

Perot  Systems’  Evans  said  he 
hopes  the  joint  venture  goes 
well,  but  recognizes  that  the 
companies  face  challenges.  “I 
think  [AT&T  CEO  C.  Michael] 
Armstrong  has  a  mission,  and 
he’s  trying  to  execute  on  it.  He’s 
very  talented  in  terms  of  being 
able  to  pull  some  of  this  off. 
[The  venture  is]  big,  it’s  got  all 
the  issues  of  trying  to  form  a 
company  as  well  as  trying  to 
move  technolog)'  along.” 

LeFave  agreed,  despite 
AT&T’s  intent  to  pull  out  of 
some  other  international  alli¬ 
ances.  “If  you  look  at  how  impor¬ 
tant  this  alliance  is  compared  to 
perhaps  some  of  the  other  ones 
they  have  done  in  the  past,  this 
one  I  think  carries  the  finger¬ 


prints  of  Mr.  Armstrong  on  it,  so 
I  think  he  is  going  to  want  to 
make  it  happen,”  he  said. 

While  the  excitement  of 
using  a  new,  cutting-edge  net¬ 
work  is  appealing,  potential 
customers  should  use  pru¬ 
dence  in  dealing  with  the  com¬ 
pany.  “With  the  big  interna¬ 
tional  customers,  with  the 
amount  of  volume  on  their  net¬ 
works,  they’re  going  to  have  to 
have  some  degree  of  assurance 
before  they  start  switching  [car¬ 
riers]  around,”  LeFave  said. 

Evans  said  current  BT  or 
AT&T  customers  can  leverage 
that  business  relationship  with 
the  new  venture.  Customers 
can  require  procedures  and  ser¬ 
vice  levels  on  at  least  on  a  par 
with  what  they  are  already  get¬ 
ting,  and  ask  for  more,  he  said. 

Expanding  an  existing  rela¬ 
tionship  can  also  be  easier  than 
establishing  a  new  one,  Evans 
added.  “For  example,  I  know 
our  network  folks  can  work  well 
with  the  network  folks  at  AT&T 
with  whom  they  have  been 
working  for  months  and 
months,”  he  said. 

LeFave  agreed.  “If  you  are 
using  AT&T  and  BT  today  this 
could  be  an  opportunity  to 
enhance  that  further.  Especially 
if  you  are  looking  to  bridge 
Internet  capability  as  well  as  hav¬ 
ing  some  voice  capability. 

—  Tim  Greene 
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ond-largest  telecom  market  — 
where  BT  has  been  wooing 
local  lead  carrier  Nippon 
Telegraph  &  Telephone,  ana¬ 
lysts  in  Tokyo  said. 

From  the  BT  side,  the  deal 
with  AT&T  represents  a 
rebound  from  its  failure  to 
acquire  MCI  earlier  this  year. 

BT  has  pursued  other  global 
alliances  in  the  past,  with 
mixed  success.  Its  original 
global  alliance  with  MCI  — 
Concert,  formed  in  1994  —  is 
now  changing  as  a  result  of 
MCI’s  purchase  by  WorldCom. 
AT&T  will  become  a  distributor 
of  Concert  services,  and  MCI 
will  divest  as  a  result  of  its  pur¬ 
chase  by  WorldCom. 

Analysts  are  predicting  the 
AT&T  alliance  will  give  BT  a 
much-needed  entry  into  the 
U.S.  market  and  the  ability  to 
expand  more  rapidly  in  regions 
such  as  Europe  and  Asia. 

Perhaps  more  significantly, 
the  deal  might  reduce  the 
competition  both  companies 
face,  at  least  in  the  inter¬ 
national  market.  Analysts 
are  optimistic  about  the 
deal  despite  the  failure  of 
other  multinational  global 
alliances. 

“BT  needs  a  U.S.  partner. 
They  are  not  going  to  survive 


Get  more  online: 

°  Read  more  on  MCI’s 
Concert  venture 
with  BT 


°  News  of  other  global  nets 


globally  without  one,”  said 
Emma  Whitten,  research  direc¬ 
tor  at  CIT  Research,  a  telecom 
research  and  strategy  firm  in 
London. 

Now  BT  can  move  into  the 
U.S.  market  without  having 
to  face  the  largest  carrier 
in  the  market  as  a  competitor. 
“We  are  not  going  to  be 
competing  head-on  with  AT&T 
in  the  U.S.,”  said  Simon 
Gordon,  a  spokesman  for  BT. 

The  partnership  with  AT&T 
will  benefit  BT  significantly, 
Whitten  said. 

“AT&T  has  a  fantastic  repu¬ 
tation  with  customers  all  over 
the  world,  not  just  American 
customers,”  she  said.  “They 
have  a  very  good  record  with 
network  reliability  and  being 
good  to  deal  with.” 

Analysts  and  investors  are 
pointing  to  one  major  differ¬ 
ence  between  MCI  and 
AT&T  that  also  benefits  BT. 
MCI  would  have  had  to 
invest  heavily  to  offer  local 
phone  connections.  With  its 


purchase  of  TCI  and  TCG, 
AT&T  will  have  the  local 
loop  covered. 

BT  is  wiser  following  the 
collapse  of  the  MCI  deal, 
Whitten  said.  “BT’s  experi¬ 
ence  with  Concert  and  collab¬ 
oration  with  MCI  will  stand 
them  in  good  stead,”  Whitten 
said.  BT  learned  a  lot  about 
gaining  and  retaining  cus¬ 
tomers  and  marketing  from 
MCI,  she  said. 

The  venture  is  expected  to 
contribute  a  total  of  about  $1 
billion  to  BT  and  AT&T  in  the 
first  year  and  grow  15%  to 
20%  each  year. 

“Pulling  together  the  re¬ 
sources  and  assets  is  going  to 
reduce  transmission  costs  and 
overhead,  and  that  will  result 
in  cheaper  prices  for  cus¬ 
tomers,”  BT’s  Gordon  said. 

BT  gains  the  goodwill  that 
comes  with  the  well-estab¬ 
lished  AT&T  name,  CIT’s 
Whitten  added.  “AT&T’s  repu¬ 
tation  will  help  [BT]  to  sign 
up  the  very  large  multination¬ 
al  contracts,  but  it  won’t  help 
them  with  local  markets,” 
Whitten  said. 

But  even  this  deal,  probably 
is  not  the  last  word  we  will 
hear  from  BT  about  global 
alliances. 

“We’ve  been  in  talks  with 
lots  of  people,”  said  Gordon  of 
BT.  ■ 
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Briefs 


■  Network  Associ¬ 
ates  last  week  added  another 
trophy  to  its  wall  with  the  an¬ 
nouncement  that  it  will  acquire 
Cyber  Media.  The  ap¬ 
proximately  $130  million  deal 
will  give  Network  Associates 
CyberMedia  produets  such  as 
First  Aid,  Uninstaller  and  Oil 
Change,  all  of  which  mil  be 
merged  into  Network  Associates’ 
McAfee  Software  division.  Other 
recent  acquisitions  include 
Pretty  Good  Privacy,  Trusted 
Information  Systems  and  Dr. 
Solomon  Group. 

■  Working  with  Atlanta-based 
Internet  Security  Systems, 
Microsoft  has  identified  a 

denial-of-service 
vulnerability  in 
Microsoft  Exchange 
Server  5.0  and  5.5  and 

Microsoft’s  NNTP  news  server. 
Hackers  could  incapacitate  a 
server  using  a  newly  discovered 
buffer  overflow  problem.  To  pre¬ 
vent  servers  from  crashing, 
Microsoft  is  urging  users  to 
download  a  security  patch  at 
www.  backoffice.  micro  soft,  com/ 
downtrial/default.  asp. 

■  NetScreen  Tech¬ 
nologies  last  week  began 

shipping  two  encryption- 
capable  firewalls. 

The  $9,995  NetScreen-100,  de¬ 
signed  for  100M  bit/sec  corporate 
LANs,  supports  up  to  32,000  con¬ 
current  sessions. 

The  $3,995  NetScreen-10 
with  10M  bit/sec  throughput 
supports  up  to  16,000  users. 

Both  firewalls  include  network 
address  translation,  dynamic 
filtering  of  network  services  and 
URL  blocking. 

0  NetScreen:  (408)  970-8889 

■  Allot  Communi¬ 
cations  has  announced 

Cache  Enforcer,  a 

module  for  its  AC200  and  AC300 
banduhdth-managemmt  prod¬ 
ucts  that  enables  policy-based 
redirection  of  Web  page  requests 
to  cache  servers  for  improved 
performance. 

Pricing  for  Cache  Enforcer  is 
$2,995.  The  module  is  due  to 
ship  in  September. 


Whither  push  technology? 

Once  the  buzz  of  the  industry,  push  companies  shift  their  focus. 


By  Andy  Eddy 

When  it  hit  the  Internet 
scene  just  a  couple  of  years  ago, 
push  technology  was  viewed  as  a 
rising  star  that  inspired  plenty 
of  venture-capital  investments 
and  news-page  buzz. 

Now  you’re  lucky  if  you  can 
find  a  company  willing  to  admit 
it’s  involved  in  push  technology. 
Instead,  mission  statements  and 
corporate  position  papers  show 
the  push  companies  of  old  align¬ 
ing  themselves  with  areas  such  as 
knowledge  management  and 
automated  software  delivery. 

The  original  promise  of 
enabling  users  to  subscribe  to 
interesting  information  channels 
and  then  pushing  that  content  to 
their  desktop  was  enticing. 
However,  people  often  found 
the  channels  unfocused,  and  too 
much  time  and  energy  was 
required  to  find  buried  informa¬ 
tion.  Additionally,  network  man¬ 
agers  found  that  the  immense 
flow  of  data  to  the  desktop  was 
eating  up  precious  bandwidth. 

Overall,  though,  the  push 
concept  seemed  to  wither 
because  it  simply  became  more 


work  for  the  recipients  than 
originally  hoped. 

In  light  of  that,  many  compa¬ 
nies  have  changed  their  strate¬ 


gies  while  others  have  become 
acquisition  bait.  For  instance, 
Tibco  Software  purchased  in- 
Common,  and  Van  five  acquired 
Wayfarer  Communications. 

Even  Microsoft  and  Netscape, 
which  still  provide  integrated 
“Webcasting”  products  in  their 
respective  client  software  suites, 
have  generally  downplayed  the 
technology.  Push  channels  are 


still  being  offered,  but  not  with 
the  same  exuberance  and  moti¬ 
vation  as  before. 

As  it  is  currently  used,  push 


has  made  a  subtle  but  distinct 
shift.  What  mostly  started  as  a 
one-to-many  technology  is 
being  refocused  by  the  more 
successful  survivors:  The  funnel 
of  information  is  narrowing 
into  a  one-to-few  or  few-to-few 
delivery  process.  As  intranets 
and  extranets  have  developed, 
enabling  directed  Web-based 
communications  to  employees, 


business  partners  and  cus¬ 
tomers,  elements  of  push  make 
it  possible  to  keep  the  chosen  in 
touch  and  keep  data  fresh. 

“Making  sure  information  is 
updated  is  important,”  said 
Alexis  dePlanque,  senior 
research  analyst  for  the  META 
Group  consultancy.  “I  was  on  a 
sales  call  where  the  person’s 
collateral  was  so  out  of  date  it 
referenced  an  employee  who 
hadn’t  been  there  in  two  years.” 

BackWeb  Technologies  sees 
the  need  for  up-to-date  infor¬ 
mation  as  an  opportunity.  Its 
Infocenter  product,  now  at 
Version  4.0,  enables  BackWeb 
customers  to  distribute  support 
information  and  even  applica¬ 
tion  patches  and  revisions.  The 
company  was  recently  signed  to 
provide  its  software  to  such 
companies  as  Microsoft,  Com¬ 
paq  and  Computer  Associates 
International. 

Similarly,  Diffusion’s  Dif¬ 
fusion  Server  provides  for  what 
it  terms  “customer  relationship 
management,”  enabling  a  com¬ 
pany  to  pass  information  and 
alerts  to  selected  clients  and 
partners  via  the  World  Wide 
Web.  Diffusion  is  releasing 
Version  3.0  of  Diffusion  Server 
this  week  through  reseller  part¬ 
nerships  with  companies  such  as 
Netscape  and  Hewlett-Packard. 
It’s  also  landing  new  customers 
such  as  NationsBank  and 
SmithKline  Beecham. 

DataChannel  has  a  product 
called  DataChannel  RIO,  which 
uses  Extensible  Markup  Lan¬ 
guage  to  leverage  corporate 
information  stored  in  a  data¬ 
base.  The  product  enables 
information  to  be  published  on 
the  Web  without  the  need  for  a 
Webmaster.  This  “save  to  the 
Web”  technology  provides  for 
drag-and-drop  posting  of  con¬ 
tent  from  Windows  applica¬ 
tions.  At  the  same  time,  it  pro¬ 
vides  the  tools  that  manage  who 
can  receive  the  information. 

Media  darling  Marimba  orig- 
See  Push,  page  30 

Get  more  online: 

o  Downloadable  push 
clients 

oh  look  at  some  push  vendors’ 
initial  hopes  for  the  technology 


QUICK  TAKE:  WEB-BASED  VISUAL  COLLABORATION 


Streaming  technology  key  to  Envision3D 

A  start-up  last  week  unveiled  a  Web-based  application 
designed  to  speed  the  transmission  of  3-D  models  over 
corporate  intranets  and  extranets,  making  it  more  feasible 
for  design  teams  in  multiple  locations  to  collaborate  on 
projects. 

Adaptive  Media’s  Envision3D  uses  streaming  technology 
to  transmit  complex,  graphics-intensive  3-D  models  10  to 
20  times  faster  than  other  Web-based  products,  company 
officials  claimed. 

ChiefTechnology  Officer  Deven  Kalra  said  Envision3D 
increases  transmission  speeds  using  object  simplification  and  real-time  culling,  the  primary  features  of 
Adaptive’s  patent-pending  3-D  streaming  technology.  Object  simplification  creates  a  representation  of  a  3-D 
graphic  using  fewer  data  points,  meaning  there  is  less  data  to  transmit  and  thus  speeding  the  transfer.  The 
real-time  culling  feature  determines  what  parts  of  a  3-D  model  are  needed  for  the  current  view  and  transmits 
only  those  portions. 

Envision3D  consists  of  a  file  converter,  server  software  and  a  client  plug-in.  It  supports  Microsoft’s  DCOM 
and  OpenGL,  as  well  as  ActiveX  and  Netscape  plug-ins. 

The  product  is  scheduled  for  commercial  release  in  the  third  quarter.  The  initial  installation  price  will  be 
$24,995. 

Adaptive,  located  in  Sunnyvale,  Calif.,  was  founded  in  1996.  The  company  also  announced  last  week  it  has 
closed  a  third  round  of  venture  financing  for  $6.5  million.  Information  Technology  Ventures  of  Menlo  Park,  Calif., 
and  TL  Ventures  of  Philadelphia  contributed  $3  million  each. 

Adaptive  Media:  www.adaptivemedia 


When  push  conies  to  shove . . . 


The  push  industry  is  in  flux  and  fragmenting.  Some  recent  highlights: 

Q  PointCast,  perhaps  the  best-known  push  company,  backed  away  from  its 
IPO  in  mid-July,  claiming  it  would  instead  focus  on  establishing  strategic 
partnerships  as  a  private  company. 

Q  Marimba  shifted  its  focus  to  software  distribution  with  Version  3.0  of  its 
Castanet  software,  announced  in  late  June. 

o  BackWeb  has  sought  out  partners,  pairing  with  companies  such  as  Microsoft 
and  Compaq. 

©  Wayfarer  Communications  in  mid-June  was  purchased  by  Vantive,  which 
also  announced  VantiveVista,  a  product  blending  the  companies’  strengths. 
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AN  ALIY  Public  networks.  Campus  networks.  LANs,  WANs,  remotes  -  your  network  is  more  complex  than 
ever  before.  What's  it  going  to  take  to  get  on  top  of  it?  (Short  of  seriously  staffing  up?)  For 
starters,  Lucent  NetCare  Services.  Provides  comprehensive 
Lifecycle  Support  for  networks  of  every  size.  From  consulting 
and  planning  to  integration  and  ongoing  management  and 
maintenance.  (Our  new  St.  Pete,  FL  service  center  has  350  data 
network  experts  at  the  ready  to  provide  the  most  reliable  service 
around.)  We  know  how  to  create  an  easy-to-manage  network.  And 
we  can  help  you  manage  yours.  (So  you  can  manage  your  business.) 

We  make  the  things  that  make  communications  work.” 


Lucent  Technologies 

e  1  Labs  Innovations 


C199H  Lucent  Technologies 


Intranet  Applications 


aster  JVMs  give  Java  a  jolt 


By  Chris  Nerney 

A  new  generation  of  souped- 
up  Java  Virtual  Machines 
(JVM)  could  make  server-side 
applications  written  in  the  pro¬ 
gramming  language  almost  as 
powerful  and  fast  as  those  writ¬ 
ten  in  C++,  recent  benchmark 
tests  by  Volano  LLC  show.  The 
San  Francisco-based  company 

FAST  TIMES  AHEAD 


SOURCE:  JAVAWORLD 

sells  chat  server  software. 

That’s  good  news  for  thou¬ 
sands  of  programmers  who  are 
attracted  to  Java’s  cross-plat¬ 
form  potential  but  leery  of  its 
often  sluggish  performance 
and  relative  instability. 

It’s  also  good  news  for  Java 
creator  Sun  Microsystems, 
which  has  been  touting  1998  as 


the  year  Java  migrates  from  the 
client  side  —  where  it  has  had 
limited  success  —  to  the  server. 

While  the  move  toward  server- 
side  Java  development  clearly  has 
begun,  there  has  not  been  a 
headlong  rush.  Most  enterprises 
interested  in  Java  are  sticking 
with  testing  and  small-scale  de¬ 
ployment  as  they  wait  for  the  pro¬ 


gramming  language  to  mature. 

The  release  earlier  this  year 
of  Enterprise  JavaBeans  — 
chunks  of  precoded  software 
that  allow  developers  to  rapidly 
build  server-side  Java  applica¬ 
tions  —  was  a  big  step  in  that 
direction.  Faster,  more  scalable 
JVMs  should  be  another  step. 

“The  difference  between 


Java  and  C++  is  getting  smaller 
and  smaller,”  said  Anne 
Thomas,  senior  analyst  for 
the  Boston-based  Patricia 
Seybold  Group. 

By  year-end,  there  should 
be  at  least  five  JVMs  that  can 
deliver  adequate  speed,  stabili¬ 
ty  and  scalability  to  the  Java 
platform,  said  John  Neffenger, 
creator  of  VolanoMark,  a 
benchmarking  tool  that  mea¬ 
sures  Java  performance  and 
scalability  on  servers. 

“These  tests  show  enormous 
improvement”  over  bench¬ 
marks  performed  last  Decem¬ 
ber,  Neffenger  wrote  in  the 
August  edition  of  JavaWorld,  an 
online  publication.  “The  Java 
platforms  are  now  more  than 
10  times  faster,  vastly  more  sta¬ 
ble,  more  than  twice  as  scalable 
when  adding  processors  and 
able  to  handle  roughly  10  times 
the  number  of  network  connec¬ 
tions  [compared  with]  just  18 
months  ago.” 

Indeed,  four  of  the  new 
JVMs  are  faster  than  the  fastest 
currently  available  JVM,  the 
IBM  Java  Development  Kit 
(JDK)  1.1.6  (see  graphic).  And 
three  of  the  new  JVMs  —  from 
Novell,  Microsoft  and  Sun’s 
JavaSoft  division  —  scored  as 
well  or  better  on  scalability 
tests  than  the  benchmark 
leader  of  available  products, 
Microsoft’s  Software  De¬ 
veloper’s  Kit  (SDK)  2.02. 


The  runaway  winner  in  the 
speed  category,  Tower  Tech¬ 
nology’s  TowerJ  2.1.2,  uses 
a  different  approach  than 
standard  JVMs,  which  employ 
Just-in-time  compilers  to 
translate  Java  code  into 
instructions  as  the  application 
is  running.  TowerJ  instead 
optimizes  the  application 
before  it  is  executed. 

“What’s  been  holding  back 
Java  on  the  server  has  been 
concerns  about  performance,” 
said  Madison  Cloutier,  market¬ 
ing  vice  president  for  Tower 
Technology  in  Austin,  Texas. 
“Now  I  think  you’ll  see  a  lot 
more  server-side  work  done  in 
Java.” 

One  user  said  that  while 
faster  JVMs  should  help  perfor- 


Push 

Continued  from  page  27 

inally  offered  its  Castanet  soft¬ 
ware  as  a  way  to  update  Java 
applets,  enabling  content  pro¬ 
viders  to  support  recreational 
uses  such  as  delivery  of  daily 
crossword  puzzles.  With  Casta¬ 
net  Version  3.0,  the  company 
has  begun  to  cater  more  to  the 
software  distribution  needs  of 
the  corporate  world. 

Perhaps  the  biggest  name  in 
push  has  been  PointCast. 
While  the  company  has  pol¬ 
ished  its  software  —  it  recently 
released  Version  2.5  and  has  a 
beta  of  Version  2.6  publicly 
available  —  the  biggest  news  of 
late  concerns  its  financial  deci- 


mance,  some  of  the  problems 
are  related  to  programming. 

“More  than  a  third  of  Java’s 
performance  problems  can  be 
directly  attributable  to  poor 
code,”  said  Colette  Coad,  U.S. 
leader  of  Ernst  8c  Young’s  Java- 
Based  Computing  initiative. 
“Java  as  a  language  has  been 
trivialized  as  being  so  easy  to 
use  that  a  lot  of  people  who 
have  taken  Java  101  are  pass¬ 
ing  themselves  off  as  experi¬ 
enced  Java  developers.” 

Coad  said  that  while  the 
“syntax”  of  Java  programming 
is  relatively  easy  to  pick  up, 
“unless  programmers  are 
incorporating  object-oriented 
concepts,  they’re  going  to 
write  poorly  performing 
code.”  ■ 


sions.  An  initial  public  stock 
offering  was  recently  with¬ 
drawn,  with  President  and 
CEO  David  Dorman  stating 
that  PointCast  would  be  better 
able  to  pursue  strategic  part¬ 
nerships  as  a  private  company. 

“PointCast’s  future  is  at  best 
uncertain,”  META  Group’s 
dePlanque  said.  “People  find 
[pushed]  information  is  not  all 
that  relevant,  and  it’s  commodi¬ 
tized  by  the  free  information 
that’s  available  on  the 
Internet.” 

Push  technology  hasn’t  disap¬ 
peared,  but  it  appears  to  have 
morphed  into  processes  for 
controlling  communication  — 
much  as  the  whole  Internet  has 
evolved  from  being  a  billboard 
into  an  interactive  and  collabo- 


A  new  generation  of  high-performance  Java  Virtual  Machines  (JVM) 
could  accelerate  the  development  of  Java  on  the  server.  Based  on 
benchmark  tests  performed  by  Volano,  prerelease  versions  of  the  JVMs 
far  outperformed  the  JVMs  already  on  the  market. 
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’NET  INSIDER 

A  role  for  technologists  in  Internet  management? 


Ot’s  been  five  and  a  half  years  since  I  started  writ¬ 
ing  this  column.  For  the  first  two  years,  I  used 
many  columns  to  defend  the  Internet  as  real  and 
claimed  that  it  would  grow  in  importance  in  the  future. 

In  one  column  I  wrote,  “In  the  universe  where  I  live, 
the  Internet  is  the  future.  The  Internet  is  growing  into 
the  ubiquitous  connectivity  service.  In  this  universe,  we 
are  building  the  future  rather  than  waiting  for  some¬ 
one  else  to  hand  us  something  they  think  might  be 
what  we  want.  (Generally  determined  without  the 
process  of  asking.)” 

This  is  not  meant  to  be  an  ‘I  told  you  so’  column  but 
rather  one  of  amazement  and  more  than  a  little  bit  of 
trepidation. 

I  just  got  back  from  Geneva,  where  I  attended  the 
Internet  Society’s  annual  meeting  (www.isoc.org)  and  a 
subsequent  meeting  called  the  “International  Forum  on 
the  [U.S.  Government’s]  White  Paper”  (www.geneva. 
ifwp.org).  The  forum  is  working  toward  a  consensus  on 
how  to  deal  with  the  U.S.’  intention  to  withdraw  from 
funding  some  of  the  basic  infrastructure  operations  for 
the  Internet  as  announced  in  a  white  paper  (www. 
ntia.doc.gov/ntiahome/domainname/6_5_98dns.htm). 


The  forum  had  people  from  around  the  world  dis¬ 
cussing  the  implications  of  a  potential  power  vacuum 
left  behind  as  the  U.S.  government  withdraws  from  the 
scene.  The  results  are  still  intermediate  because  this 
was  one  of  a  series  of  meetings  with 
the  last  one  scheduled  for  Singapore 
in  the  middle  of  August. 

But  what  was  impressive  about  this 
meeting  was  the  fact  that  it  was  not 
just  a  room  full  of  Internet  geeks. 

Speakers  included  a  top  advisor  to 
President  Clinton  and  a  minister  for 
the  European  Commission,  and  par¬ 
ticipants  were  from  all  areas  of  busi¬ 
ness,  education  and  government.  If 
anything,  the  Internet  geek  community  was  under¬ 
represented. 

I’ve  looked  back  on  the  columns  I’ve  written  in  these 
past  five  years  and  have  thought  back  to  the  many  con¬ 
versations  I’ve  had  during  the  same  period.  It  is  clear 
that  the  Internet  technical  community,  which  I  like  to 
think  myself  part  of,  missed  the  boat  in  really  under¬ 
standing  how  much  control  of  this  network  was  going 


to  slip  out  of  our  hands. 

Most  of  our  predictions  about  the  inevitable  success  of 
the  Internet  in  the  face  of  governmental  regulations  have 
come  true.  We  knew  we  were  going  to  be  successful  but 
failed  to  adequately  appreciate  how  much  the  result 
would  look  like  honey  to  the  regulatory  bears  and  ants. 

It  is  not  going  to  get  easier  in  the  future  to  mini¬ 
mize  the  effect  of  governmental  “help.”  The  Internet 

now  plays  a  role  in  the  eco¬ 
nomic  health  of  the  industrial¬ 
ized  world  that  few  observers 
could  have  imagined  even  a  few 
years  ago. 

The  outcome  of  this  series  of 
meetings  will  help  determine  if 
there  will  be  a  role  for  the  tech¬ 
nically  cluefull  in  Internet  man¬ 
agement,  as  the  white  paper  rec¬ 
ommends,  or  not,  as  some  of 
the  businessmen  and  politicians  would  rather. 

Wish  us  well. 

Disclaimer:  Harvard  has  no  position  on  Internet 
governance  (it’s  too  new),  even  though  some  Harvard 
people  do. 

Bradner  is  a  consultant  with  Harvard  University ’s  University 
Information  Systems.  He  can  be  reached  at  sob@harvard.edu. 


Scott  Bradner 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Microsoft 
Certified  Systems  Engineer  in  the 
Lexington,  Ky.,  area,  tracks  down 
the  answers  to  your  questions. 

Call  (800)  622-1108,  Ext.  7m,  or 
send  your  questions  to  helpdesk@ 
networkref.com 

Firewalls  are  a  hot  topic  among 
network  managers,  as  evidenced 
in  a  recent  Help  Desk  Forum  on 
www.nwfusion.com.  I  thought  it’d 
be  interesting  to  share  some  of 
the  questions  and  answers 
spurred  from  a  firewall  review 
Network  World  recently  ran  {NW, 
June  1,  page  53). 

How  about  doing  a  test  for  a  fire- 
wall-to-firewall  virtual  private  net¬ 
work  (VPN),  with  at  least  56-bit 
encryption?  We  are  having  a  lot  of 
problems  with  our  firewall  not 
handling  fragmentation  properly. 

Is  anyone  doing  firewall-to-fire- 
wall  VPN  successfully? 

Joel  Synder,  a  senior  partner  at 
Opus  One  in  Tucson,  Ariz., 
answered:  When  Network  World 
reviewed  VPN  products,  it  became 
clear  that  firewalls  do  not  belong 
in  them,  except  in  some  very  spe¬ 
cific  applications  in  which  the 
benefit  of  the  combined  authenti¬ 
cation  system  and  the  lack  of  a 
call-out  firewall  authentication 
requires  placement  in  the  same 
box.  VPNs  should  be  in  separate 
boxes.  This  configuration  is  cheap¬ 
er  and  easier  to  manage,  and  lets 
the  VPN  gurus  work  on  their  own 
products  without  having  to  co¬ 
exist  with  the  firewall  folks. 

Do  you  think  the  trend  toward 
applications  that  dynamically 
assign  port  numbers  is  alarming? 
It  appears  that  many  new  Internet 
applications  negotiate  a  wide 
range  of  port  numbers  during 
connection  setup. 

Synder  responded:  Yes,  this 
is  a  big  deal.  1  tell  people  that 
this  is  their  biggest  burden:  Do 
they  say,  “Port  80  or  bust,”  and 
take  it  from  there,  or  do  they 
decide  they’ll  support  every 
application  known  to  man?  This 
is  one  of  the  reasons  that  the 
proxy  vs.  filter  debate  was  decid¬ 
ed.  It  is  now  clear  that  proxies 
are  required  for  some  of  these 
new  applications. 


Technology  Update _ 

Covering:  Evolving  Technologies  and  Standards 

New  PC  spec  boosts  computer  telephony 


By  Barbara  Loonam 

The  telecommunications 
equipment  industry  is  a  $150 
billion  business  today,  but  90% 
of  the  trade  is  built  on  propri¬ 
etary  hardware  and  software 
architectures. 

Over  the  past  few  years, 
however,  multivendor  PCs 
have  begun  to  penetrate  every 
sector  of  the  telecommunica¬ 
tions  industry.  While  PCs  have 
been  embraced  for  applica¬ 
tions  such  as  voice  mail,  inter¬ 
active  voice  response  and  IP 
telephony  gateways,  users  have 
been  hesitant  to  use  PCs  for 
such  mission-critical  devices  as 
PBXs  and  switches  within  the 
central  office  of  the  public 
switched  telephone  network 
(PSTN).  For  while  PCs  offer 
many  benefits,  including  cost- 
effectiveness,  an  open  devel¬ 
opment  platform  and  high  lev¬ 
els  of  scalability,  they  have  fall¬ 
en  short  on  offering  high  avail¬ 
ability. 

Enter  CompactPCI. 

CompactPCI  is  an  evolving 
specification  that  defines  how 
PC  components  should  be  built 
to  ensure  high  availability  and 
hot-swappable  capabilities. 

For  our  purposes,  high  avail¬ 
ability  means  keeping  systems 
running  by  decreasing  down¬ 
time  during  routine  mainte¬ 
nance  operations  and  system 
failures. 

High-availability  systems  dif¬ 
fer  from  fault-tolerant  sys¬ 
tems,  which  use  redundant 
hardware  and  proprietary  soft¬ 
ware  to  provide  nonstop  oper¬ 
ation.  While  not  guaranteeing 
100%  uptime,  high-availability 
CompactPCI  systems  provide 
an  improvement  in  service 
over  conventional  computer 
systems. 

A  number  of  companies  are 
now  collaborating  to  define 
how  the  CompactPCI  specifica¬ 
tion  will  be  implemented  and 
deployed  in  telecom  platforms. 
Other  groups  are  looking  at 
how  to  integrate  the  Enterprise 
Computer  Telephony  Forum 
(ECTF)  H.100  bus  and  provide 
telecom  I/O  through  the 
CompactPCI  backplane. 

The  Telecom  Interest  Sub- 
Committee  (TISC)  of  the  PCI 


Industrial  Computer  Man¬ 
ufacturers  Group  (PICMG)  was 
formed  in  April  1996.  TISC’s 
purpose  was  to  extend  the  capa¬ 
bilities  and  utility  of  the 
CompactPCI  system  architec¬ 
ture  to  support  the  application 
needs  of  the  computer  tele¬ 
phony  industry. 

The  TISC  document  pro¬ 
vides  CompactPCI  system 
vendors  and  computer  tele¬ 
phony  board  vendors  with 
specifications  that  define  mul¬ 


tivendor  interoperability  and 
support  the  design  of  open 
standards-based  components 
and  systems. 

Key  features  include  the 
H.l  10  backplane  time-division 
multiplexer  bus,  which  incor¬ 
porates  the  ECTF’s  H.l 00  bus 
and  hot  swap;  rear-panel  ana¬ 
log  and  digital  PSTN  connec¬ 
tions;  telco  power  and 
ground;  physical  keying  of 
boards;  and  board  and  shelf 
addressing. 

The  TISC  collaborative  effort 
has  resulted  in  a  rugged  indus¬ 
trial  chassis  with  well-estab¬ 
lished  mechanical  specifica¬ 
tions  that  provides  all  of  the 
advantages  of  a  hot-swap  indus¬ 
trial  computer  chassis  while 


retaining  compatibility  with  all 
desktop  PC  software. 

Reducing  downtime 

The  other  major  idea  behind 
CompactPCI  development  and 
deployment  is  to  reduce  down¬ 
time  in  any  telecommunica¬ 
tions  system.  Users  need  to  be 
able  to  replace  network  inter¬ 
face  boards  and  digital  signal 
processor  adapters  while  the 
system  remains  up,  or  “hot.” 
Until  recently,  this  support  was 


not  available  on  PCI  boards  or 
with  the  Windows  NT  or  Unix 
software  platforms.  Now  there 
are  two  initiatives,  PCI  Hot  Plug 
and  CompactPCI  Hot  Swap,  to 
provide  this  capability. 

The  PCI  Hot  Plug  specifica¬ 
tion  defines  the  requirements 
for  hot  insertion  and  extraction 
of  conventional  PCI  boards  in 
server  systems.  Led  by  Compaq, 
the  hot-plug  initiative  has 
achieved  broad  support  from 
major  operating  system  vendors, 
including  Microsoft  and  Novell. 
Compaq  and  other  chassis  ven¬ 
dors  are  currently  shipping  hot- 
plug  systems. 

Hot  swap  defines  a  process  for 
inserting  and  extracting  boards 
without  adversely  affecting  a  run¬ 


ning  system.  Hot-swap  capability 
is  essential  during  maintenance 
of  a  highly  available  system,  but  it 
is  even  more  important  for 
implementing  the  inevitable 
adds,  moves  and  changes. 

Additional  work  is  under  way 
to  leverage  the  Hot  Plug  effort 
into  the  hot-swap  technology- 
defined  in  the  CompactPCI  Hot 
Swap  specification. 

CompactPCI  Hot  Swap  is  the 
latest  specification  for  PCI-based 
industrial  computers,  and 
defines  many  features  that  make 
a  PC  more  available.  The  Hot 
Swap  subcommittee  within  the 
PICMG  is  working  to  extend  the 
CompactPCI  specification  to 
include  support  for  hot  swap. 
The  PICMG  consortium  is  hash¬ 
ing  out  an  extension  to  the  stan¬ 
dard  that  will  let  users  mix  and 
match  CPU  boards  and  back¬ 
planes  from  multiple  vendors. 

The  CompactPCI  Hot  Swap 
specification  is  currently  in 
final  draft  and  is  being  reviewed 
by  members  of  PICMG. 

The  arrival  of  CompactPCI  is 
enabling  telecom  service  pro¬ 
viders  to  deliver  new,  innovative 
services  with  the  reliability  the 
telecom  network  requires. 
Companies  deploying  Compact- 
PCI-based  high-availability  plat¬ 
forms  will  be  able  to  meet  the 
telecommunications  infrastruc¬ 
ture  market  needs  for  intelligent 
network  integration,  including 
service  nodes,  service  control 
points,  signal  transfer  points  and 
Signaling  System  7  gateways. 

There  is  also  a  large  demand 
for  cost-effective,  high-availabili¬ 
ty  wireless  CompactPCI  PC  pack¬ 
ages  such  as  wireless  local  loop, 
cellular/personal  communica¬ 
tions  services/personal  commu¬ 
nications  network,  trunked  radio 
and  in-building  wireless  PBX  sys¬ 
tems.  Additionally,  new  alternate 
access  carriers  are  looking  for 
cost-effective  ways  to  provide 
telephony  to  the  home  and  pro¬ 
vide  a  variety  of  central  office- 
grade  enhanced  services. 

Loonam  is  product  marketing 
manager  at  Natural  MicroSystems  of 
Framingham,  Mass.,  a  provider  of 
telecommunications  equipment.  She 
can  be  reached  at  Barbara_ 
Loonam@nmss.  com. 


UP  CLOSE 

The  CompactPCI  specification 

The  idea  behind  the  open  CompactPCI  specification  is  to  provide  high 

availability  through  hot  swapping  of  multivendor  PC  components. 

In  the  telecom  realm,  CompactPCI  offers  a  host  of  features  required 

for  network  applications,  including: 

•  A  standard  telecom  bus  (32  streams  and  4,096  time  slots)  for 
communications  between  cards  in  a  chassis  rack 

•  A  telecom  form  factor  with  rear-panel  1/0 

•  Transition  cards  and  cabling  assemblies  to  simplify  installation 

•  Telecom  power  bus  and  provision  for  ringing  voltage 

•  Hot-swap  capability,  which  allows  systems  to  be  upgraded  or  expanded, 
or  cards  to  be  replaced  without  taking  servers  offline 

•  Software  that’s  compatible  with  mass-market  PCI  systems 

•  Redundant  power  management,  CPUs  and  disks 

•  No  interruption  of  system  operation  if  a  subsystem  module  fails 

•  H.100  compatibility,  which  defines  a  standard,  interoperable  telecom 
bus,  allowing  developers  to  integrate  newer  H.lOO-based  products  with 
existing  products 
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i  n  s  i  g  L 


A  resurgent  FORE  builds  on  its  ATM  philosophy 


s 


A  year  ago,  amidst  the  swirling  hyperbabble  about  Gigabit 
Ethernet,  FORE  Systems  took  it  on  the  chin.  FORE’s 
financials  and  self-image  dipped.  The  company  was  fight¬ 
ing  an  ATM  religious  war  that  got  bloodier  with  each 
new  Gigabit  headline. 

Things  are  different  today.  No,  FORE  hasn’t  given  up  on  ATM.  In 
fact,  the  ATM  enthusiasm  seems  stronger  than  ever.  But  that  enthusi¬ 
asm  has  been  leavened  with  a  healthy  dose  of  reality  about  how  cus¬ 
tomers  build  networks.  Through  acquisitions  and  partnerships,  the 
company  has  broadened  its  product  line  and  is  focusing  on  markets 
where  ATM  makes  the  most  sense:  high-end  enterprise  networks  and 
the  service  provider  arena. 

FORE  is  offering  an  array  of  Ethernet  and  Fast  Ethernet  feeder 
switches  into  its  ATM  backbones  and  is  planning  an  impressive  rollout 
of  WAN  access  and  carrier-edge  devices.  That  should  expand  FORE’s 
presence  in  the  lucrative  carrier  market,  where  service  providers  are 
re-architecting  their  networks  to  deal  with  the  deluge  of  data  traffic. 

The  company’s  financials  are  much  improved,  and  its  stock  has 
climbed  from  less  than  $15  a  share  in  March  to  $25  as  of  this  writing. 
That  gives  new  CEO  Tom  Gill  more  leverage  in  making  acquisitions. 
While  the  big  network  vendors  all  sound  the  “one-stop-shopping” 


market  strategy,  FORE  represents  a  real  alternative:  It  is  committed 
to  the  idea  that  future-proof  networks  should  be  built  on  ATM.  But 
by  providing  a  greater  range  of  Ethernet  products,  FORE  has  made 
it  easier  for  customers  to  integrate  frame  and  cell  technology. 

FORE  certainly  faces  challenges.  With  an  estimated  $630  million 
in  annual  revenue,  it  is  still  a  small  fish  swimming  with  some  very  big, 
hungry  sharks,  such  as  Cisco,  3Com,  Lucent,  Ascend  and  Nortel. 
FORE  could  be  snapped  up  by,  say,  Lucent.  FORE  would  shore  up 
Lucent’s  small  stake  in  the  enterprise,  and  FORE’s  technology  would 
complement  the  Gigabit  gear  Lucent  gained  in  its  Prominet  buyout. 

Gill  says  FORE  wants  to  go  it  alone.  Toward  that  end,  I  think 
FORE  should  bite  the  bullet  and  get  Gigabit  Ethernet  and  Layer  3 
switching  into  its  portfolio.  It  could  do  that  by  expanding  its  part¬ 
nership  with  Intel,  which  already  supplies  Fast  Ethernet  gear,  or  by 
acquiring  one  of  the  remaining  Gigabit  start-ups. 

FORE  could  position  Gigabit  for  smaller  backbones  and  for  cus¬ 
tomers  leery  of  committing  —  for  now,  anyway  —  to  ATM.  In  short, 
FORE  could  still  champion  ATM  while  muting  the  thunder  of  the 
frame  world’s  own  best  weapon. 

John  Gallant,  editor  in  chief  jgallant@nww.com 


Intranet  Adviser  •  Daniel  Blum 


For  large  users,  outsourcing 
e-mail  may  make  cents 

Of  you  think  privately  owned  Lotus,  Microsoft,  Netscape  and 
Novell  products  are  the  only  choices  for  a  mid-size  or  large 
enterprise  e-mail  environment,  think  again.  The  market  for 
managed  electronic  mail,  in  which  a  company  outsources  its  e-mail 
operations,  is  starting  to  take  off. 

For  example,  Wiltek,  a  managed  e-mail  provider  based  in  Norwalk, 
Conn.,  has  provided  backbone  messaging  integration,  directory  syn¬ 
chronization  and  consulting  services  for  some  time.  Wiltek  relieves 
companies  of  the  complex  task  of  interconnecting  dis¬ 
parate  e-mail  platforms,  for  as  little  as  $8  per  user  per 
month  in  some  cases. 

CompuServe  Network  Services,  now  a  subsidiary  of 
WorldCom,  recently  raised  the  ante,  entering  the  man¬ 
aged  e-mail  market  with  a  new  service  called  WANmail. 
WANmail  consists  of  three  offerings:  WANmail/POP3, 
WANmail/Hub  and  WANmail/ Relay. 

WANmail/POP3  offers  mailbox  hosting  from  a  serv- 
\  er  infrastructure  located  in  CompuServe  Network 

Services’  secure  data  center.  It  provides  a  Web-based  mailbox 
administration  interface,  allowing  customers  to  add,  delete  and 
change  user  information.  On  the  backbone  side,  WANmail/Hub 
provides  managed  Internet  mail  gateways,  disparate  e-mail  system 
connectivity  and  dispersed,  same-system  connectivity.  WANmail/ 
Relay  is  a  single  gateway  service  between  a  user’s  proprietary  mail 
system  and  the  Internet. 

WANmail/POP3  will  be  available  this  week  starting  at  $3.50  per 
user  per  month,  according  to  CompuServe  Network  Services.  While 
customers  still  have  to  pay  their  administrators,  cover  help  desk  costs 
and  fund  the  network,  POP3-only  services  such  as  WANmail  (or  the 
equivalent  operated  internally)  are  cheaper  than  complex  mail  sys¬ 
tems  such  as  Lotus  Notes  or  Microsoft  Exchange  on  a  total  cost  of 
ownership  basis.  WANmail/Hub  and  WANmail/Relay  will  be  available 
later  this  summer. 

Still,  privately  owned  advanced  messaging  and  groupware  systems 
do  provide  a  higher  level  of  functionality  than  POP3  systems,  out¬ 
sourced  or  otherwise.  If  your  enterprise  is  undecided  about  whether 
to  make  cost  or  functionality  your  highest  priority,  here  are  three 


ways  to  achieve  an  optimal  cost/functionality  trade-off. 

First,  you  can  stratify  your  user  base.  Plan  to  deploy  high- 
function  mail  systems  only  to  your  knowledge  workers,  and  provide 
users  with  simpler  job  functions,  such  as  retail,  order  entry  and 
manufacturing,  with  simpler  POP3  clients  and  servers.  Deal  with  a 
couple  of  different  vendors  and  consider  outsourcing  for  the  low 
and/or  high  end. 

Second,  you  can  wait  for  today’s  low-end  products  and  services  to 
evolve.  Today’s  POP3  systems  are  fast  and  robust,  and  interoperability 
problems  are  rare.  The  same  cannot  be  said  for  newer,  less  stable  sys¬ 
tems  based  on  the  Internet  IMAP4  messaging  and  LDAP  directory  stan¬ 
dards.  However,  within  a  year  or 


two,  standards-based  IMAP4/ 
LDAP  clients  and  servers  should 
be  almost  as  robust  as  their 
POP3  counterparts,  and  almost 
as  rich  as  current  high-function 
messaging  products. 

Third,  you  can  lean  heavily 
on  the  high  end.  Try  to  get  your 
messaging  vendor  to  offer  you  a 
package  that  includes  outsourc¬ 
ing,  user  stratification  and  a  sig¬ 
nificant  level  of  responsibility 
for  coordinating  messaging 
deployment  architectures  with 
your  network  topology. 

However,  if  you’re  ready  to 
give  up  some  of  the  richer 
groupware  and  workflow 
options  that  come  with  high- 
function  messaging  systems, 
using  an  outsourced  solution 
such  as  WANmail/POP3  may  be 
the  way  to  go. 

Blum  is  a  senior  vice  president 
and  principal  consultant  with  The 
Burton  Group,  an  IT  advisory  ser¬ 
vice  providing  in-depth  analysis  for 
network  planners.  He  can  be  reached 
at  dblum@tbg.com. 


Send  letters  to  nwnews@nivw.com  or John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone 
number  and  address  for  verijication. 

Be  true  to  your  schools 

Regarding  the  feature 
“Gimme  smelter”  (July  6,  page 
41): 

As  a  network  administrator 
for  a  small  public  school  dis¬ 
trict,  I  find  it  a  disgrace  that 
more  companies  aren’t  aware 
of  the  benefits  of  donating 
computer  equipment  to  local 
schools.  First,  the  company 
gains  a  nice  tax  deduction  for 
its  efforts.  While  that  may  not 
be  enough  to  justify  all  the 
work  of  putting  the  donation 
together,  the  PR  and  goodwill 
from  the  community  that 
results  is  something  you  can’t 
buy  through  advertising  and 
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Don’t  let  competition  stifle  cooperation 


®oney  changes  everything.  As  many  veterans  of  the  Internet  Engineering  Task 
Force  (IETF)  will  privately  admit,  over  the  past  few  years  the  commercializa- 
Uon  of  the  Internet  has  increased  the  level  of  politics  in  the  standards-making 
process.  Ipsilon  Network’s  decision  in  1996  not  to  pursue  standardizadon  of  its  IP 
switching  protocols  is  a  case  in  point. 

Likewise,  ongoing  industry  consolidadon  has  put  additional  pressures  on  the 
researchers  and  engineers  who,  in  the  past,  tried  to  focus  on  the  merits  of  technical 
proposals  rather  than  on  who  submitted  them. 

But  that  was  then  and  this  is  now.  Consolidadon  has  led  to  the  rise  of  a  few  large 
players  in  a  high-stakes  game. 

Consider  how  much  the  industry  landscape  has  changed  recent¬ 
ly.  Nortel’s  acquisidon  of  Bay  Networks  has  created  a  company  that 
last  year  had  $17.7  billion  in  combined  revenue  and  a  mission  to 
deliver  IP-based  products  for  markets  stretching  from  the  local  and 
wide  area  to  carrier  networks. 

Meanwhile,  Lucent  —  with  $26.4  billion  in  revenue  last  year  — 
condnues  to  snap  up  companies,  most  recendy  acquiring  Lannet,  a 
subsidiary  of  Madge  Networks  that  makes  packet-  and  cell-based 
LAN  switches;  Yurie  Systems,  a  purveyor  of  ATM  access  technology; 
and  MassMedia  Communications,  a  network  interoperability  soft¬ 
ware  vendor. 

Lucent  is  also  expanding  its  presence  in  Silicon  Valley,  home  turf  of  competitors 
Bay/Nortel,  Cisco  and  3Com.  Last  month,  Lucent  announced  that  Bell  Labs  would 
set  up  a  new  research  operation  in  the  valley.  Lucent  also  plans  to  contribute  $2.6 
million  to  Stanford  University’s  School  of  Engineering,  an  establishment  with  which 
Cisco  has  a  long  history. 

There’s  no  doubt  that  the  competition  is  heating  up.  This  new  environment  has 
already  led  to  increased  tension  in  some  IETF  working  groups,  along  with  lawsuits 
concerning  patent  infringement  claims. 

For  example,  Cisco  and  IBM  have  alerted  the  IETF  working  group  that  defined 
the  Virtual  Router  Redundancy  Protocol,  a  fail-over  protocol  for  routers,  that  VRRP 
violates  one  or  more  of  their  patents.  Many  vendors,  including  Nokia,  3Com,  Lucent 
and  Bay,  have  decided  to  implement  VRRP  anyway. 

The  squabble  over  MRRP  is  understandable  in  light  of  the  intense  competition  in 
the  LAN  backbone  market.  Vendors  of  Layer  3  switches  and  switching  routers  know 
that  customers  will  hesitate  to  deploy  these  new  devices  in  their  backbones  if  they 
don’t  have  the  same  fault  tolerance  and  reliability  as  traditional  routers. 

For  companies  such  as  Cisco,  Foundry  Networks  and  a  few  others  that 


have  already  implemented  proprietary  versions  of  such  a  fail-over  scheme,  this  fea¬ 
ture  is  a  clear  competitive  advantage.  For  the  rest  of  the  vendor  community,  defining 
a  standard  for  router  fail-over  was  a  market  imperative. 

If  push  comes  to  shove,  patent  lawyers  will  have  to  sort  out  this  issue.  Likewise, 
lawyers  will  be  busy  sorting  out  the  claims  and  counterclaims  resulting  from  the 
patent  infringement  lawsuit  that  Lucent  filed  against  Cisco  earlier  this  summer.  In 
the  suit,  Lucent  accuses  Cisco  of  violating  eight  Lucent  patents  relating  to  technology 
associated  with  routers,  frame  relay  and  ATM  network  equipment. 

Again,  such  competitive  behavior  is  understandable,  but  it  doesn’t  necessarily  ben¬ 
efit  the  industry  at  large  —  particularly  the  IT  community.  The  longer  it  takes  for  key 
technologies  to  be  standardized,  the  greater  the  potential  pain  for 
everybody,  customers  and  vendors  alike.  IT  managers  often  defer 
deploying  new  technology  until  standards  are  set,  slowing  the  adop¬ 
tion  of  these  technologies.  And  for  those  who  deploy  prestandard 
technologies,  moving  to  standard  technolog)'  can  be  frustrating 
and  costly. 

In  the  past,  vendors  have  been  relatively  willing  to  offer  their 
intellectual  property  as  contributions  to  standards  efforts.  The 
new  era  of  competition  threatens  that  model.  Vendors  may  insist 
on  licensing  technologies  to  each  other  rather  than  proffer  to  a 
standards  body  something  that  provides  a  competitive  advantage.  This  licensing 
approach  runs  counter  to  the  IETF  philosophy,  which  is  based  on  openly  available 
standards. 

Alternatively,  we  could  see  a  rise  in  the  number  of  alliances  that  vendors  form 
around  particular  technologies.  In  light  of  the  reduced  number  of  players  on  the  field, 
this  strategy  could  become  popular.  In  any  event,  die  flavor  of  the  IETF  and  other  stan¬ 
dards  bodies  is  likely  to  change  as  the  trend  of  voice,  data  and  video  convergence  con¬ 
tinues,  bringing  the  culture  and  personality  of  telephony-oriented  firms  into  contact  — 
and  sometimes  conflict  —  with  those  of  traditional  data  network  companies. 

As  the  industry  negotiates  this  new  phase  of  growth,  industry  leaders  need  to 
assess  how  they  can  achieve  “coopetition,”  that  balance  between  cooperation  and 
competition  that  former  Novell  CEO  Ray  Noorda  made  part  of  the  industry’s  collec¬ 
tive  consciousness.  Without  such  a  balance,  standards  organizations  will  degenerate 
into  forums  for  stalling,  rather  than  advancing,  standards.  And  without  standards, 
you  can  kiss  interoperability  goodbye. 

Petrosky  is  an  independent  technology  analyst  based  in  San  Mateo,  Calif.  She  can  be  reached 
at  mary@mpetrosky.com. 


self-promotion. 

Second,  a  company  that  con¬ 
siders  its  local  students  to  be 
“worthy”  of  its  surplus  equip¬ 
ment  will  create  a  pool  of  com¬ 
puter-skilled  individuals  who 
may  end  up  as  employees  for 
that  company.  Having  kids 
graduate  from  high  school  with 
computer  skills  will  soon  be¬ 
come  a  requirement  in  today’s 
high-tech  world. 

Third,  with  the  small  (and 
sometimes  nonexistent)  tech¬ 
nology  budgets  schools  have, 
donations  may  be  the  only  way 
to  get  technolog)'  into  the 
classrooms.  Some  school  com¬ 
mittees  that  approve  the  bud¬ 
gets  aren’t  cognizant  of  the 
role  technology  plays  in  our 
lives  or  simply  cannot  afford  to 
spend  the  money. 

My  school  accepts  all  dona¬ 
tions  “as  is.”  If  the  unit  is  non¬ 
functional,  we  understand;  it 
was  never  guaranteed  to  work. 
We  will  even  pick  up  the  equip¬ 
ment  ourselves,  thus  easing  the 
pain  of  the  donation. 

I  hope  companies  that  are 


considering  donating  their 
older  equipment  see  that  there 
are  many  positives  in  helping 
their  local  schools.  A  simple  let¬ 
ter  of  intent  sent  to  a  school 
will  no  doubt  begin  a  process  of 
good  community  relations  — 
something  no  company  can 
have  enough  of! 

Rob  Bellville 
Network  administrator 
Millbury  Public  Schools 
Millbury,  Mass. 

VPN  defined 

Regarding  Scott  Bradner’s 
column  “How  do  you  spell 
VPN?”  (July  6,  page  34): 

Perhaps,  in  the  university 
environment,  90%  of  IP  traffic 
leaves  the  campus  in  the  spirit 
of  academic  collaboration  and 
tunneling  may  be  the  appropri¬ 
ate  technology.  But  in  enter¬ 
prise  networks,  90%  of  traffic 

Get  more  online: 


stays  within  the  enterprise  over 
a  network  engineered  for  the 
appropriate  performance  levels. 

Enterprise  challenges  in 
managing  increasingly  complex 
networks  translate  into  a  multi- 
billion-dollar  opportunity  for 
virtual  private  network  service 
providers. 

We  define  a  VPN  as  a  man¬ 
aged  service  in  which  secure 
connectivity,  management  and 
addressing,  equivalent  to  that  of 
a  private  network,  are  provided 
over  a  shared  public  network 
infrastructure. 

This  definition  is  not  driven 
by  a  single  technology  such  as 
tunneling  over  the  Internet,  but 
by  the  broad  needs  of  enter¬ 
prise  users  looking  for  not  only 
extranet  and  remote  access 
solutions,  but  also  for  solutions 
for  intersite  backbone  connec¬ 
tivity  as  well  as  ones  that  can 


handle  all  of  their  network 
needs. 

While  tunneling  will  be  used 
extensively  for  the  two  former 
solutions,  the  service-level 
agreement  requirements  of  the 
latter  two  can  only  be  met  today 
by  a  combination  of  Layer  3 


VPN-aware  central  office  rout¬ 
ing  (for  scalability)  and  Layer  2 
virtual  circuit  switching. 

Tony  Rybczynski 

Director,  strategic  technologies  and 
marketing 

Nortel,  Enterprise  Data  Networks 
Ottawa 
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Whether  you’re  a  cutting-edge  startup  or 
blue-chip  international,  U  S  WEST  is  the  high- 
capacity  telecommunications  provider  to  meet 
your  data,  voice  and  video  transmission  needs, 
now  and  into  the  21st  century. 

U  S  WEST  Synchronous  Optical  NET  work 
(SONET)  technology  is  one  reason  why  It  offers 
unprecedented  survivability,  reliability  and 
flexibility  for  high-capacity,  private-line  transport 


and  switched  access  services. 

In  the  event  of  a  cable  cut  or  e  juipment 
outage,  its  self-healing  fiber  optic  ring 
architecture  automatic;  ly  switches  to  a  protected 
path,  restoring  traffic  w  hin  50  milliseconds. 

To  find  out  why  the  local  telecommunications 
provider  selected  for  the  200  Olympic  Winter 
Games  in  Salt  Lake  City  should  be  yours,  visit  our 
website  -  www. uswest.com /SON ET/. 
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While  you’re  at  our  website,  enter  to  win  a 
trip  to  the  U.S.  Olympic  Winter  Challenge  in  Salt 
l$ke  City.  Utah.  U  S  WEST  is  proud  to  support  the 
2000  U  S.  Olympic  Team. 
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life's  better  here 


Official  Sponsor  of  the 
2000  U.S.  Olympic  Team 


1998  U  S  tfo  purchase  necessary.  Void  where  prohibited.  Must  be  a  US  resident  18  years  or  older. 
■Promotion  ends  on  December  15.  1998.  For  official  rules  see  the  U  S  WEST  web  site  at  www.uswest.com/SONET/. 


Mutual  trust  and  flexibility  are  the  keys  to  good  partnerships  between  network  outsourcers  and  clients. 


By  Lauren  Gibbons  Paul 

s  Ash  Patel  and  his  network 
outsourcer  celebrate  their 
fifth  year  together,  Patel  has 
some  advice  for  his  colleagues 
who  are  considering  taking 
the  plunge:  Make  sure  your 
prospective  partner  is  flexible 
enough  to  adapt  to  changing 
business  and  technical  require¬ 
ments  before  you  make  a  long¬ 


term  commitment. 

“The  agreement  will  need  to  change,”  says 
Patel,  manager  of  information  technology  services 
for  Aramark  Uniform.  A  subsidiary  of  managed 
services  giant  Aramark  Corp.  in  Burbank,  Calif., 
Aramark  Uniform  for  the  past  five  years  has  out¬ 
sourced  its  WAN  to  Digital’s  services  group. 

Digital  and  its  services  group  were  acquired  by 
Compaq  earlier  this  year.  The  first  contract 
between  Aramark  Uniform  and  Digital  ran  from 
1993  to  1996;  the  second  covered  1997;  and  the 
third  extends  until  2001. 

Most  comprehensive  network  outsourcing  con¬ 
tracts  last  at  least  three  to  five  years  and  are  worth 
big  bucks  —  tens  of  millions  per  year  or  more,  in 
many  cases.  With  the  lightning-fast  pace  of  change 
in  business  and  technology,  the  parties  can’t 
expect  to  spell  out  every  eventuality  in  the  four 
corners  of  the  contract.  That  makes  the  job  of 
managing  the  relationship  all  the  more  difficult. 
Consider  this  your  guide  to  forming  a  harmonious 
union  with  an  outsourcer  that  ensures  your  needs 
will  still  be  met  as  the  relationship  evolves. 


The  ties  that  bind 

When  you  outsource  your  network,  you  trade 
one  set  of  responsibilities  for  another.  You  must 
remain  vigilant  in  ensuring  that  your  vendors  are 
providing  the  business  value  they  promised  at  the 
outset.  Your  vigilance  means  constantly  measuring 


provider  performance  with  respect  to  service-level 
agreements  (SLA),  monitoring  the  market  for 
price-performance  improvements  and  speaking 
up  if  the  contact  person  changes  too  frequently. 

Despite  the  length  of  the  average  network  out¬ 
sourcing  contract,  companies  often  return  to  the 
bargaining  table  with  their  providers  long  before 
the  formal  renegotiation  period  begins  —  some 
even  on  a  yearly  basis.  “We  do  an  annual  renego¬ 
tiation  of  terms  based  on  business  need,”  says 
Nigel  Bufton,  vice  president  of  business  develop¬ 
ment  and  marketing  for  Compaq  in  Houston. 

Bufton  notes  that  a  client  is  not  entitled  to  can¬ 
cel  a  contract  just  for  convenience  sake.  “The  ven¬ 
dor  has  to  protect  its  investment.  But  we  recognize 
that  the  chances  of  the  same  technology  being 


used  years  down  the  road  are  very  slim,”  he  says. 

Indeed,  both  parties  benefit  when  you  forge  a 
relationship  with  your  outsourcer  that  will  stand 
the  test  of  time.  There’s  a  lot  at  stake  in  the  out¬ 
sourcing  arrangement,  and  it’s  notoriously  diffi¬ 
cult  and  costly  to  walk  away  from  a  contract 
before  the  term  expires  (see  story,  page  36) .  A 
high  percentage  of  large  companies  are  unhap¬ 
py  with  their  outsourcing  providers  but  hang  in 
there  because  the  penalties  of  early  cancellation 
are  too  high,  says  Marc  Liebman,  vice  president 
at  the  Dallas  consulting  firm  Everest  Group. 

Everest  divides  the  life  cycle  of  a  network  out¬ 
sourcing  arrangement  into  four  phases:  preout¬ 
sourcing,  procurement,  management  and  the 
exit  or  renewal  phase.  Not  surprisingly,  outsourc- 
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ing  relationships  usual¬ 
ly  fail  at  the  manage¬ 
ment  stage. 

“The  core  reason 
most  companies  are  unhappy  is  they  can’t  measure 
the  contribution  the  outsourcer  is  making  to  their 
business  objectives,”  Liebman  says.  This  results  in 
resen  unent  on  both  sides,  and  then  things  break 
down.  But  those  failures  are  typically  due  to  poor 
planning  at  the  procurement  stage.  “The  agree¬ 
ment  was  not  properly  scoped  from  Day  One. 
Despite  SLAs,  most  contracts  simply  don’t  have 
meaningful  consequences  in  them,”  he  says. 


Escaping  the  blame  game 

Aramark  Uniform’s  Patel  knows  that  few  ele¬ 
ments  of  his  outsourcing  agreement  will  remain 
stauc.  For  one,  his  firm’s  network  has  changed 
dramatically  during  the  course  of  its  outsourcing 
contracts  with  Digital. 

In  1993,  Aramark  had  a  point-to-point  VAX- 
based  DECnet  WAN  composed  of  Digital 
AlphaServers,  routers  and  switches  distributed 
across  80  U.S.  sites.  Today,  the  company  is  migrat¬ 
ing  to  an  AT&T  frame  relay  network  with  Cisco 
hardware  and  plans  to  implement  SAP  America’s 
R/3  enterprise  resource  planning  package  over 
the  next  few  years.  The  uniform  supplier  also  has 
gained  nine  sites  via  corporate  acquisitions. 

Patel  says  Digital  [now  Compaq]  was  more  than 
willing  to  roll  with  his  company’s  evolving  busi¬ 
ness  and  technical  requirements  over  the  years. 
Even  when  Aramark  Uniform  planned  the  net¬ 
work  upgrade,  he  says  it  never  made  sense  to  look 


for  another  outsourcer. 

“We  pride  ourselves  on  business  flexibility,” 
Compaq’s  Bufton  says.  “We  go  in  with  the  under¬ 
standing  that  in  a  year’s  time  everything  is  going 
to  change.” 

Aramark  Uniform’s  first  three-year  contract 
with  Digital  lacked  SLAs  and  other  milestones. 
“We  didn’t  even  think  about  SLAs.  My  boss  didn’t 
see  a  need  for  them,”  Patel  says. 

There  was  little  cause  for  concern  about  SLAs 
because  Aramark’s  management  was  clearly  happy 
with  Digital’s  performance.  Under  the  outsourcing 
arrangement,  the  uniform  manufacturer’s  network 
uptime  leapt  from  85%  to  more  than  99%. 

However,  the  arrangement  wasn’t  perfect. 
Under  the  first  contract,  Patel  retained  responsi¬ 
bility  for  managing  all  the  hardware,  software  and 
telecom  vendors  associated  with  the  network. 
When  things  went  awry,  he'  was  the  one  who  had 
to  sort  out  finger-pointing  among  vendors. 

When  the  1997  contract  went  into  effect, 

Digital  assumed  responsibility  for  managing  all 
the  network  vendors,  right  down  to  the  local 
phone  company.  “[Compaq]  handles  all  the  ven¬ 
dors.  That’s  not  my  problem.  I  went  through  that 
before,  and  it  took  all  my  time,”  Patel  says. 

Patel  recently  realized  his  firm’s  move  to  a  cen¬ 
tralized  IT  infrastructure  would  require  him  to 
build  accountability  into  the  contract  via  SLAs. 

“The  whole  company  will  be  running  on  a  few 
machines.  That  means  the  network  has  to  be  up 
more,  and  we’ll  rely  on  it  more,”  Patel  says.  “We 
decided  to  put  in  SLAs  to  make  sure  they  would 
meet  our  needs  going  forward.”  For  example,  if 


Ash  Patel  of  Aramark  Uniform  counts  on  Compaq’s 
outsourcing  group  to  adapt  to  his  firm ’s  evolving 
business  and  technical  requirements. 


one  of  the  sites  goes  off  the  frame  relay  network, 
Compaq  Services  personnel  must  respond  within 
10  minutes  or  put  some  of  Compaq’s  fees  at  risk. 

Attitude  check 

If  marriages  often  fail  due  to  issues  surrounding 
money,  outsourcing  relationships  go  awry  due  to 


Calling  it  quits 


© 


etwork  managers  looking  to  cut  short  an  outsourcing  agreement 
face  more  heartbreak  and  financial  strife  than  Bruce  Willis 
and  Demi  Moore. 

The  fact  is,  neither  side  wins  when  there’s  a 
breakup  between  parties  engaged  in  a  long-term,  multi¬ 
year  deal.  A  client  has  to  go  through  the  pain  of  paying 
steep  cancellation  penalties  and  finding  a  new 
provider  or  taking  the  network  back  in-house.  A  ven¬ 
dor  suffers  the  black  eye  of  having  a  client  unhappy 
enough  to  terminate  the  deal  early. 

Not  surprisingly,  most  clients  elect  to  merely  live 
out  the  term  and  search  for  a  new  provider  a  few 
months  before  the  contract  ends. 

A  smooth,  premature  break  from  your  outsourcer  is 
generally  not  possible.  “  [The  outsourcer]  owns  all  the 
intellectual  capital  for  your  network.  Do  you  know  what 
it  costs  to  learn  everything  about  your  network,  hire  peo¬ 
ple  and  retrain  them?  It’s  almost  impossible  to  divorce 
your  outsourcer,”  says  Deb  Mielke,  a  director  at  telecommuni¬ 
cations  management  consulting  firm  TeleChoice  in  Dallas.  The 
problem  is  even  worse  when  the  outsourcer  is  also  acting  as  your  ISP,  she 
says:  “Now  what  do  you  know  [about  your  network]?  Not  a  lot.” 

Still,  a  few  companies  are  gaining  visibility  for  instigating  high-profile 
network  outsourcing  divorces. 

Last  September,  chip  maker  LSI  Logic  cut  short  a  five-year  IT  out¬ 
sourcing  arrangement  with  IBM  Global  Services.  “When  you  outsource, 
you  lose  the  linkage  between  information  technology  and  the  business. 
It  made  us  very  dysfunctional,”  says  Lam  Truong,  chief  information  offi¬ 


cer  at  LSI  in  Milpitas,  Calif.  The  service-level  agreements  (SLA)  LSI 
Logic  had  with  IBM  Global  Services  were  irrelevant,  and  didn’t  measure 
the  effect  of  network  performance  on  the  business  —  in  business  terms, 
Truong  says. 

So  Truong  bit  the  bullet,  paid  stupendous  fines,  and  spent  $18  million 
in-sourcing  the  company’s  network  and  IT  infrastructure.  The  process 
took  two  years,  but  he  believes  he  did  the  right  thing.  And  he  can  see  his 
way  clear  to  the  benefits  he’ll  get  from  in-sourcing.  “The  ultimate  goal 
down  the  road  is  to  have  the  economic  health  of  the  company 
reflect  the  health  of  the  network,”  he  says. 

LSI  Logic  paid  the  price  and  got  out  of  its  deal.  But  clients 
often  find  at  the  eleventh  hour  that  the  contracts  they  signed 
heavily  favor  the  outsourcing  provider  in  the  event  of  a 
divorce,  says  Alan  Gonchar,  president  of  Compass  America, 
a  consulting  company  in  Reston,  Va. 

“The  vendor  tends  not  to  lose,”  Gonchar  says.  Because 
the  contract  itself  is  so  complex,  the  client  often  prefers 
to  ignore  the  language  within  it  until  it’s  too  late. 

To  get  out  of  a  contract  before  the  formal  end  date, 
Mielke  says  the  customer  must  put  together  a  solid  busi¬ 
ness  case  for  nonperformance  of  network  services. 

Usually,  this  will  implicate  failing  to  perform  up  to  levels 
specified  in  SLAs.  Most  contracts  contain  a  provision  that 
specifies  the  customer  must  give  the  outsourcer  a  “reason¬ 
able”  amount  of  time  in  which  to  cure  its  nonperformance. 

But  Mielke  suggests  starting  talks  on  the  QT  with  other  out¬ 
sourcers  before  this  period  is  up  so  as  not  to  waste  more  time.  “Play  the 
game  with  them  as  long  as  possible,  because  as  soon  as  they  know  you’re 
going  to  get  out,  they’ll  start  ignoring  you,”  says  Mielke,  who  admits  that 
when  she  worked  for  an  outsourcer,  she  neglected  clients  she  knew  were 
going  to  give  her  firm  the  boot.  “It’s  just  human  nature,”  she  says. 

In  network  outsourcing,  as  in  marriage,  sometimes  a  divorce  is 
inevitable. 

—  Lauren  Gibbons  Paul 
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money  and  personnel 
issues.  A  deal  that 
looked  good  and  fair  on 
Day  One  can  start  to 
look  pretty  lousy  as  early  as  Day  Two,  says  Alan 
Ckmchar,  president  of  Compass  America,  a  consult¬ 
ing  firm  in  Reston,  Va.  This  problem  crops  up  par¬ 
ticularly  in  long-term  network  transport  contracts 
that  are  subject  to  extreme  pricing  volatility. 

“The  clients  start  to  feel  they’re  being  taken 
advantage  of.  They  can  see  prices  coming  down, 
but  they  can’t  take  advantage  of  the  carrier  price 
wars  because  they’re  locked  in  to  a  long-term 
deal,”  Gonchar  says. 

He  advises  IT  managers  to  stipulate  in  writing 
that  telecom  pricing  vary  according  to  predefined 
market  activity.  A  sample  contract  clause  might 
say:  “If  market  rates  for  coast-to-coast  T-3  links 
drop  by  more  than  10%,  we  have  the  right  to 
renegotiate  the  deal,  or  we  have  the  right  to  drop 
our  hourly  rates  by  5%.”  “You  want  to  be  sure 
you’ve  got  a  reasonable  and  fair  deal,”  Gonchar 
says.  He  recommends  that  companies  include  in 
their  contracts  the  right  to  conduct  annual  price 
and  performance  benchmarking  and  renegotiate 
prices  annually  based  on  the  results. 

A  change  in  personnel  —  either  on  the  vendor 
or  the  buyer  side  —  is  the  other  big  reason  rela¬ 
tionships  sour,  says  George  Logemann,  director  of 


outsourcing  consulting  at  The  Yankee  Group,  a 
market  research  company  in  Boston.  “The  new 
manager  comes  onto  the  job  with  an  agenda  that 
is  not  consistent  with  the  spirit  of  the  contract,” 
he  says.  In  other  cases,  tension  stems  from  gar¬ 
den-variety  personality  conflicts  between  parties. 

Mark  Hilden,  chief  information  officer  at  insur¬ 
ance  conglomerate  Ace  USA  in  Atlanta,  has  been 
burned  one  time  too  many  by  a  change  of  person¬ 
nel  during  an  outsourcing  contract.  He  has 
learned  the  hard  way  not  to  become  dependent 
on  any  one  person  from  the  outsourcing  provider, 
no  matter  how  gifted  or  dedicated. 

A  few  years  ago,  for  example,  his  company  was 
due  to  upgrade  the  database  management  software 
on  a  major  production  server.  The  night  before  the 
upgrade  was  set  to  begin,  the  outsourcing  contact 
had  a  family  emergency  and  had  to  leave. 

The  window  of  opportunity  to  perform  the 
upgrade  was  tight  —  only  a  few  hours  —  and  the 
chance  wouldn’t  come  again  for  several  months. 
The  outsourcer  assured  Hilden  that  a  replace¬ 
ment  employee  had  experience  performing  that 
particular  conversion,  so  Hilden  gave  the  project 
a  green  light. 

Needless  to  say,  disaster  ensued.  “Not  only  did 
the  replacement  screw  up  the  conversion  itself, 
he  also  made  things  much  worse  for  us  by  not 
following  the  basic  precautionary  steps  that  any- 


SIGNS  OF  A  GOOD  RELATIONSHIP 

According  to  Compaq  Services  officials,  the  longest 

lasting  and  most  productive  network  outsourcing 

relationships  share  the  following  characteristics: 

•  A  good  contract.  Both  sides  must  actively  work  on 
the  contract  and  understand  it. 

•  Clear  metrics.  This  is  a  stumbling  block  for  many 
outsourcing  agreements.  SLAs  must  be  in  place, 
along  with  clear  methods  for  measuring  performance 
and  immediate  consequences  if  that  performance  is 
not  met. 

•  An  atmosphere  of  trust.  The  foundation  of  any 
successful  marriage,  trust  is  paramount. 

•  An  absence  of  culture  shock.  Each  side  must  train 
the  other  in  its  unique  corporate  culture. 

one  who  had  done  this  before  would  have 
taken,”  Hilden  says.  For  example,  the  replace¬ 
ment  forgot  to  check  the  backup  tapes  to  see  if 
they  were  valid  before  he  started  the  conversion. 
Once  the  conversion  failed,  the  replacement  had 
nothing  to  go  back  to. 

“We  lost  months  of  work,  and  our  ability  to  pro¬ 
duce  certain  critical  management  reports  was  lost 
for  almost  eight  months,”  Hilden  says. 

To  protect  his  company  from  similar  snafus, 


A  well-suited  pair 


Ohe  average  network  outsourcing  contract 
is  worth  millions  and  runs  for  five  years, 

|  according  to  outsourcing  executives  at 
Compaq.  That  information  may  lead 
you  to  believe  that  outsourcing  is  only  for 
large  companies  with  deep  pockets,  but  it 
often  makes  a  lot  of  sense  for  small  and  mid¬ 
size  companies,  too,  especially  when  the  out¬ 
sourcing  provider  is  also  small. 

It’s  not  financially  or  practically  feasible  for 
Development  Alternatives  to  do  business  with¬ 
out  outsourcing  its  entire  IT  operation,  says 
Larry  Koskinen,  chief  information  officer  and 
rice  president  of  the  Bethesda,  Md.,  firm.  With 
a  relatively  modest  $70  million  in  revenue  and 
300  employees,  Development  Alternatives  helps 
grow  the  economies  of  third-world  or  war-rav¬ 
aged  countries  such  as  Zaire  and  Bosnia. 

The  company’s  employees  work  in  areas  with 
no  telecommunications  infrastructure,  so 
there’s  no  possibility  of  simply  extending  a  T-l 
line  and  adding  some  network  equipment  to 
support  each  new  area.  To  make  matters  worse, 
Koskinen’s  firm  operates  in  a  low-margin,  gov¬ 
ernment-subsidized  market  and  doesn’t  have  a 
lot  of  money  to  spend  on  technology. 

“I  don’t  have  the  capital  to  create  my  own 
bandwidth,”  he  says. 

So  the  CIO  turned  to  Houston-based 
Interliant  to  provide  network  and  help  desk  ser¬ 
vices  worldwide.  Unlike  its  big  outsourcing 
brethren,  Interliant  doesn’t  require  its  clients  to 
sign  multiyear  contracts.  Development  Alter¬ 
natives  has  been  using  the  outsourcer’s  services 


for  two  years  on  a  year-to-year  basis. 

Although  the  contract  doesn’t  contain  ser¬ 
vice-level  agreements,  Koskinen  says  the 
arrangement  works  fine.  “We’ve  had  an  occa¬ 
sional  glitch,  but  they’ve  been  very  respon¬ 
sive,”  he  says  of  Interliant.  The  outsourc¬ 
ing  arrangement  began  as  a  personal 
business  relationship  and  evolved 
because  of  a  high  level  of  person¬ 
al  interaction. 

That  kind  of  personal  interac¬ 
tion  was  definitely  missing  from 
the  relationship  between 
Berkshire  Partners,  a  tiny  pri¬ 
vate  equity  investing  firm  in 
Boston,  and  a  giant  outsourc¬ 
ing  company.  Chuck  Rabat,  a 
systems  administrator  at 
Berkshire  Partners,  declines  to 
name  the  well-known  outsourcer 
but  recalls  the  company’s 
razzmatazz  spiel  about  the  benefits 
of  its  services.  Because  Berkshire 
Partners  had  no  network  at  the  time, 

Rabat  had  high  hopes  when  he  contract¬ 
ed  with  the  outsourcer  to  install  a  small 
NetWare  LAN. 

“After  we  signed  on,  [the  initial  contact] 
totally  vanished.  It  was  an  unpleasant  surprise,” 
Rabat  says.  He  had  no  rapport  with  the  new 
contact,  who  was  hardly  ever  around  and  apa¬ 
thetic  when  he  was.  Even  worse,  the  outsourcer 
refused  to  help  move  Berkshire  Partners  to  an 
NT  network  several  months  later. 


Rabat’s  boss  had  been  reading  up  on  NT  and 
wanted  to  know  why  the  firm  wasn’t  moving  in 
that  direction.  “We  couldn’t  get  an  answer  on 
why  we  did  or  didn’t  want  to  [migrate  to  NT], 
They  wouldn’t  even  give  us  a  proposal,”  Rabat 
says.  “They  were  totally  in  bed  with  Novell.  They 
didn’t  have  any  interest  in  NT,  and  we  had  no 
leverage.” 

Things  got  so  bad  after  Berkshire  Partners 
declined  to  sign  a  multiyear  deal  that  the 
outsourcer  contact  stopped  return¬ 
ing  Rabat’s  phone  calls,  leaving 
him  to  deal  with  printer  and 
server  problems  on  his  own. 
Finally,  a  desperate  Rabat 
turned  to  an  acquaintance 
who  worked  at  outsourcing 
|  start-up  OHC  in  Cam¬ 
bridge,  Mass. 

OHC  solved  Berkshire 
J|;  Partners’  problems  and 
seemed  to  genuinely  care, 
Rabat  says.  OHC  also 
agreed  to  work  on  a  time 
and  materials  agreement, 
which  suited  Berkshire’s 
needs  perfectly.  “We  work 
harder  on  the  relationship 
since  it’s  not  a  sure  thing,”  says 
Chris  Stephenson,  a  vice  president 
at  OHC. 

Rabat  no  longer  uses  or  pays  for  the  big- 
name  outsourcer’s  services,  but  he  has  yet  to 
officially  fire  the  firm.  He  wanted  to  see  how 
long  it  would  take  the  company  to  get  back  to 
him,  and  it  has  been  two  years  and  counting. 

“The  relationship  just  vanished,”  Rabat  says. 
“We  were  a  pain  in  their  butt.” 

—  Lauren  Gibbons  Paul 
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Hilden  made  sure  IBM 
Global  Services’  out¬ 
sourcing  unit  was 
backed  by  solid,  docu¬ 
mented  procedures  before  he  signed  his  latest 
contract  with  the  service  provider. 

As  you  evaluate  potential  outsourcers,  ask  to 
see  a  procedures  guide.  If  the  company  doesn’t 
have  one,  this  tells  you  that  the  firm  doesn’t 
place  much  emphasis  on  institutional  knowl¬ 
edge  and  procedures,  says  Hilden,  adding  that 
he  wouldn’t  do  business  with  such  a  vendor.  If 
there  is  a  procedures  guide,  assess  it  by  examin¬ 
ing  major  areas  such  as  initial  configuration  or 
network  segment  restoration. 

The  only  way  an  outsourcing  customer  can 
hope  to  achieve  consistency  across  time  zones 
and  locations  is  if  the  vendor  adheres  to  clearly 
defined  procedures,  Hilden  says.  “The  worst  thing 
you  can  have  is  something  unexpected.” 

Apart  from  turnover,  friction  may  result  if  your 
outsourcer  doesn’t  offer  you  a  single  point  of  con¬ 
tact  to  manage  the  contract,  says  The  Yankee 
Group’s  Logemann.  While  Hilden  has  learned 
not  to  get  too  attached  to  any  one  individual,  he 
relies  on  a  single  point  of  contact  and  insists  on 
creating  a  rapport  with  that  person.  But,  he  notes, 
“you  have  to  have  those  strong  procedures  and 
policies  to  fall  back  on.  The  next  person  has  to  be 
able  to  step  in  and  not  miss  a  beat.” 

Just  as  turnover  on  the  outsourcer’s  side  can 
cause  problems,  your  own  staff  changes  also  can 


Get  more  online: 

•  Step-by-step  instructions  for  drafting ' 
an  effective  request  for  proposal 

•  Resources  to  help  you  decide  if  outsourcing  is 
right  for  your  company 


THE  CONTRACT  CHANGE  CONTINUUM 

According  to  Boston  market  research  firm  The  Yankee  Group,  most  network  outsourcing  deals  get  renegotiated 
at  some  point  before  the  end  of  the  contract.  In  Gray  Zone  situations,  such  as  those  in  which  the  outsourcer’s 
ownership  changes,  clients  should  be  ready  to  renegotiate. 
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upset  the  delicate  balance  of  outsourcer/client 
relations.  Oftentimes,  the  internal  project  manag¬ 
er  will  be  promoted  or  quit  and  the  replacement 
walks  in  with  the  attitude  that  the  vendor  is  mak¬ 
ing  too  much  money  off  the  outsourcing  agree¬ 
ment.  This  attitude  is  deadly,  Logemann  says. 

“I  want  someone  running  the  vendor  deal 
whose  cup  is  half  full,  not  half  empty,  so  he  won’t 
always  be  looking  for  a  fight,”  he  says. 

Customers  must  expect  the  vendor  to  make  a 
reasonable  profit  on  the  services  it  provides. 
“Some  people  apparendy  feel  it  is  OK  to  squeeze 
more  than  the  last  nickel  out  of  a  supplier.  But 
that’s  just  what  you  don’t  want,”  Logemann  says. 
“When  vendors  are  squeezed,  they  have  no 
choice  but  to  reduce  the  quality  or  staffing  levels 
of  the  delivery  personnel.” 

If  quality  declines  or  something  that  threatens 
service  delivery  looms  on  the  horizon,  it’s  time 
to  renegotiate  —  no  matter  where  you  are  in  the 
formal  contract. 

And  if  you  intend  to  dump  your  current  out¬ 


sourcer  and  sign  with  a  new  vendor,  you’d  better 
start  looking  around  well  in  advance  of  the  con¬ 
tract’s  formal  end  date  —  about  six  to  eight 
months  before,  according  to  Logemann.  If  you’re 
going  to  invite  several  vendors  to  bid,  “It  takes  36 
weeks  from  [a  request  for  proposal]  to  contract 
signing  —  and  that’s  at  breakneck  speed,”  he  says. 

The  Yankee  Group  also  defines  a  change  in 
ownership  of  the  outsourcing  vendor  as  a  gray 
area  in  which  many  client  companies  might  wish 
to  renegotiate  (see  graphic,  above). 

But  Aramark  Uniform’s  Patel  isn’t  worried 
about  the  recent  sale  of  Digital  to  Compaq. 

“It’s  a  great  buy  for  both  sides.  For  customers 
like  us,  it’s  one-stop  shopping  since  we  buy 
Compaq  servers  and  PCs,”  he  says.  Time  will  tell  if 
his  optimism  is  well-founded,  but  at  least  he’s 
Logemann ’s  half-full  kind  of  guy.  After  all,  flexibil¬ 
ity  has  to  run  both  ways. 

Paul  is  a  freelance  writer  in  Belmont ,  Mass.  She  can 
be  reached  at  laurenpaul@sprintmail.com. 


Gauging  who’s  got  the  best  people 


o 


he  tight  labor  market  for  skilled  IT  professionals  is  one 
of  the' top  reasons  managers  cite  for  turning  to  out¬ 
sourcing.  But  how  do  you  know  outsourcers  aren’t 
feeling  the  crunch? 

“[Outsourcers]  run  around  telling  everyone  they 
have  the  best  people,  but  the  reality  is  they  have  just  as 
much  of  a  problem  as  anyone  else”  when  it  comes  to 
attracting  and  retaining  employees,  says  Deb  Mielke,  a 
director  at  telecommunications  management  consultan¬ 
cy  TeleChoice  in  Dallas,  and  a  former  employee  of  MCI 
and  SHL  Systemhouse.  “The  only  way  outsourcers  can 
retain  the  best  and  the  brightest  is  with  monster  salaries.” 

Outsourcing  professionals  have  a  notoriously  high  burnout 
rate  because  their  companies  don’t  invest  in  them  for  the  long 
run.  Before  you  sign  on  with  an  outsourcer,  get  an  accurate  gauge  of 
whether  the  company  is  investing  in  its  people  by  visiting  the  office  and 
judging  the  mood  of  the  place. 

Go  to  the  network  center  and  check  out  the  outsourcer’s  equipment 
and  network  management  tools,  Mielke  advises.  “I  want  to  see  as  much 
automation  as  possible  and  signs  that  they’ve  made  a  capital  investment,” 


she  says.  ‘You  also  want  to  see  they’re  not  going  crazy  when 
you  walk  in.  If  [employees]  appear  a  little  stressed, 
they’re  probably  a  lot  stressed.  If  you’re  talking  to 
someone  and  his  pager  keeps  going  off,  that’s  not  a 
good  sign.” 

Ask  pointed  questions  rather  than  settling  for  blan¬ 
ket  assurances  that  the  outsourcing  team  is  highly 
experienced.  Find  out  how  long  the  average  tenure 
is,  and  when  you’re  at  the  request  for  proposal  stage, 
get  copies  of  employees’  resumes.  Don’t  be  alarmed  if 
first-level  team  members  have  only  two  to  three  years  of 
experience.  However,  the  rest  of  the  employees  should 
have  eight  to  10  years  experience  and  all  the  requisite  certi¬ 
fications,  Mielke  says. 

Mark  Hilden,  chief  information  officer  at  Atlanta  insurance  firm  Ace 
USA,  says  outsourcing  insulates  him  from  human  resources  issues  to 
some  degree.  That  doesn’t  mean  he  ignores  personnel  issues,  however.  “I 
expect  my  vendors  to  have  good  solid  hiring  and  retention  policies  for 
their  staff,  and  I  review  those  [policies],”  he  says. 

—  Lauren  Gibbons  Paul 
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BARDON  DATA  SYSTEMS  FULL  CONTROL  1.5  IS  A  WORLD  CLASS 
SECURITY  TOOL  FOR  WINDOWS  95  AND  98  CLIENTS. 


By  Bob  Currier 

t’s  rare  for  a  new  company  to  hit  a  home  run  with  the  first 
version  of  a  new  product,  but  that’s  just  what  Bardon  Data 
Systems  does  with  Full  Control  1.5,  which  earns  our  World  Class 
award  for  its  ability  to  secure  Windows  95  and  98  workstations  that 
are  shared  by  multiple  users. 

Full  Control  provides  administrators  with  the 
ability  to  specify  what  programs  can  be  run  by 
whom,  and  how  long  users  are  allowed  to  stay 
logged  on.  The  software  validates  users  at  logon 
time  and  prevents  them  from  running  programs 
for  which  they  aren’t  authorized  and  from  chang¬ 
ing  or  deleting  configuration  settings. 

Full  Control  can  also  monitor  and  log  all  Web 
browser  activity,  giving  administrators  the  ability  to 
see  just  where  their  users  have  been  surfing,  and, 
if  misuse  is  detected,  to  lock  out  questionable  sites. 

We  spent  several  days  testing  Full  Control  and 
despite  our  best  efforts  couldn’t  find  a  way  to 
bypass  its  security  features.  Installation  was 
smooth,  reporting  was  excellent  and  the  clone  fea¬ 
ture,  which  lets  you  take  a  snapshot  of  a  preconfig¬ 
ured  workstation  and  then  distribute  the  image  to 
multiple  systems,  worked  like  a  charm. 

We  had  only  one  quibble  with  the  package’s 
security  features,  in  the  area  of  password  verifica¬ 
tion.  Windows  95  allows  users  to  enter  any  pass¬ 
word  they  choose,  including  their  user  name  and 
other  easily  guessed  words.  Full  Control  has  no 
facility  to  tighten  password  security  or  to  perform  a 
password  table  scan  and  report  insecure  passwords. 

Configuring  security  settings  is  simple,  or  at 
least  it  was  for  us  after  we  learned  a  shortcut.  The 
first  time  we  used  the  program  we  added  users 
one  at  a  time  to  Full  Control  before  we  set  them 
up  on  the  workstation.  This  seemed  to  confuse  die 
program.  The  setup  process  is  much  easier  when 
you  first  add  users  via  the  Windows  95  Users 
applet  in  the  Control  Panel.  At  that  point,  clicking 
on  Full  Control’s  User  Setup  button  displays  a  list 
of  known  Windows  users.  You  select  the  user  you 
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wish  to  modify,  then  configure  the  user’s  settings 
from  a  plethora  of  options. 

You  can  specify  which  programs  users  may  run, 
how  long  they  can  stay  logged  on,  how  they  should 
be  logged  off  when  their  time  expires,  which  files 
they  can  view  or  execute,  whether  their  worksta¬ 
tion’s  CD-ROM  door  should  be  locked  and  more. 
We  weren’t  able  to  think  of  a  restriction  or  access- 
limiting  feature  that  wasn’t  provided. 


View  our  test  methodology  and  download 
a  demo  copy  of  Full  Control  from  Network 
Wort 


im.niiirnision.CQ 


The  number  of  settings  and  potential  combina¬ 
tions  makes  Full  Control’s  cloning  feature  particu¬ 
larly  useful.  With  it,  you  can  define  a  master  con¬ 
figuration  and  then  clone  the  settings  to  as  many 
systems  as  needed. 

For  example,  suppose  you  had  a  pool  of  PCs 
and  a  pool  of  temporary  workers,  each  with  a  dif¬ 
ferent  user  name  and  different  assigned  applica¬ 
tions.  Each  temp  might  use  any  PC  on  any  given 
day.  You’d  set  up  each  user  on  one  machine,  then 
clone  all  the  settings  to  either  an  installation 
diskette  or  a  shared  directory  on  the  network, 
from  which  you  could  manually  install  die  soft¬ 
ware  to  all  the  PCs  in  the  pool.  Full  ConUol  would 
then  configure  each  user’s  desktop  appropriately 
during  logon. 

We  found  cloning  worked  well.  We  were  also 
pleased  with  Full  Control’s  flexible  reporting  tools. 
You  can  opt  to  log  all  user  activity  to  a  file,  then 
create  reports  that  include  user  names,  program 
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Full  Control  1.5 

Bardon  Data  Systems 
(510)  526-8470 
www.  bardon.  com/fullctl.  him 
$49. 95  per  workstation 


▲  Easy  to  install 

▲  Robust  —  couldn’t  defeat  security 

▲  Excellent  report  generation 

▲  Able  to  done  master  setup 


CONS 


▼  Uses  Microsoft’s  weak  password 
security  which  allows  easily  guessed 
passwords 

▼  Documentation  has  “shareware’’ 
look 


names,  the  amount  of  time  each  task  is  used  and 
the  order  in  which  events  occur.  You  can  also 
graph  the  top  10  items  in  a  report  as  a  pie  chart. 
You  can  view  and  print  reports  based  on  entries  in 
die  log  file,  or  you  can  view  the  log  file  data  in  a 
NotePad  window. 

If  you  need  a  report  that  isn’t  provided,  Full 
Control  allows  you  to  define  searches  on  all 
users  or  on  individual  users.  You  can  also  convert 
the  text-based  log  file  into  a  spreadsheet  or  data¬ 
base  program. 

Installation  options  are  numerous,  ranging 
from  a  manual  install  at  a  single  workstation  to 
unattended  automated  installation  using  com¬ 
mand-line  parameters  within  a  batch  file.  The 
program  won’t  install  files  without  telling  you 
where  they’re  going,  nor  does  it  change  any  sys¬ 
tem  files  other  than  the  registry.  Full  Control 
backs  up  the  existing  registry  files  at  the  start  of 
each  session,  making  it  easy  to  roll  back  to  the 
most  recent  settings. 

The  documentation  supplied  by  Bardon  consists 
of  a  black  and  white  staple-bound  booklet  with  the 
installation  diskette  attached  to  tire  last  page.  The 
manual  is  well-written  and  informative,  but  the 
appearance  really  detracts  from  the  otherwise  pro¬ 
fessional  nature  of  Full  Control. 

Full  Control  is  an  excellent  tool  at  any  price  and 
an  amazing  value  at  $49.95  per  workstation.  Its 
ease  of  installation,  incredible  number  of  configu¬ 
ration  options  and  the  unobtrusive  way  in  which  it 
works  makes  it  a  must-have  for  anyone  who  man¬ 
ages  Windows  95  and  98  workstations. 

Currier  is  director  of  data  communications  at  Duke 
University  in  Durham,  N.  C.  He  is  the  recipient  of 
Netwoik  World’s  1997  User  Excellence  Award  and  an 
Honorable  Mention  in  the  1 997  Excellence  in  Campus 
Networking  competition  sponsored  by  CA  USE,  a  user 
group  for  computer  professionals  in  higher  education. 
Currier  can  be  reached  at  ( 91 9)  660-6995  or  robeit. 
currier@duke.  edu. 

Currier  is  also  a  member  of  the  Network  World  Test 
Alliance,  a  cooperative  of  the  premier  reviewers  in  the  net¬ 
work  industry,  each  bringing  to  bear  years  of  practiced 
experience.  For  more  Test  Alliance  information,  including 
what  it  takes  to  become  a  member,  go  to  www.nwfusion. 
com/alliance. 
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Management  Strategies 

Outdoor  paradise 

The  golf  is  great  and  there  are  lakes  aplenty.  It’s  Spokane  —  not  yet  a  high-tech  hot  spot  but  warming  up. 


he  secret  is  getting  out  —  Spokane  is 
in.  While  network  managers  around 
the  country  are  having  trouble  finding 
enough  IT  employees,  in  Spokane, 
Wash.,  the  supply  of  talented  tech¬ 
nology  workers  generally  outstrips 
demand.  But  high-tech  jobs  are  start¬ 
ing  to  roll  in  as  word  gets  out  that  the 
area  is  a  haven  for  outdoor  enthusiasts 
and  folks  who’ve  simply 
had  enough  of  overcrowded  and 
high-priced  high-tech  hot  spots 
such  as  Silicon  Valley. 

Boeing,  Hewlett-Packard  and 
Wang  Global  discovered  the  appeal 
of  doing  business  in  the  Spokane 
area  several  years  ago,  while  a 
skilled  work  force  and  plentiful 
labor  supply  have  helped  the  city 
attract  a  bevy  of  new  companies  in 
recent  years. 

A  number  of  firms  have  opened 
customer  service  centers  in  the 
area,  including  Cabletron,  Sears, 

Pitney  Bowes  and  Sallie  Mae 
Servicing. 

BF  Goodrich’s  aerospace  division 
will  build  a  130,000-square-foot 
manufacturing  facility  that’s  sched¬ 
uled  for  completion  next  summer. 

And  routing  switch  vendor  Packet 
Engines  relocated  from  California 
in  late  1995  and  now  employs  185  people. 

California  transplant  P.J.  Singh,  vice  president 
of  engineering  for  Packet  Engines,  doesn’t  miss 
the  Bay  area’s  traffic  jams  and  exorbitant  cost  of 
living.  “I  bought  a  new  house  that  I  never  could 
imagine  buying  back  there.  And  every  time  I  go 
to  the  Bay  area  for  a  meeting,  I  can’t  wait  to  get 
out  of  there,”  he  says.  In  Spokane,  the  median 
home  price  is  just  $103,900. 

Chuck  Fritz,  a  network  analyst  for  Principal 
Financial  Group,  relocated  to  Spokane  two  years 
ago  when  the  financial  services  company  moved 
its  300-person  pension  administration  staff  there 
from  corporate  headquarters  in  Des  Moines, 
Iowa.  Fritz  had  never  lived  in  the  Northwest,  but 
wasn’t  disappointed  when  he  arrived.  And  while 
some  folks  eventually  transferred  back  to  be 
closer  to  family  members,  Fritz  has  no  plans  to 
leave  any  time  soon. 

“There  are  a  million  lakes  to  go  fishing,  boat¬ 
ing  or  water-skiing  on  and  I  don’t  think  the 
camping  here  can  be  beat  anywhere,”  Fritz  says. 
“I’ve  never  heard  of  anyone  leaving  this  part  of 
the  state  because  they  didn’t  like  it  here.” 

Located  about  300  miles  east  of  Seattle,  the 
Spokane  area  has  plenty  of  fans.  While  the  city 
itself  is  small,  the  region  stretches  east  across  the 
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border  to  include  Coeur  d’Alene,  Idaho,  and  is 
home  to  upwards  of  500,000  people.  Outlook 
Magazine  this  year  added  Spokane  to  its  list  of  25 
“choice”  cities  to  live  in.  Golf  Digest,  meanwhile, 
noted  that  Spokane  offers  a  better  selection  of 
affordable,  challenging  municipal  golf  courses 
than  any  other  place  in  the  country. 


Chuck  Fritz,  a 

two  years  ago 


network  analyst  with  Principal  Financial  Group,  doesn ’t  regret  moving 
and  enjoys  the  area ’s  abundance  of  outdoor  recreation. 


Unlike  Seattle,  Spokane  has  a  four-season  cli¬ 
mate  and  gets  about  half  the  rainfall  that  its  sis¬ 
ter  city  across  the  state  receives.  The  downside  to 
Spokane  is  that  finding  an  IT  job  is  even  more 
challenging  than  the  area’s  golf  courses. 

Rene  Reighard,  a  network  administrator  for 
Kaiser  Aluminum  and  Chemical  in  Spokane, 
moved  to  the  city  more  than  two  years  ago  from 
the  resort  town  of  White  Salmon,  Wash. 

Reighard  heard  about  the  job  from  a  colleague 
in  the  aluminum  industry  and  considered  herself 
lucky  to  get  it.  “It’s  definitely  one  of  the  best 
employers  in  town,”  she  says. 

Recruiting  managers  say  demand  for  sophis¬ 
ticated  technology  and  network  employees  is 
fairly  limited.  “To  date  we’ve  been  successful  in 
attracting  local  talent,  though  it’s  becoming 
more  and  more  competitive,”  says  Lori  Kory, 
human  resources  director  for  Dakotah  Direct,  a 
call  center  service  bureau  in  Spokane.  However, 
Kory  has  had  to  advertise  in  diverse  markets  to 
fill  a  few  specialty  positions. 

Spokane’s  unemployment  rate  hovers  around 
a  healthy  3.7%.  But  Mark  Turner,  president  of 
the  Spokane  Area  Economic  Development 
Council,  says  the  figure  masks  a  high  level  of 
underemployment  created  by  the  region’s  heavy 


reliance  on  service-oriented  businesses  such  as 
health  care  and  retail  establishments.  The  under¬ 
employed  are  those  who  are  overqualified  for 
the  low-paying  jobs  they  hold. 

High-tech  haven 

The  only  major  city  between  Seattle  and 
Minneapolis,  Spokane  provides  services  to  a 
regional  population  of  about  1.5  million.  As  a 

result,  Turner  says  businesses  mov¬ 
ing  into  the  area  often  have  no 
problem  filling  positions  in  spite  of 
the  low  unemployment  rate.  “Most 
of  those  technology-oriented  busi¬ 
nesses  are  not  hiring  people  from 
ranks  of  the  unemployed  but  from 
the  ranks  of  the  underemployed.” 

Spokane  also  has  developed 
something  of  a  sub-specialty  in  call 
centers.  Chances  are,  for  instance, 
that  when  you  call  Microsoft  with 
questions  about  Windows  98,  you’ll 
be  talking  with  someone  at  Soft¬ 
ware  Spectrum,  a  Dallas-based  con¬ 
tract  call  center  that  recently 
opened  a  Spokane  branch. 

As  Fritz  and  Singh  have  found, 
Spokane’s  affordable  housing  and 
desirable  quality  of  life  are  big 
to  Spokane  draws.  With  a  population  of 

188,000,  Spokane  doesn’t  have 
much  traffic.  But  it  does  have  met¬ 
ropolitan  attractions  such  as  a  symphony  and 
opera  company.  Downtown,  workers  and  shop¬ 
pers  can  stroll  through  a  16-block  area  connected 
via  skywalks.  The  $110  million  Riverfront  Park 
Mall,  located  along  the  scenic  Spokane  River,  is 
scheduled  to  open  in  the  fall  of  1999. 

Outdoor  enthusiasts  will  enjoy  the  78  lakes 
that  are  within  a  two-hour  drive.  Skiers  have  to 
drive  only  a  bit  farther  to  take  advantage  of  sev¬ 
eral  Canadian  ski  slopes  and  the  buying  power  of 
the  American  dollar. 

“If  you’re  a  person  who  likes  the  outdoors, 
there’s  probably  no  better  place  to  live,”  says 
Kevin  McDowell,  a  recruiter  for  Humanix 
Personnel  Services  in  Coeur  d’Alene.  “There’s 
boating,  fishing,  hiking,  backpacking,  mountain 
bike  riding,  everything  and  anything  for  the  out¬ 
door  enthusiast.” 

Duffy  is  a  freelance  writer  in  Northampton,  Mass.  He 
can  be  reached  at  tdufjy62@compuserve.com. 


o  Go  online  for  more  information  about 
the  Spokane  area  and  employers 
there. 
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CRAIG  SWEAT 


rw.iceexpo.com 

I -800-667-4ICE  (4423) 


COMPAQ. 

Microsoft 


INTERNET  SOLUTIONS  FOR  THE  ENTERPRISE 


BamesandNoble.com 


An  International  Data  Group  Company 


Register  NOW  for  the 


✓  Learn  How  Companies  are  Making 
Money  on  the  Web 


✓  Explore  Internet  Business  Models 
that  are  Working  Today 


✓  Understand  Obstacles  to  Implementing 
Web-Based  Business  Solutions 


✓  Profit  from  Case  Studies  of  Real  Life 
Internet  Commerce  Implementations 


✓  Get  the  Specifics  on  Overcoming 

Barriers  to  Internet  Commerce  Adoption 


Featuring: 

*  Over  100  Educational  Sessions 


*  Over  200  Internet  Vendors 
and  Application  Providers 


*  6  Keynote  Addresses 

from  Internet  Industry  Leaders 


*  The  Internet  Open ' 


*  The  Internet  Town 


I 

Check  Out  Network  World's 

August 


s 


8/10 

8/17 


Man a^e ment  8/24 
Strategies 


Educating  non-techie  bosses 
Ad  Close:  July  29 

Striking  out  on  your  own 
Ad  Close:  Aug  5 

Assembling  an  intranet  team 
Ad  Close:  Aug  12 

How  to  subtly  promote  yourself 
Ad  Close:  Aug  19 


Coverage 


September 

9/7  NFL  teams’  networks  preparing  for  the 

1st  game 

Ad  Close:  August  26 


9/14  Management  by  e-mail 
Ad  Close:  Sept.  2 


9/21  Business  Etiquette  training 
Ad  Close:  Sept.  9 


System  Developer/Programmer: 
Will  be  part  of  Level  3  change 
team.  Implement  IBM  support 
contract  using  CBASIC  and 
FLEXOS  HIGHC.  Contract 
requires  employer  to  support  cus¬ 
tomers  at  over  1,100  retail  enter¬ 
prises  internationally.  Design, 
develop,  support  custom  com¬ 
puter  applications  for  IBM  retail 
systems  /point-of-sale  functions. 
Integrate  Point-of-Sale  applica¬ 
tions  with  other  in-store  proces¬ 
sors  and  remote  host 
systems  using  4680 
ASYNC/BISYNC/TOKEN 
RING  LANS.  Prepare  documen¬ 
tation  for  customer  proposals, 
user  guides,  technical  specifica¬ 
tion,  problem  resolutions.  Train 
staff,  prepare/present  systems. 
Use  IBM  4680/4690,  Supermar¬ 
ket  Application,  General  Sales 
Application,  IBM  4680  CBASIC 
programming  language  skills, 
FLEXOS  HIGHC.  Use  hard¬ 
ware/software  configurations  of 
IBM  4680/4690  Store  Systems, 
Personal  Computers,  OS/2. 
Design  4680  ASYNC/BISYNC 
communication  programs,  using 
financing  service  messaging  con¬ 
cepts.  Req  BS  Computer  Sci/or 
equivalent  and  2  yrs  exp  in  job 
offered.  40  hrs/wk;  $72,000/yn 
Resumes  must  include  applicant’s 
Social  Security  number  and  Job 
Order  number  NC72 12206  and 
DOB  code  030.162-022.  Apply 
to  nearest  Job  Service  office  or 
submit  resume  to  Job  Service, 
700  Wade  Avenue,  P.O.  Box 
27227,  Raleigh,  NC  27611. 


MCI,  the  world  leader  in  advanced  communi¬ 
cations  products  and  services,  is  seeking  a 
Telecom  Network  Manager  to  join  the  team 
at  our  office  nationwide. 


This  position  requires  the  ability  to  perform 
network  order  entry  and  management;  track 
circuit  connectivity;  handle  all  related  hard¬ 
ware  issues;  and  coordinate  terminal  activi¬ 
ties  for  MCI  metro  local,  IDNX  decommission, 
ICRO/IRSOS/security,  telecommuting,  and 
MCI  WAN  networks.  You  will  also  be  respon¬ 
sible  for  network/800  audits. 

Candidates  must  have  a  bachelor’s  degree 
(or  equivalent)  and  2-6  years  of  experience, 
including  tracking  and  resolving  circuit 
installation  issues  using  internal  mainframe 
network  provisioning  software.  Strong  com¬ 
munications,  analytical,  organizational,  and 
interpersonal  skills  are  essential.  A  back¬ 
ground  in  data  communications,  internal 
orders,  PBX,  and  ACD  is  a  plus. 

As  a  well-established  company,  MCI  offers 
excellent  compensation  and  benefits.  If  you 
are  a  motivated  team  player,  please  submit 
your  resume  and  salary  requirements  to: 

MCI  Telecommunications  Corp.,  FAX: 

(888)  328-8289;  e-mail: 
katrina.joyce@mci.com. 

MCI  is  proud  to  be  an 
equal  opportunity 
employer,  M/F/D/V. 


www.md.com 


Have  you  been  looking  for  work  in  all  the  wrong  places?  Then  it’s  about  time  you  took  a  look 
at  RHI  Consulting,  the  leader  in  information  technology  consulting.  We  have  the  connections 
and  the  experience  to  find  contract  positions  specifically  suited  to  your  needs. 

RHI  Consulting  has  more  than  80  locations  in  the  United  States  and  Europe. 

You  can  rest  assured  that  we’ll  find  you  the  right  position  in  the  right  location. 
Plus,  we  offer  the  industry's  leading  benefits  package,  including  major 
medical,  vacation  pay,  vision,  holiday  pay,  and  a  first-rate  advanced 
technical  training  program. 

So,  take  charge  today.  Contact  an  Account  Executive  at  RHI  Consulting 
and  receive  a  free  copy  of  our  latest  Quick  Reference  Guide,  an 
"at-your-fingertips”  guide  for  programmers  and  developers. 


^///CONSULTING 


Information  Technology  Professionals 


800-793-5533 

www.  rhic.  com 


©  RHI  Consulting.  E0E 
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The  Hub  of  the  Network  Buy 


SNMPc  and  CiscoWorks  for  Windows  Users 


:/ng 


http://www.castlerock.com 


Castle  Rack, 

Computing 


Castle  Rock  Computing,  Inc. 
12930  Saratoga  Avenue 
Saratoga,  CA  95070 

Tel:  408-366-6540 
Fax:  408-252-2379 


NT 


•  Distributed  Architecture  Scalable 
to  25,000  Devices 

•  Multiple  Console  Logins 

•  Automatic  Baseline  Alarms 

•  View/Report  TopN  Statistics 

•  Scheduled  Printed  and  WEB  Reports 

•  Derived  MIB  Data,  Including 
Utilization  and  Volume 

•  RMON  and  Device  Specific  Applications 


: 


Network  Manager 
for  Windows  NT 


Reader  Service  No.  300 


Are  You  Puzzled  By  Your  Network  Problems? 
Put  the  Pieces  Together  with  LinkView  PRO, 

A  Software-only  32-bit  Network  Analysis  Application. 


FREE  LAN  ANALYZER 
Just  For  Trying 
LinkView  PRO! 


With  LinkView  PRO: 

•  See  problem  areas  highlighted  on  a  graphical 
map  of  your  network 

•  Determine  why  and  when  the  network  is  slow 

•  Decide  when  to  segment  your  network 

•  Locate  the  top  talker  or  sender 

•  Monitor  critical  network  parameters 

•  Set  alarms  to  detect  both  existing  and 
potential  problems 

•  View  and  decode  protocol  frames 


LinkView  and  LinkView  PRO  are  trademarks  of  Wandel  &  GoKermann,  Inc. 
Windows  is  a  trademark  of  Microsoft  Corporation 


Take  the  guesswork  out  of  analyzing  your 
network  with  Wandel  &  Goltermann’s 
LinkView  PRO.  LinkView’s  unique,  powerful, 
and  cost-effective  analysis  of  Ethernet,  Fast 
Ethernet,  and  Token  Ring  Networks  lets  you 
quickly  and  easily  monitor,  diagnose, 
troubleshoot,  and  understand  your  network. 
LinkView  PRO  is  a  real-time  monitoring  and 
analysis  system  that  provides  continuous 
network  information  down  to  a  single  node  in 
networks  of  all  sizes.  Compatible  with 
Windows  95  and  Windows  NT. 


Download  a  fully  functional  demo  of 
LinkView  PRO  from  our  web  site  at 
http://www.wg.com/iinkviewfr6e.htiRl. 

We  think  you’ll  be  so  impressed  with  what  you 
see  that  we’ll  give  you  a  registered  single-user 
copy  of  LinkView  LAN  Monitor  FREE,  just  for  trying 
our  product  (a  $395  value).  Limited  time  offer. 


Wandel  &Goltermann 

Communications  Test  Solutions 
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Reader  Service  No.  290 


©  1994-98  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe  +44  (0)  1474  702427  FAX  +44  (0)  1474  707830 
info@networkinstruments.com  www.networkinstruments.com  Observer®,  Network  Instruments  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


If  you  have  network  slowdowns,  would  you  know  if  they  are  due  to  overloaded  source  and  cause  is  found,  solutions  and  action  plans  become  clear.  Start  seeing 
bandwidth,  broadcast  storms,  or  errors?  Observer  will  show  your  LAN  traffic  in  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  download 
real  time,  and  with  this  information,  help  you  pinpoint  problems.  Once  the  from  our  web  site. 


www.networkinstruments.com  Minstruments " 


So  Full  of  Features,  You  Won’t  Believe  the  Price. 


$995. 


Ethernet,  Token  Ring  and  FDDI 
Windows  95/98  &  NT  4.x 

Multiple  Mode  Interface 

View  LAN  Errors  (Vital  Signs) 

Monitor  WEB  Servers 

Track  Router  traffic  in  real  time 

Tull  32-bit  (95/98  &  NT  4.x  Only) 

Filter  by  MAC  or  IP  address,  protocol,  or 
offset 

View/  Chart  IP  and  IPX  usage  by  service 
Detect  duplicate  IP  addresses 

Distributed  Observer  is  also  available 
for  multi-segment  LANs/  WANs  for 
8 1290 .  Additional  Probes  are  8295. 


Capture  and  Decode  Protocols 
Monitor  Bandwidth  Utilisation 


Grade  LAN  Efficiency 


Long-Term  Network  Trending 


Auto-discover  Network  Addresses 


Set  Triggers  and  Alarms 


Extensible  with  Probes 


Many  new  decodes  including  IPv6  ® 

Observer  identifies  network  trouble  spots, 
and  costs  thousands  less  than  expensive 
hardware  based  analysers.  With  a 
supported  network  adapter,  Observer 
will  show  network  errors  (CRC, 
Alignment,  Runts,  Too  Big)  displayed  by 
specific  station. 


“Just  think,  Captain,  someday  we 
will  be  able  to  put  voice  and  data 
on  one  circuit.” 


“...And  what  kind  of  technology 
could  make  that  happen?”  ^ 


American 

TECHNOLOGY 


American  Technology’s  1 5 1 0  T I  /FT  I  CSU/DSUs 

with  Drop  &  Insert /  m  Start  at  only  $  I  195! 


SNMP  Managed,  Affordable,  Reliable. 

Just  what  you’d  expect  from... 

For  More  Information: _ 

Phone:  800.223.9758  Fax:  406.777.55 1  2  info@atli.com  http://www.atli.com 
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M  TROC  M 

COMMUNICATIONS.  INC 


VOICE  COMPRESSION 

FXO  FXS 


8ANAL0G  PHONES 


T-1  ACCESS 


ESF/B8ZS 


vs  / 

j.-| 


DROP/INSERT 


ROUTER 


Newbridge . CALL 

Channel  Banks . $995 

AdtranTSUlOO . . . $850 

Kentrox  T-Serv  II  with  Power . $450 

Drop/lnsert  CSU/DSU . . $795 

T-1  CSUs . $250 

T3  Mux  (28  T-1  Channels) . $2,995 

Internet  Routers . $895 

Telco  Systems  Channel  Banks . $1 ,795 

Adtran  56K  DSU . $150 

Kentrox  T3/E3  DSU  New . $2,500 

T1/FT1  CSU/DSU  V.35 . $495 

Channel  Bank  Rentals . $1 99/Mo 

Kentrox  T-Smart  CSU . $750 

56Kbps  DSU  V.35  RS232 . $99 

Micom  56K  Voice  Mux . $995 

BUY-SELL-NEW-USED 

T1/E1  CHANNEL  BANKS 
ROUTERS  CSU/DSUs 

SAME  DAY  SHIPPING 

RECONDITIONED  WITH 
ONE  YEAR  WARRANTY 

OVERNIGHT  ADVANCE 
REPLACEMENT 


(800)  364-8838  OR  (281)  495-6500 

FAX  (281)  495-8449 
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The  Ultimate  View! 


* 


The  UltraView! 


UltraView:  the  keyboard-monitor- mouse  switch  allowing  you 
to  control  multiple  platform  systems  on-screen  from  one  console! 

Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  a!!  of 
your  computers,  any  mix  of  PC,  MAC,  SUN,  HP,  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you. 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-cham  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  the  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  UltraView's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application. 


800-333-9343 


On-screen  display  menu-This  screen  shows  the  overlay 
menu  with  the  selection  for  the  color  scheme  popped  up. 


VlSITOURWEBSITEATWWW.ROSEL.COM 

UPROSE 

ELECTRONICS 


10707  Stancliff  Road  Houston,  Texas  77099 

Phone  281-933-7673  Fax  281-933-0044 


Call  For  A  Free  Catalog: 

♦  Keyboard/ Video  Control 

♦  Print  Sei~vers 

♦  Data  Switches 


Network 

COMPUTING 

yk  * 

_  L 


I 


Remote  salesperson  just  spent  3  hours 
transferring  sales  presentation  from  Detroit. 

Total  long-distance  charges:  $0. 


\ 


"IntraPort™  cut  our  remote  access  costs  by  93%, 

Mark  Schmidt,  Heritage  Breadcasting 


the  VIRTUAL  leader 


1.888.356.0283 


www.compatible.com/vpn_now/ 


It  used  to  be  that  salespeople  out  in  the  field  were  simply  out  in  the  cold  when  it  came  to  having  cheap,  easy 
access  to  centralized  data.  But  now,  thanks  to  IntraPort™  VPN  Access  Server  from  Compatible  Systems, 
you  can  get  secure  remote  access  at  a  fraction  of  the  traditional  cost. 

IntraPort  allows  you  to  create  a  Virtual  Private  Network  (VPN)  using  the  Internet  to  connect  remote  offices 
to  a  central  database.  For  Heritage  Broadcasting  Group,  owner  of  CBS  affiliates  in  Northern  Michigan,  that 
meant  remote  and  SOHO  salespeople  can  send  and  receive  data  without  long  distance  charges. Their 
phone  bills  went  from  an  average  $400  per  salesperson  to  just  under  $20! 

IntraPort  supports  IP  and  IPX,  increases  security  with  two  levels  of  encryption,  and  decreases  net¬ 
work  administration.  Find  out  how  to  cut  your  remote  access  costs  immediately  and  register 
at  www.compatible.com/vpn_now/  to  receive  your  free  VPN  Handbook  subscription 


i 

I 
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vt?  The  Hub  oft/re  Network  Buy 


THE  SHORTEST  DISTANCE  BETWEEN 
YOU  AND  YOUR  HIGH-SPEED 
COMMUNICATIONS  CIRCUITS 

You're  in  the  business  of  guaranteeing  virtually  100% 
uptime  —  we're  in  the  business  of  making  sure  you  can. 
The  new  DS3/DS1  Test  Access  System  is  the 
perfect  technical  control  solution  for  your 
high-speed  circuits.  It  provides  the  test 
access  functions  of  DACS,  at  a  fraction  of 
the  cost  while  eliminating  the  need  to  send 
a  technician  to  remote  locations. 

Circuit  per  Circuit,  the  New 
D53/DS1  Test  Access  System 
Deuvers  the  Industry’s  best 

PRICE/PERFORMANCE  VALUE! 


a  Smallest  footprint 
a  Compatible  with  all  test  equipment 
a  Built-in  network  card 

a  Guaranteed  uninterrupted  data  transmission 
a  Modular  design  to  house  both  DS3  &  DS1  circuits 

Call  us  today  at  800-344-3934  for  your 
comprehensive  planning  guide  to  test 
access  of  high-speed  circuits. 


Come  see  us  at  ComNet  West  -  Booth  #933 


UnEDH  SWITCH 


105  James  Way,  Southampton,  PA  18966  a  800-344-3934  a  Fax:  215-364-0920  a  Web:  www.virinc.com 


Reader  Service  No.  281 


REBOOT  Remote  Equipment 

From  Anywhere  While  Eliminating 


Costly  Site  Visits 


Server 


Hub 


Router 

■  Through  your  Ethernet  network  with  RPC-3  (8  receptacles) 

I  Through  your  phone  line  with  RPC-2  MD01  (6  receptacles) 

■  Through  your  EIA232  connection  with  RPC-2  ( 6  receptacles) 

Ji  ■  Dial-up  power  control  and  console  port  monitoring  with  one  unit 
^  the  DS-RPC.  (4-12  console  ports,  4  receptacles) 

***  All  units  are  password  protected  ,  have  a  local  EIA-232  port  for  onsite  access  or  use 
with  external  modem  for  dial  backup,  have  programmable  names  for  individual  receptacles, 
support  commands  which  turn  on/off  or  reboot  all  or  individual  receptacles,  and  have 
built-in  surge  suppression. 

ALSO  AVAILABLE:  Solutions  for  in-band  and  out- 
of-band  console  port  monitoring.  Please  contact  us 
for  all  remote  site  management  product  information. 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.baytechdcd.com 
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SNMPc 

Network  Manager  for  Windows 


SNMPc  - SAMPLE  2.MOQ 


•  Full  RM0N  Support 

•  Integrates  with  HP  OpenVIew 

•  TCP/IP,  Telnet,  TFTP,  B00TP 

•  WinSNMP/WinSock/DDE  APIs 

•  SNIP,  ICMP,  IPX  Polling 


Computing 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


Rec  er  Service  No.  252 


Network  Termination  Access 


m 


All  in  this  one  box. 


•  Guaranteed  End-to-End  Service  Level  Commitment 

•  Performance  Monitoring,  Policing,  Shaping  and  Billing  Tools 

•  Hot  Swappable  Interfaces  for  Media  /  Rate  Adaptation 

•  LAN  Network  Termination  Access 

•  Greater  Customer  Flexibility 

•  Supports  oa&m  standards  Next  Release  With 

•  Pricing  Starts  at  $5,000  Voice  Support! 


HyNEX  Switching  to  Affordable  ATM 


Tel:  +972-9-970-4110  •  Fax:  +972-9-970-4210  •  email:  info@hynex.com 
P.O.Box  286,  Shefayim  60990,  Israel  •  http://www.hynex.com 


Reader  Service  No.  299 


46  •  Network  World  •  August  3, 1998  •  www.nwfuslon.com 


Giving  You 


Your  server  configuration  is  expanding 
at  an  incredible  rate.  However,  your 
server  room  is  not.  Cybex  KVM 
switches  let  you  pack  more  of  your 
vital  network  equipment  into  less  space. 

The  AutoView  Commander  KVM  switch 
allows  you  to  control  up  to  64  computers  with  just  one  keyboard, 
monitor  and  mouse.  By  eliminating  unneeded  peripherals,  you 
reduce  your  floor  space  requirements  by  50%  or  more,  freeing 


The  Squeeze? 


up  valuable  real  estate  for  other  uses.  And  while  you 
breathe  easier  in  the  new-found  space,  the  AutoView 
takes  the  squeeze  off  your  budget  by  reducing  your 
power  and  cooling  costs. 


For  larger  installations,  the  AutoBoot  Commander  4xP 
delivers  true  matrix  switching.  Any  number  of  users  can  control 
hundreds  of  servers  directly  from  their  own  consoles. 

If  the  pressure  is  building  in  your  building,  give  us  a  call  today. 


Novell. 


Cybex  Computer  Products  Corporation  |  www.cybex.com  |  1-800-932-9239 

Cybex,  the  Cybex  logo,  AutoView,  Commander,  AutoBoot  and  4xP  are  trademarks  or  registered  trademarks  of  Cybex  Computer 
Products  Corporation. The  CRN  Test  Center  Recommended  logo  is  a  copyright  of  CMP  Media  Inc. 


Designed  for 

«■*<! 


IB. 


APPROVED 


S31 

Microsoft8 

WindowsNT* 
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West  Hills 


10/100  Network  Cards 

Gigabit  Network  Adapter . 

.Call  for  Prices 

3COM  Fast  EtherLink  XL 

Auto-sensing  10/100  PCI  RJ45  network  adapter . 
(3C905-TX)  . 

Call  for  Prices 

INTEL  PRO/1 00  TX  PCI 

High  performance  10/100  32  bit,  RJ45,  adapter. 
(PILA8460)  . 

$60 

Hubs 

Cisco  10/100  Fast  Hub 

Dual  speed  auto-sensing  10/100  hub. 

12-Port  (112T) . $616  24-Port  (124T). 

$1,235 

D-LINK  10/100  Hubs 

16  and  24  10/100Base-TX  Dual  Speed  Unmanaged  Hub 
16-Port  (DFE-916X) . $730  24-Port  (DFE-2624X)... 

. $970 

NBASE  MegaStack  100  -  Fast  Ethernet  Hub 

24  10/100  Port  autosensing  stackable  hub 
with  option  for  fiber  uplink  (NH1026) . 

$1,556 

Switches 

3COM  SuperStack  II  Switch  1100 

The  Switch  1100  provides  12-24  switched  Ethernet  ports  and  2 
10/100  ports.  (3C1 6950/1)  . Call  for  Prices 


Networking  Solutions 


3COM  SuperStack  II  Switch  3300 

Switched  10/100Mbps  RJ45  ports 

1 2-port  (3C1 6981 )  24-port  (3C1 6980) . Call  for  Prices 

BAY  NETWORKS  303/304  Switch 

12  and  24  lOBaseT  ports  and  one  100TX  port. 

12-Port  (AL2001E05) . $890  24-Port  (AL2001E04) . $1,120 


Remote  Access 


ADTRAN  T1/FT1 

TSU  LT  V.35,  CSU/DSU.  (120206011)  . $659 

ASCEND  Pipeline  65 

Pipeline  85  ISDN  Bridge  Router  with  2  Pots  and  4  RJ45  ports 
(P85-1BRI)  . $655 


BAY  NETWORKS  BayStack  350T/350T-HD 

16  and  24  10/100  auto-sensing  ports. 

16-Port  (AL2012E01)  24-Port  (AL2012E10)  24-port.  Call  for  Prices 
BAY  NETWORKS  Accelar  1250 

4  slot  chassis  switch  (DJ1402002)  . $1,220 


Cisco  Catalyst  1924 

24  port  lOBase-T  switch  with  2  100Base-TX  port. 


(WS-C1924-A)  . $1,128 

Cisco  Catalyst  2924 

24  port  10/100  (WS-C2924XL)  . $2,248 


NBase  MegaSwitch  II  10/100/1000 

10/100  auto-sensing  switch  with  up  to  48-ports  and  2-slots  to  offer 
Fiber  up  to  IIOKm,  ATM,  and  Gigabit  Ethernet  -  All  in  one  box. 


(NH2048)  . $2,190 

Gigabit  Ethernet  Module  (NH2002/GE/M) . Call  for  Prices 

NBASE  MegaSwitch 

8-port  lOBase-T  and  2-port  10/100  (NH210)  . $780 


ASCEND  Pipeline  130 

Pipeline  130  Router  ISDN  BRI,  Built-in  NT1,  IP/IPX 
(P130-UBRI-V35)  . . $1,285 


3Com/USR  Access  Concentrator  3000 

Supports  Full  T1  with  24  to  144  Modems  (001843-00) . $5,430 

CISCO  2501  Router 

1  Ether  port/2  serial  ports  (Cisco2501-CH)  . Call  for  Prices 


CISCO  2509  Router 

1  Ether  port/2  serial  ports/8  Asynchronous  ports. 

(Cisco2509-  CH) . $2,129 

Special  Pricing  for  ISP’s 

100Base-TX  to  100Base-FX  Transceiver . Call  for  Prices 

lOBase-T  to  AUI/FL  Transceiver . Call  for  Prices 

BNC  to  RJ45  Transceiver . Call  for  Prices 


Transceivers 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1-800-FOR-LANS 

1-800-367-5267 

sales@west-hills.com 


wesi  hiiii 

LAN  lYfirUI 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-817! 

Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivers'  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  C  hange  Without  Notice 
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The  Hub  of  the  Network  Buy 


r  Who  Says?! 

%m/M  is  Just  for  DOS? 


Precision  , 

- - = ^Hesstyprk 

Five  Central  Street,  Topsfield,  MA  01983 


Reader  Service  No.  254 


(978)  887-6570  (phone) 
(978)  887-6552  (fax) 
http://www.guesswork.com 
Email:  info@guesswork.corn 


Dataprobe’s  Communicating  Annunciator 
Puts  YOU  In  Command. 


Monitor  &  Control  Remote  Equipment 
Alarms  Reported  Via  Modem  /  Pager  /  LAN 
Switch  Remote  Data  Lines  &  Ports 


Visit  Our  Web  Site:  www.dataprobe.com 

•  See  Live  Annunciator  Demo! 

•  Over  500  Datacomm  Products  Available 


H  •  n 


Service,  Speed,  -and  Reliability, 
not  just  low  prices  or  fancy  ads 


Communications  Inc. 

International  +1(408)  530-1000 
:sales@netnation.com 
Web  site:  vvww.netnation.com 


5-01 1 8 


Using  35  T3  lines 

Reliability 

Redundant  power  management 
systems,  UPS  and  350  kW 
generator  backups,  manned 
7  x  24,  "floating"  floor,  special 
fire  protection,  air  conditioning, 
seismic  and  security  systems 

You  Get: 

50  MB  disk  space, 

2  GB  traffic  /month, 
FrontPage™98  Server  Extensions, 
Web  Site  management  Control 
Panel,  Web  Site  Statistics 

Optional  Features: 

CyberCashrM,  Storefront™, 
Truespeech™,  SSL,  RealAudio™, 
RealVideo™,  JavaChat,  WebAlert 

Domain-Name 

Registration 

GLOBAL  -  .com,  .net,  .org, 
and  COUNTRY  domains 

30  day 

money  back  guarantee! 


iSigi 


CyberCash ‘ 


THAVTI 


[Prices  and  features  subject  to  change  without  notice.  All  trademarks  are  the  property  of  the  respective  owners. I 

*US$70  domainnamereoi^rationfeeisreouiredbylnterNICfthird  party  entity) 
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The  Simple,  Powerful  &  Affordable 


Proven  Firewall  Technology 
Network  Address  Translation 
Unlimited  User  License 
High  Performance 
Transparent  Network  Access 
Easy  to  Configure  &  Use 
Remote  Web  Based  Management 
Minimal  Hardware  Requirements 
Ideal  for  Intranets 
Cost  Effective 


$  995.00 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  +1  -407-380-0220  Fax:  +1  -407-380-6080 


Network  Ready 
CD-ROM  Servers 

Fro6$fJ*9 

Excel  custom  designs 
powerful,  expandable 
CD-ROM  Solutions  for 
Netware,  Windows  NT  and 
Unix  Systems  ranging  from 
7  to  256  CD-ROM  Drives. 


MB 


Do  You  Want 

...to  increase  sales? 

...more  leads  and  qualified  buyers? 

...an  effective  advertising  campaign? 

...to  sell  your  products  and  services? 

Network  World's  Marketplace  has  helped  many  new  and  established 
companies  accomplish  these  and  many  other  goals. 

Advertise  your  product  or  services  here  and  watch  your  company 
succeed.  Call  Direct  Response  Advertising  today 
at  1-800-622-1108  ext.  7507. 


The  Hub  of  the  Network  Buy 


Protocol  Reference  Guides 


Save  valuable  time  troubleshooting  your  internetwork  with 
these  Reference  Guides.  Each  laminated  guide  is  8  V2"  x 
11",  double-sided,  and  available  for  only  $5.95  each,  plus 
shipping.  The  following  titles  are  available: 


LANs 

Architectures 

WANs 

Net  Mgt 

Internets 

•ATM 

•  AppleTalk 

•DS1/DS3 

•SNMPvl 

•  TCP/IP 

•  ATM  LAN  Emulation 

•  Banyan  VINES 

•  Frame  Relay  •  SNMPv2 

•  IPv6  (IPng) 

•  Ethernet /IEEE  802.3 

•  DECnet  Ph  IV 

•ISDN 

SNMPv3 

^  RIP 

•FDDI 

•  GOSIP  version  2 

•SMDS 

•RMON 

^  PSVP 

•  Token  Ring/IEEE  802.5 

•  Novell  NetWare 

•SONET 

•  RMON2 

•OSPF 

•  LAN  Cabling 

•  The  Internet 

•X.25 

•  WAN  MIBs 

•  ISO  TP/CLNP 

•  Physical  Layer 

•  Internetworks 

•ADSL 

IPv6  MIB 

•  ISO  IS-IS 

•  Data  Communication 

•  Unix 

•PPP 

•HTMUHTTP 

•  ISO  ES-IS 

^  DHCP 

BGP 

Call  Us  for  More  Information  and  a  Free  Catalog 


Hollister  Associates  •  P.O.  Box  575  •  Lyons,  CO  80540 
Tel:  (303)  682-2634  Fax:  (303)  682-2654 

http://www.HollisterAssociates.com  Email:  info@HollisterAssociates.com 

All  trademarks  are  the  sole  property  of  their  respective  companies. 


Render  Service  No.  270 


ROUTERS  •  HUBS 
DSU/CSU  •  SWITCHES 
TERMINAL  SERVICES 


BUY  /Sill/ LEASE 


LIVINGSTON 

Overnight  Delivery:  Fully  Guaranteed 


BAY  •  3COM  •  ADTRAN  •  KENTROX 


B00-S30-6638 


Ph:  805-964-1314 
Fax:  805-964-5649 

www.networkhardware.com 

Network  Hardware  Resale,  Inc. 

M45  Cuu  Ruu,  in.  R,  Sun*  Buuu,  CA  93117 


Circle  Reader  Service  No.  244 


UN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU’S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 

Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John.  ext.  101. 


http://www.adcs-inc.com 
PHONE 
800-783-8979 


c(S> 

S  inc. 


FAX  (916) 
781-6962 


Circle  Reader  Service  No.  240 


Data  Communications 
=  Specialist - 


ADC  Kentrox 
Adtran 

AT&T/Paradyne 
BAT  Electronics 
Bay  Networks 
Cray/Data  tel 
CISCO 
Codex 
Mieom 
Motorola 
N.E.T 
Newbridge 
Paradyne 
Racal  Datacom 
UDS 


New  - 
Refurbished 

Bridges 

Channel  Banks 
DSU/CSU’s 
Hub/Switches 
Frame  Relay 
ISDN 
Modems 
Multiplexers 
Routers 
T-1 /FT- 1 
Voice/Data 
X.25 


Information  Data  Products  Corp. 

1-800-362-3770 

http://www.planet.net/idpc 

Quality  PixrIuci*  ♦  Competitive  Price*  ♦  Immediate  PellverieN 
_ Pre  aiul  Pont  SnlcH  Support _ | 
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Wanted  to  Buy 

Networking  Products  and  Services 

Over  1 57,500  qualified  subscribers  of 
Network  World  are  ready  to  buy. 

Call  to  place  your  ad  in  the  Marketplace 
I  -800-622- 1  1 08  ext.  7465 


For  More  Information  About  Marketplace 

1-800-622-1108 


Multivendor  solutions  with  a  turnkey  approach 


•  Cisco 
Bay 

•  Paradyne 

•  Livingston 
r\  •  Newbridge 

•  3Com/USR 


•  Motorola 

•  UDS/Codex 

•  Micom 

•  Kentrox 

•  Ascend 
•And  More 


MSI  is  different,  and  the  better  value. 
Here's  our  checfclist  to  prove  it. 


7  Waterloo  Road 
Stanhope,  NJ 
07874 


Large  Inventory 
Quick  Delivery 
Manuals  on  CD  Rom 
Overnight  Replacement  Service 
24  X  7  Engineering  Support  A-V  ' 
Design  Assistance  .  \  • » 

Staging  and  Configuration  ' 
On-site  Installation  :}  V 

100%  Satisfaction  Guarantee^  ! 

|  ■  V*  '%*’• '  .. 

Visit  our  Web  site:  www.rrfsic.cpm  : 

...  ,  ;1  ; 

■  Circle  Rendor  Service  No.  232  I 
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The  Hub  of  the  Network  Buy 


Cisco  Systems 


M 

Serve  up  to  80%  on  new/used: 

NETFAST  >  Routers  >-  Switches  >  XDSL  >  T1  CSU/DSUs 

'  >•  ATM  >-  Fast  Ethernet  ►  ISDN  >•  Frame  Relay  yyy  gfjy  USED 

>  CISCO  >•  Lucent/Livingston  >-  Nortel/Bay  Networks  >-  ADC  Kentrox  >-  Xyplex 
-Ascend  > 3C0M/USRobotics  >- Larscom  >- Cabletron  >- Newbridge  >-Adtran 

[wv^djgita[wareiwuse.cqm  >  Paradyne  >•  Digital  Link  >-  Fore 

►  Motorola  >  Network  Assoc.  >  IBM 


Netfast  Communications  Inc.,  56-29  56,h  Drive,  Maspeth,  NY  1 1378  USA 
Phone:  1-888-892-4726  or  718-894-7500  Fax:  718-894-1573 

Circle  Reader  Service  No.  259 


DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


Circle  Reader  Service  No.  219 


I  SMC  pfoteon 


yJ\U\  WAN 


’  chipcom  ^SynOptics 


new/useo 


|^GjB^Nerworta| 


5  3  Com  HUBS 
©  &  SWITCHES 


NEW  /  USED  3  COM  PARTS 


SUPER  STACK  2  -  IOBASE-T  SWITCHES 

12  PORT-W/TX  30690 1 A . 

24  PORT-W/TX3CI6900A  . 

12  PORT-W/2  10/100-320  MODEL 
1 2  PORT  PS40  HUB/S WTTCH-3C 1 6405 

24  PORT  PS40  HUB/SWITCH-3CI6406  . 

12  PORT  IOBASE-T  HUB-3C 16670 . 

SUPER  STACK  2  1 00BASE-TX  SWITCHES  (.  HUBS 

AUTO  10/100  12  PORT  3CI6942A . 

SWITCH  3000  5  lOOBASE-FX-l  TX  . 

12  PORT  IOOB^SE-TX  HUB-3C250B-TX . 

12  PORT  I  0/ 1  00  BASE  HUB-3C 16590 . 

24  PORT  10/100  BASE  HUB-3CI6591 . 

OFFICE  CONNECT  SWITCHES  AND  HUBS 

SWITCH  I40-3C3CJ6730  W/4  IOBASES-T  &  I  TX . 

SWITCH  1 40M-3CI673 1  -SAME  AS  1 40  W/MNGMNT 

HUB  TP  140-3C  16723  W4  100BASE-TX  PORTS . 

TP  1 200-306721  W/12  100BASE-TX  PORTS . 

NETWORK  ADAPTERS 

3C905TX  10/100  PCI .  $6099/100  PACK 

3C90OTPO  IOBT  PCI . $1300/20  PACK 

3C509B-TPO  IOBT  IS  .  $4099/100  PACK 

3C509B-COMBO  IOBT  ISA . $6900/100  PACK 

BAY  NETWORKS 
BAYSTACK 

101  12  PORT  IOBT . $529 

102  24  PORT  I  OB  . $899. 

1 50  24  PORT  IOBT  W/MNGMNT  . $799. 

153  12  PORT  NO  NMM  $419 

152  16  PORT  IOBT  I  COAX  $319 

INTEL  NETWORKING 

12  PORT  10/100  HUB  . $979. 

24  PORT  10/100  HUB . $1569. 

8  PORT  100BASE-TX  HUB  $329. 

24  PORT  IOBASE-T  SWITCH  $  1 509 

8  PORT  10/100  SWITCH  $2039 


$1159 

$1599 

$699 

$439 

$799 

$295 

$1449. 
$5709. 
$799 
.  $1099 
..$1699. 

. $649. 

. $669. 

. $198. 

. $525. 


3C509-TP . 

. $40. 

3C16671 . 

....$650. 

3C16670 . 

....$250. 

3C 16900 . 

..$1400. 

BAY  3308  B 

$650. 

BAY  5308  P . 

..$2395 

BAY  3304-ST . 

...  $700. 

IBM  8228  MAU . 

. S95. 

CISCO  CSMEC6 . 

..$1200. 

3C6555B-016R . 

$9000. 

CHIPCOM  5 1 02M-FBP 

...  $550 

CHIPCOM  5 1 08M-TP  . 

...$550 

CABLETRON  TPMIM-24 

...$795 

CABLETRON  MRXI . 

....$200. 

NE7WORTH  UTPM-S .... 

..$600 

KALPANA  EPP2 11  . 

....$250. 

MORE  INTEL  NETWORKING 

NETPORT  10/100  PRINT  SERVER . $239  EXTERNAL 

PRO  1 0/ 1 00  PCI  NIC . $  1 330/20  PACK 

PRO/ 10+ ISA . $840/20  PACK 

CISCO  NETWORKING 
FAST  HUB  1 08T  8  PORT  1 00BASE-TX  $779 

fAST  HUB  3 16T  1 6  PORT  100BASE-TX  $1139 
FAST  HUB  316C  15  I0OBTX/I  FX  $1499 

CAWUST  1900  12  FORT  IOBT  SWITCH  W/IXUPL  $1229 
CAIADST  1900  24  PORT  IOBT  SWITCH  W/IXUPL  $1459 


MUCH,MUCH  MORE!!!  PLEASE  CALL! 

WWW800AKA-3COM  COM 
Prices  May  Vary  according  to  Quantity 

Quantity.  Reseller  Government  &  Education.  Discounts  available.  | 


E1?G0N0MI 


obos, 

|  1  PLaTnVIFVX/.  NYl  1 1 1  1  8031 


5  1  6  29  3  5.200  1  (FAX:  51  6  293-53251 
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AUTHORIZED  PRODUCT 
&  SERVICE  CENTER 
WE  TEST  ALL  PARTS 
BEFORE  WE  SHIP 


3 uy/Sel i/Tra d e.  New  &  Used 


N  E1HAAORKI NG9 


tZ.ou-t-er&  •  YE? winches  •  H ub>s 


C15C0,  BAYNETWORKS,  CABLETRON 


ASCEND 


Visit  Our  WEBSITE@wurw.bizint.com 

NY  Office/Sales:  r  Main  Office: 

Tel:  (315)  458-9606  IcoA'ttl  Tel:  (978)  667-4926 
Fax:  (315)  458-9493  Fax:  (978)  663-0607 


Livingston  US  Robotics 

Ascend  0,  ®AY  /V^.  Micom 
,6  T't 

-I?  Specialist  in  all  ^ 

^  Cisco  products  "p 
W  including  Memory  ^ 

-  LAN/WAN  Products  ! 

'o-  P 

q  New,  Used,  Lease, 

SCom^-f  Rent  Codex 

Adtran  ^  ‘NO***'  Xylogics 
Motorola  Wellfleet 

We  carry  all  Manufacturers 


MillennilBmSolutions  Group,  Inc. 


•Routers,  Bridges  "Frame  Relay 
•DSU/CSU's  *Hubs,  Modems 

•Switches,  ATM  *Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 
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Cert 

N0 


i  1 


Cisco  routers,  as  well  as  understand 
their  role  in  intranet  and  Internet  tech¬ 
nologies.  This  course  fulfills  the  ICRC, 
ITM  and  ACRC  requirements  for  the 
Cisco  Career  Certifications  program. 


Cisco  codeveloped  and  approved! 


•  Sain  Valuable  Knowledge 
and  Skills 


Increase  Your  Career 
Opportunities 


Increase  Your  Income 


Self -Paced  Format, 

Study  Whenever  You  Want 


•  Interactive  Hands-on  Exercises 


One-on-One  Training 
Consulting  Available 


Dali  Now  for  Details! 


1-800-475-5831 


(813)  724-8994  •  Fax:  (813)  726-6922 

forefront 

DIRECT 

A  CBT  Group  Company 

25400  U.S.  Hwy.  19  N„  #285,  Clearwater,  FL  33763 

Copyright  ©  1 998  Forefront  Direct,  Inc.  All  Rights  Reserved.  N  WC I 
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— . . . .I 


— 

. 


CrossTec’s  NetOp  School 

(800)  675-0729 
www.4ctc.com 
FREE  EVAL  -  Remote  Control,  Chat, 
Monitor  or  Demo  to  multiple  PCs 

Edutec  Training  Rooms 

(212)  634-4288 
www.hertztec.com 
Modern  rooms  for  LEASE  in  NYC 
15-20  wkstn  per,  T1  lines... 

Evernet  Education  Sves 

(800)  447-3658 
www.Evemeted.com 
Authorized  Microsoft  MCSE  and 
Novell  CN5-CBTSE  also  available 

_ 91 _ I . .  , 

ForeFront  Direct 

(800)  475-5831 
www.ffg.com 

Computer  based  training  for 
the  I.T.  industry 


Marcraft  International 

(800)  441-6006 
www.mic-inc/Aplus.com 
A+  Certification  with  Books,  CD  and  | 
over  500  test  questions  $165 


NCR  Customer  Education! 

(800)  845-2273 
www.ncr.com/trainus 
Cisco,  MCSE,  NT  &  Networking, 
Training 


Pine  Mountain  Group 

(800)  645-8486 
www.pmg.com 
Router,  server,  desktop,  NT 
Troubleshooting.  Multi-vendor. 

Trartscertcler  Corporation 

(615)  726-8779 

www.transcender.com 
MCSE,  MCSD,  MCP  Exam 
Simulations 


GeoTrain  Corp. 

1 -800-COURSES 
www.geotrain.com 
Cisco-certified  Internetworking 
classes  and  certifications-Now! 


_ 


To  Place  Your 
Listing  Here 
Cali  Enku  Gubaie 
at  1-800-622-1108 


For  information  on  listing  your  service  here,  contact  j 
Enku  Gubaie  at  800-622-1108  x7465,  egubaie@nww.com 


REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 

InterLink  Means  Customer  Satisfaction! 

!«¥,  SELL,  LEftSE/REJIfT,  TRADE 

•  tisrtf  *  Bridges  *  5w»n 

CISCO,  BAY  NETWORKS, 
3COM,  DIGITAL,  ASCEND, 
LIVINGSTON,  XYPLEX 

*AII  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

FAX:  612-944-3534  Email:  sales@integiinkcom.com 
VOICE:  612-944-3440  http://www.interlinkcam.com 


linen 


COMMUNICATIONS 

7131  Shady  Oak  Rb;  Minneapolis,  MN  55344 
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SOFTWARE  AT  WHOLESALE  SSSS$ 

MICROSOFT  NT-V4.0 

QfficeKre^SB  $158 

Office  Pm ‘.>7  $188 

m  .Server-5  dents  $28 5 
SI'  Strm-10  Gknls  $565 
OTSerror-20liG?ac  $295 
NTWcrkstatkist  $U5 

B<KkOfficR-SB-H0  $985 
BackOUke-SB-US  $1385 

MOVEIX 

IHTRAMSTWaai 

Intra  -SB  5  uses  $395 

Into  SB- 10  user  $655 
Intra/4.1 1-5  user  $555 
Intra/4.11  IS  w  $1295 
Intrs/4.11-25its«  $19*3 
lntra/4.11-59ofer  $2955 
Intra/4.11-190  aser  Cali 
l»tr*/411459neer  Call 

Novell  Upgrades  60%  Off 
UstCall  for  Best  Price 

Novell  Upgrades  40%  OFF. 
bt  Call  for  BEST  Price/ 

PiStri 

|  NpyEii .-  m iiCkosoff a.SG.0 

M  t  i  ri  g  :  I 

3COM  NlJWORKS  JNTEL  Ect  _  | 

1 1 4  M  H 1 I 

;  —  ||  |  | 
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Bay  Networks  weufLefvyv 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 

•  Bay  Networks  Trained  •  Proven  Track  Record  C3BL0TROn 

One  Year  Warranties 
Design  and  Install  Services 
Technical  Support 


Bay  Networks  Authorized 
Hundreds  of  pieces  in  stock 
New  and  Used  Equipment 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


SYSTems 


The  Complete  Networking  Sotutton'- 


388' 


National  LAN  Exchange  888-89 1-4B AY 

O  (4  2  2  9) 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.’s  •  VISA  •  Mastercard  •  Discover  •  Terms 
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Colin  Ungaro,  President/CEO 
Evilee  Thibeault,  Senior  Vice  President/Publisher 
Mary  Kaye  Newton,  Assistant  to  the  President 
Eleni  Brisbois,  Senior  Sales  Associate 

ADMINISTRATION 

Mary  Fanning,  Vice  President  Finance  and  Operations 
Frank  Coelho,  Office  Services  Manager 
Paul  Mercer,  Finance  Manager 
Lisa  Smith,  Telecommunications  Administrator 
Tom  Garvey,  Mailroom  Supervisor 
Tim  DeMeo,  Mailroom  Assistant 
HUMAN  RESOURCES 

Monica  Brunaccini,  Director  of  Human  Resources 
Danielle  Volpe,  Sr.  Human  Resources  Representative 

MARKETING 

Kristin  Wattu,  Marketing  Communications  Manager 
Barbara  Sullivan,  Marketing  Research  Analyst 
Donna  Kirkey,  Marketing  Design  Manager 
Melissa  Bartlett,  Marketing  Specialist 
GLOBAL  PRODUCT  SUPPORT  CENTER 
Joanne  Wittren,  Senior  Global  Marketing  Services  Manager 
Cindy  Panzera,  Marketing  Specialist 
ADVERTISING  OPERATIONS 
Karen  Lincoln,  Director  of  Advertising  Operations 
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Bell  Atlantic/GTE 

Continued  from  page  1 

turn  it  into  three  and  tell  me 
that  I  have  more  choice.  That  is 
easy  math,”  said  Robert 
Rosenberg,  president  of  Insight 
Research,  a  telecommunica¬ 
tions  research  firm  in 
Parsippany,  N.J.  But  he 
acknowledged  it  is  probably  too 
late  to  stop  the  trend. 

The  latter  sentiment  is 
shared  by  some  users.  “I  antici¬ 
pate  there  will  be  five  or  six 
truly  global  carriers  that  offer  a 
full  range  of  services,”  said  Phil 
Evans,  senior  telecom  consul¬ 
tant  with  Perot  Systems. 

But  others  say  that  when 
mergers  work,  the  whole  can  be 
greater  than  the  sum  of  the 
parts.  That’s  why  PBS,  which 
operates  350  television  stations 
around  the  world,  is  looking 
forward  to  Bell  Atlantic  merg¬ 
ing  with  GTE,  said  Dave 
Drucker,  senior  director  of 
global  technology  at  PBS  head¬ 
quarters  in  Old  Town 
Alexandria,  Va. 

“We  were  entertaining  the 
idea  of  using  Bell  Atlantic  as 
our  second  ISP.  If  they  merge 
with  GTE,  we  would  get  an  even 
stronger  ISP,”  he  said. 

Still,  customers  that  have 
been  through  them  say  mergers 
aren’t  all  they’re  cracked  up  to 
be.  For  example,  carriers  that 
offer  multiple  services  should 
be  able  to  offer  a  single,  simple 
bill.  But  since  Bell  Atlantic 
merged  with  NYNEX,  Bell 
Atlantic’s  bills  have  become 
more  confusing,  said  Sharleen 
Smith,  director  of  new  technol¬ 
ogy  at  USA  Networks,  a  New 
York-based  television  network. 

“[Traffic  is]  being  metered 
all  over  the  place,  and  I  think 
users  are  getting  hosed.  No,  I’m 
not  looking  forward  tp  another 
merger,”  Smith  said.  And  it 
might  get  even  more  messy 
when  and  if  Bell  Atlantic  is 
given  the  green  light  to  offer 
long-distance  sendees. 

Goncems  may  be  a  bit  prema¬ 
ture,  though.  This  latest  deal 
cannot  go  through  until  the 
Federal  Communications  Com¬ 
mission  signs  off  on  it,  and  FCC 
Chairman  William  Kennard 
seems  to  have  reservations  about 
whether  the  Bell  Adantic/GTE 
merger  will  promote  choice. 

“I  hope  the  parties  wall 
demonstrate  how  this  merger 
advances  the  pro-competitive 
thrust  of  the  telecommuni¬ 
cations  act,”  Kennard  said. 

Despite  the  chairman’s  reser¬ 
vations,  it  will  be  hard  for  the 


FCC  to  say  no  to  this  deal 
because  the  commission  has 
already  approved  other  RBOC 
deals.  SBC  Communications 
has  swallowed  up  Pacific  Telesis 
and  plans  to  consume  Ameri- 
tech.  Similarly,  Bell  Atlantic  has 
already  devoured  NYNEX,  leav¬ 
ing  US  WEST  and  BellSouth  as 
the  only  original  RBOCs  still 
standing  alone. 

The  merger  has  another 
troublesome  aspect,  according 
to  Steve  Sazegari,  principal  with 


Tele. Mac,  a  telecom  market 
research  firm  in  Foster  City, 
Calif.  Bell  Atlantic  is  forbidden 
from  selling  long  distance  until 
the  carrier  proves  it  supports 
local-access  competition,  but  if 
Bell  Atlantic  buys  GTE,  the  pur¬ 
chase  will  include  GTE’s  long¬ 
distance  business. 

A  Bell  Atlantic  spokesman 
said  that  problem  could  be 
resolved  by  putting  the  long¬ 
distance  division  at  arm’s  length 
from  the  rest  of  the  merged 
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PROFILE:  Bell  Atlantic 

Founded:  1984  (with  the 
divestiture  of  AT&T) 

Headquarters:  New  York 

Employees:  141,000 

1997  Revenue:  $30.19  billion 

Major  assets:  Owns  most  of 
the  local  loop  from  Maine  to 
Virginia;  41  million  access  lines; 
telecom  investments  in  23 
countries. 


“This  merger  is  good  because  we  have 
GTE  service  in  California  and  Bell 
Atlantic  in  Lexington,  [Mass.].  This 
will  give  us  one  provider.” 

John  McFarlane,  CEO  of  Software.com 


BELLATLANTIC+GTE 
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company.  Also,  by  the  time  the 
FCC  could  approve  the  merger 
—  in  12  to  18  months  —  Bell 
Atlantic  might  have  already  won 
permission  to  sell  long  distance, 
the  spokesman  said. 

Sazegari  also  noted  that 
GTE  competes  directly  against 
Bell  Atlantic  in  a  few  markets. 
With  the  merger,  Bell  Atlantic 
eliminates  a  deep-pocketed 
competitor. 

If  the  merger  does  win 
approval,  it  will  create  a  $53  bil¬ 
lion  company  with  an  imposing 
presence.  Bell  Adantic  occupies 
the  lucrative  Adantic  seaboard 
from  Maine  to  Virginia,  and 
GTE  has  a  local  presence  in 
some  28  states,  although  some  of 
that  territory  includes  small  cities 
and  sparsely  populated  regions. 

Together,  the  merged  com¬ 
panies  will  have: 

•  Customers  responsible  for 
generating  30%  of  all  interna¬ 
tional  phone  traffic. 

•  Local  assets  in  81  of  the  top 
100  U.S.  telecom  markets. 

•  Outposts  in  30  countries. 

•  Wireless  holdings  that  would 
make  the  company  the  largest 
cellular  carrier  in  the  U.S.,  with 
10.6  million  customers. 

Bell  Atlantic  promises  to 
build  a  high-speed  fiber  back¬ 
bone  to  support  both  voice  and 
data,  which  would  complement 
the  long-distance  service  GTE 
sells  today. 

Both  Bell  Atlantic  and  GTE 
already  offer  a  range  of  data 
services,  including  dedicated 
lines,  frame  relay  and  ATM, 
and  they  promise  more.  For 
example,  GTE  has  run  some 
extensive  trials  of  high-speed 
digital  subscriber  line  technol¬ 
ogy,  which  Bell  Atlantic  has  also 
tested. 

Last  year,  GTE  acquired  BBN 
Planet,  a  national  ISP.  Today, 
BBN  Planet  is  called  GTE 
Internetworking,  which  is  in  the 
process  of  deploying  a  new  OC- 
192  nationwide  Internet  back¬ 
bone.  Bell  Atlantic  essentially 
resells  the  services  of  other 
national  ISPs. 

With  such  impressive  creden¬ 
tials,  the  new  Bell  Atlantic 
could  pose  problems  for 
upstart  carriers  trying  to  com¬ 
pete  in  local  markets.  But 
according  to  company  execu¬ 
tives,  the  merger  would  be 
good  for  competition  — 
between  Bell  Atlantic  and  the 
other  emerging  supercarriers. 

“The  combined  enterprise 
will  have  the  financial,  opera¬ 
tional  and  technical  resources 
to  compete  against  AT&T, 
SBC/  Ameritech,  WorldCom 
and  others,”  said  Ivan 


Seidenberg,  CEO  of  Bell 
Atlantic. 

That  kind  of  clout  is  wel¬ 
comed  by  corporate  users  such 
as  Thomas  Magee,  network 
operations  manager  of  Mentor 
Graphics,  outside  Portland, 
Ore.,  and  a  GTE  local  customer. 
“When  [Bell  Atlantic  is]  ready 
to  compete  with  AT&T  and 
MCI,  at  least  nationally,  I  think 
we  would  put  them  on  the  list 
for  our  bidding  process,” 
Magee  said. 

In  the  meantime,  GTE 
remains  a  local  carrier  in 
Magee’s  mind,  and  “local 
exchange  carriers  don’t  tend  to 
be  the  most  central  factor  in 
what  we  do.  They  are  like  a  nec¬ 
essary  evil  to  get  to  AT&T,” 
Magee  said. 

This  merger  could  also  bene¬ 
fit  companies  that  want  end-to- 
end  service-level  guarantees  for 
their  WANs,  according  to  John 
McFarlane,  CEO  of  Software, 
com,  an  Internet  applications 
developer  in  Santa  Barbara, 
Calif. 

“This  merger  is  good  because 
we  have  GTE  service  in 
California  and  Bell  Atlantic  in 
Lexington,  [Mass.].  This  will 
give  us  one  provider.  A  service- 
level  agreement  can  only  come 
from  one  vendor,”  McFarlane 
said. 

Using  multiple  carriers  also 
lends  itself  to  finger  pointing 
when  trouble  arises,  he  said. 
“Right  now,  if  there’s  a  problem 
with  service,  it  could  be  GTE,  it 
could  be  Bell  Atlantic,  it  could 
be  MCI,”  McFarlane  said. 

Some  customers,  including 
Mel  Beckman,  director  of  net¬ 
work  operations  at  the  Systems 
and  Software  Consortium  in 
Santa  Barbara,  Calif.,  and  a 
GTE  customer,  are  less  than 
keen  about  dealing  with  a  Bell 
operating  company. 

“If  I  were  to  use  a  Bell  com¬ 
pany  and  I  had  a  problem  with 
service,  it  would  take  me  five  to 
10  hours  to  get  a  response.  At 
GTE,  they  say,  ‘Hi,  Mel!’  They 
just  have  a  great  relationship 
with  customers,”  he  said. 

Despite  these  worries,  when 
the  dust  settles  the  competitive 
picture  will  be  favorable  to  cus¬ 
tomers,  PBS’  Drucker  said.  “I 
think  there  will  be  enough  play¬ 
ers  left  after  all  of  the  mergers 
that  competition  will  continue 
to  grow.  I  would  be  surprised  if 
it  would  actually  go  back  to  the 
days  when  AT&T  was  the  only 
choice.”  ■ 

Get  more  information  online 
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Continued  from  page  1 

Forum,  the  group  will  present 
Sun  with  a  wish  list  of  changes 
for  Java,  posing  a  critical  test 
of  the  company’s  willingness 
to  overhaul  a  core  technology 
to  meet  high-tech  demands. 

Can’t  do  the  math 

At  present,  Java  can’t  handle 
arcane-sounding  math  func¬ 
tions  such  as  floating  point, 
complex  numbers,  two-dimen¬ 
sional  arrays  and  operator 
overloading.  The  functions  are 
accommodated  in  languages 
such  as  Fortran  that  are  used 
by  programmers  for  engineer¬ 
ing  applications. 

This  means  thatjava,  a  great 
substitute  for  Common  Gate¬ 
way  Interface  scripts  in  server- 
based  processing,  doesn’t  find 
much  of  a  role  today  in 
financial  modeling,  oil-reser¬ 
voir  simulation  or  physics 
engineering. 

“Java  doesn’t  have  features 
to  support  these  advanced 
capabilities,”  said  George 
Thiruvathukal,  a  computer  sci¬ 
entist  affiliated  with  Loyola 
University  and  Argonne 
National  Laboratory.  He  said 
in  some  cases  Java’s  deficien¬ 
cies  can  be  traced  to  the  Java 
Virtual  Machine  (JVM)  or  to 
Java’s  method  for  sharing  data 
remotely,  the  Remote  Method 
Invocation  (RMI). 

In  spite  of  its  shortcomings, 
Java  has  enormous  appeal  to 
engineers  and  researchers  be¬ 
cause  it’s  a  programming  frame¬ 
work  that  lets  them  develop  net- 
work-aware  applications  that  are 
write-once,  run-anywhere. 

“We  have  the  same  porta¬ 
bility  problems  as  everybody 
else,”  explained  Ron  Boisvert, 
research  scientist  at  the 
National  Institute  of  Standards 
and  Technology.  “Although 
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workhorses  like  Cray  [supercom¬ 
puters]  are  still  in  use,  more  and 
more  scientific  processing  is 
being  done  on  [Reduced 
Instruction  Set  Com¬ 
puting]  servers  as 
parallel  machines.” 

Because  of  this 
trend,  high-speed 
engineering  appli¬ 
cations  often  need 
to  be  ported  from 
one  platform  to 
another,  and  that’s 
where  Java  could 
help  a  lot. 

The  high-speed 
computing  world  is 
eager  to  use  Java, 

Boisvert  said.  “It’s  new  enough 
that  if  there  are  problems  with 
it,  we  can  influence  change,” 
he  said. 

Added  Jack  Dongarra,  com¬ 
puter  science  professor  at 
the  University  of  Tennessee: 
“Today,  Java  is  not  seriously 
being  used  in  scientific  com¬ 
puting,  and  Java  Grande  is  an 
attempt  by  the  community  to 
pose  ideas  to  Sun  in  the  hopes 
that  it  eventually  will.” 

To  that  end,  Thiruvathukal, 
along  with  Geoffrey  Fox,  a  com¬ 
puter  professor  at  Syracuse 
University,  earlier  this  year 
organized  the  Java  Grande 
Forum  to  give  some  of  the 
brightest  minds  in  the 
computing  arena  the  op¬ 
portunity  to  come  up  with 
proposed  changes  to  Java  that 
will  foster  its  use  in  advanced 
engineering. 

Drafting  demands 

At  this  week’s  meeting, 
expected  to  be  attended  by 
representatives  from  more 
than  two  dozen  academic  and 
research  institutions  and  from 
companies  such  as  IBM  and 
Intel,  the  Java  Grande  Forum 
will  seek  to  nail  down  its 
Java-improvement  demands 
based  on  a  completed  draft 
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document. 

The  draft  is  expected  to  be 
a  long  list  that  would  require  an 
overhaul  of  the  JVM,  the  addi¬ 
tion  of  the  IEEE 
floating-point  stan¬ 
dard,  a  new  notion 
of  lightweight 
objects,  functions 
for  vectors  and 
matrices,  and  a  new 
application  frame¬ 
work  based  on  a 
faster  message-pass¬ 
ing  interface  than 
RMI  to  satisfy  paral¬ 
lel-computing  needs. 

Based  on  earlier 
discussions  with 
Sun,  which  has  quietly  posted 
its  own  tentative  ideas  for 
change  on  the  JavaSoft  Web 
site,  the  Java  Grande  Forum’s 
wish  list  “is  more  of  an  ambi¬ 
tious  idea”  than  Sun  may 
immediately  be  willing  to 


IBM 

Continued  from  page  1 

prototype  here  at  IBM’s  Watson 
Research  Center,  eventually 
could  help  enterprises  elimi¬ 
nate  single  points  of  failure. 

IBM  has  not  formalized  prod¬ 
uct  plans  for  the  server  software, 
but  is  looking  throughout  the 
company’s  divisions  “trying  to 
find  a  mother  and  father  to  have 
this  child,”  said  Tal  Rabin,  an 
IBM  researcher.  Rabin  and  a 
team  of  a  half-dozen  co-workers 
have  been  working  on  SDS  for 
the  past  four  years. 

Copies  are  key 

The  key  to  SDS  is  that  it 
divvies  copies  of  data  and  dis¬ 
tributes  the  pieces  among 
servers  using  complex  algo¬ 
rithms  rather  than  simply 
replicating  full  copies  of  the 
data  across  machines.  This 
technique  not  only  uses  less 
memory  on  each  server,  but 
makes  it  harder  for  anyone  to 
steal  the  data  in  its  complete 
form.  And  even  if  data  is  lost 
for  good  on  one  machine,  a 
complete  copy  of  that  data  still 
would  exist  among  other 
healthy  servers. 

In  a  sample  five-server  setup, 
any  three  machines  could  pro¬ 
vide  a  complete  reconstruction 
of  an  original  file  in  the  event 
of  a  hack  or  crash  “that  muti¬ 
lates  the  data  or  destroys  it,” 
Rabin  said. 

The  likelihood  of  three  or 
more  servers  going  down  at 
once  would  be  slim,  given  that 
users  would  be  able  to  distrib- 


Sun’s  Gosling  has 

acknowledged  Java ’s 
performance  problems. 


accommodate,  Thiruvathukal 
acknowledged. 

Eager  to  keep  the  brainy 
Java  Grande  Forum  in  the  fold, 
Sun  has  mustered  a  diplomatic 
effort  led  by  Sia  Hassanzadeh, 
Sun’s  senior  business  develop¬ 
er  for  high-performance  com¬ 
puting,  to  negotiate  inevitable 
change. 

Finished  by  fall? 

“They  are  certain  to  have  a 
long  list,  but  we  want  to  build 
consensus,”  Hassanzadeh  said. 
While  Sun  naturally  hopes  the 
group’s  demands  can  be  met  by 
simply  adding  some  new  APIs 
to  the  Java  library,  he  acknowl¬ 
edged  more  fundamental 
changes  to  the  JVM  may  be 
required  —  in  essence,  a  new 
version  of  Java. 

Sun  and  the  Java  Grande 
Forum  by  November  hope  to 
finalize  a  list  of  changes  for 


public  presentation  at  the 
Supercomputer  ’98  conference, 
with  the  wider  Java  community 
hearing  about  Sun’s  plans  at 
the  next  JavaOne  conference, 
in  the  spring  of  ’99. 

While  the  influence  exerted 
by  the  Java  Grande  Forum  may 
lead  to  the  positive  evolution  of 
the  technology,  some  in  the 
research  community  are  critical 
of  the  group. 

“Java  has  already  been  devel¬ 
oped  to  accommodate  our  dis¬ 
tributed  computing  require¬ 
ments,”  said  Mani  Ghandy, 
computer  professor  at  the 
California  Institute  of 
Technology.  He  praised  Sun’s 
new  technical  effort,  called 
Jini,  which  is  intended  to  pro¬ 
vide  a  new  way  to  remotely  run 
applications  using  Java. 

“We  don’t  need  to  put  all 
this  pressure  on  Sun,”  Chandy 
concluded.  ■ 


ute  the  servers  across  a  LAN  or 
WAN,  she  said. 

The  number  of  servers  used 
in  a  customer  configu¬ 
ration  could  vary,  Rabin 
said.  To  date,  IBM  has 
been  testing  SDS  over  a 
three-server  LAN  that 
features  RS/6000  SP 
Unix  machines  and 
clients  running  Net¬ 
scape  browser  software. 

Rabin  suspects  that 
data-access  speeds 
would  naturally  be 
slower  over  WAN  con¬ 
nections.  She  said  the 
software  should  be 
able  to  work  across  any 
operating  system. 


Security  policy 

IBM  has  developed 
complementary  tech¬ 
nology,  dubbed  Pro¬ 
active  Digital  Signa¬ 
tures,  designed  to  pro¬ 
tect  security  keys, 
digital  certificates  and 
even  digital  money 
against  hacker  attacks. 

This  software  regu¬ 
larly  scrambles  the 
distributed  data  on 
each  server  so  even  if 
a  hacker  were  to 
access  data  from  one 
server,  that  data  would  no 
longer  match  data  on  other 
servers  by  the  time  the  hacker 
could  break  into  those 
machines. 

“Everything  a  hacker  learned 
Monday  would  not  be  usable  on 
Tuesday,”  Rabin  said. 

IBM’s  SDS  and  related  soft¬ 
ware  could  be  a  building 


block  for  storage-area  net¬ 
works,  said  Martin  Reynolds, 
vice  president  of  technology 


assessment  at  Dataquest,  a 
San  Jose,  Calif.,  consultancy. 
He  said  the  software  could 
appeal  to  banks  and  other 
companies  with  tight  network 
security  policies.  H 

Get  more  information  online 
at  wvwinvvftisrin.com 
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Keeping  files  and  keys  safe 


IBM  has  designed  its  Secure  Distributed 
Storage  technology  to  ensure  that  infor¬ 
mation  will  be  available  even  in  the  event 
of  a  server  crash  or  hacker  attack.  Here’s 
how  it  works: 


1.  IBM’s  server-based  software  breaks  up 
files  and  security  keys. 


2. The  pieces  of  the  files  and  keys  are 
distributed  across  multiple  servers. 


3.  In  the  event  of  a  system  crash  or  hack, 
IBM  software  on  the  healthy  servers  fully 
reconstructs  the  files  and  keys. 
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The  shock  of  the 
new  house 


Isr  A  bout  three  years  ago,  I  wrote  a 
mL&LmW  column  that  started,  “We’re 
moving.  Again.”  Now  I  can 

write,  “We’ve  moved.  Again.”  And, 
as  with  the  last  move,  I  was  away  for 
the  whole  thing. 

I  left  one  house,  stayed  in  New 
Zealand  for  three  days,  gave  a  semi¬ 
nar  and  then  a  presentation  to 
the  Manakau  City  Council 
for  a  day,  and  returned 
home  to  the  new  house. 

Thus,  just  more  than  a 
week  ago,  I  appeared 
at  5:30  p.m.,  slightly 
jet-lagged,  and  entered 
the  maelstrom  of  mov¬ 
ing.  My  wife, 
the  long-suf¬ 
fering  light  of  my  life,  had 
everything  under  control. 

Everything  except  for  the  phones, 
which  had  been  one  of  my  tasks. 

Now,  I  had  arranged  all  of  the  tele¬ 
phone  changes  well  before  we  moved, 
but,  no,  Pacific  Bell  couldn’t  get  its 
act  together.  So  for  the  first  two  days 
in  the  new  house,  we  had  no  working 
phones.  But  the  gem  was  today  when 
I  discovered  that  12  days  after  mov¬ 
ing,  the  telephone  number  PacBell 
gave  me  for  my  fax  line  was  wrong. 

I  called  the  number  I’d  been 
assigned  and  spoke  to  a  charming 
lady  named  Vanessa  who  owns  a  cat 
named  Shiva.  She  seemed  quite 
relaxed  about  it. 

PacBell ’s  service  operator  was  quite 
pleasant  and  offered  to  halve  my 
installation  fee  as  compensation. 
Hmmm.  Seventeen  dollars  and  50 
cents  as  compensation  for  telling 
people  the  wrong  number  for  four 
weeks  and  then  having  to  reinform 
all  of  those  roughly  400  contacts  of 
the  correct  number.  I  took  the  offer. 
What  other  justice  was  I  going  to  get? 

But  the  big  excitement  was  when  I 
attempted  to  reassemble  my  net¬ 
work.  I  narrowly  escaped  death.  My 
first  job  was  to  get  a  minimal  system 
running  so  I  could  pick  up  my  e- 
mail.  That  happened  four  days  after 
moving  in,  and  I  was  able  to  retrieve 
the  405  waiting  messages.  What  joy. 

It  was  as  I  set  up  the  net  that  I  got 
a  shock,  a  full  1 10  volts.  “Darn  it,”  I 


said  (or  an  approximation  thereof) , 
and  unplugged  the  offending 
machine.  I  couldn’t  find  anything 
wrong,  so  I  figured  that  as  the 
machine  worked  otherwise,  I’d  just 
sort  it  out  later. 

Imagine  my  surprise  when  I  assem¬ 
bled  the  rest  of  the  network.  I  got  a 
couple  more  whopping  shocks. 

It  was  then  that  the  light 
went  on  — “Ah-ha,”  I 
thought,  “I  must  have  a 
live  ground.”  I  called 
my  ace  realtor,  Judy, 
who  called  my  ace 
builders,  Artisan 
Designs,  who  sent 
around  the  ace  electri¬ 
cian,  Tony,  who  confirmed 
I  had  a  “hot”  earth  and  could 
have  nicely  fried  myself. 

Tony’s  home  inspection  identified 
a  number  of  sockets  that  had  live  and 
neutral  reversed.  Well,  under  normal 
circumstances  that  would  be  no  big 
deal.  But  the  new  Gibbs  Towers  was 
built  in  1920,  and  what  didn’t  they 
have  in  those  days?  If  you  said  MTV, 
Leonardo  DiCaprio  or  grounding, 
you  would  be  right.  If  you  said  Strom 
Thurmond,  you’d  be  wrong. 

So  when  the  electrical  systems  of 
old  houses  are  modified,  what  do  they 
do?  They  tie  the  neutral  and  ground 
together.  But  if  they’ve  swapped  neu¬ 
tral  and  live,  then  what  do  we  have? 
You’ve  got  it ...  a  live  ground. 

Tony  messed  around  with  the  sock¬ 
ets,  and  all  was  well.  Well,  almost ...  I 
now  have  a  floating  ground  that’s 
around  30  volts  and  somehow  the 
Ethernet  cable  seems  to  have  120 
volts  running  through  it,  but  other¬ 
wise  all  is  fine.  Just  don’t  touch  the 
network  cabling  if  you  come  ’round. 

All  will  be  fixed  when  the  office  is 
rewired  next  week.  In  the  meantime, 
the  home  inspection  chaps  have 
some  explaining  to  do,  and  I  have  to 
watch  what  I  grab  hold  of.  What 
with  wrong  numbers  and  live  equip¬ 
ment,  it’s  been  an  interesting  first 
couple  of  weeks  in  Gibbs  Towers. 
More  next  week  ...  if  I  survive. 

Moving  tales  to  nwcolumn@gibbs.com  or 
(800)  622-1108,  Ext.  7504. 
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GEMSTONE  TO  SERVE  UP  AN  IPO  One  of  the  fun  games  in  Silicon  Valley  these  days 

is  guessing  which  start-up  in  the  hot  Web  applications  server  market  will  be 
bought  next  by  a  larger  vendor. 

In  the  wake  of  Sun’s  purchase  last  month  of  NetDynamics  for  a  reported 
$160  million  to  $170  million  (along  with  Netscape’s  buyout  of  Kiva  Software 
for  an  estimated  $180  million  last  November),  any  number  of  Web  apps  server 
vendors  are  rumored  to  be  shopping  for  a  cashout 

WebLogic,  SilverStream  Software,  Novera  Software,  GemStone  Systems  — 
I’ve  heard  something  about  them  all. 

Well,  it  looks  like  you  can  scratch  GemStone  off  the  list  The  Beaverton,  Ore., 
company  has  filed  for  an  initial  public  offering  of  stock  with  the  Securities  and 
Exchange  Commission.  GemStone  plans  to  sell  2.5  million  shares  for  $10  to 
$12  per  share. 

The  company  is  banking  on  its  GemStone/JJava  application  server,  which 
it  released  last  September  after  previously  focusing  on  applications  written  in 
Smalltalk. 

On  the  plus  side,  the  company  gets  high  marks  from  analysts  for  the  quality 
of  its  server  technology.  Also,  though  GemStone  has  lost  anywhere  from  $6.8 
million  to  $8.3  million  in  the  past  three  fiscal  years,  it  has  cut  those  losses  to 
$1.2  million  in  the  last  two  quarters. 

On  the  minus  side,  GemStone  is  in  a  highly  competitive,  though  potentially 
lucrative,  market.  Besides  competing  with  other  start-ups, 
it  must  battle  Sun,  Netscape,  Oracle  and  BEA  Systems. 

Novell  or  Hewlett-Packard  also  could  enter  the  fray  if  one 
of  them  buys  WebLogic,  the  hottest  current  rumor. 

CAN  PLASTIC  SURGERY  BE  FAR  BEHIND?  in  June  ,  it  got  a  new 

name.  Last  week  it  got  $7  million. 

No,  Acuity  isn’t  entering  a  witness  protection  program. 

It’s  just  that  the  Austin,  Texas,  Web  chat  and  real-time 
communications  software  start-up  has  a  lot  going  on  these  days. 

The  $7  million  investment  comes  from  several  sources,  including  GE 
Capital’s  Equity  Capital  Group,  OnSet  Ventures,  Sony  Music  Entertainment 
and  Vector  Capital.  The  investment  brings  Acuity’s  venture  funding  total 
to  more  than  $20  million. 

The  name  change  comes  from  a  desire  to  begin  attracting  more  corporate 
users.  Acuity  was  formed  in  1995  as  ichat  and  focused  on  developing  chat 
software  for  the  Internet  consumer  market. 

To  show  it’s  serious  about  the  business  market.  Acuity  in  late  June  rolled  out 
software  that  allows  companies  to  offer  their  customers  online,  interactive 
support  and  electronic  commerce.  The  product,  WebCenter,  is  being  tested  by 
several  major  corporations,  including  Charles  Schwab  and  Harte-Hanks,  and 
sells  for  $125,000. 

HELPING  YOU  POUND  THE  CYBERPAVEMENT  There  was  a  time  when  looking  for  a 

job  meant  spending  hours  scouring  newspaper  ads,  working  with  fast-talking 
headhunters  and  bulk-mailing  your  painstakingly  fabricated  resume. 

Now  merely  by  getting  online,  you  can  instantly  find  exciting  professional 
opportunities  around  the  globe  and,  with  a  few  simple  clicks  of  a  mouse,  e-mail 
dozens  of  copies  of  your  painstakingly  fabricated  resume. 

A  company  that  runs  one  of  the  largest  such  online  job  sites  has  announced 
its  fourth  round  of  venture  funding.  CareerBuilder  of  Reston,  Va.,  has  closed 
a  $5  million  investment  round  with  FBR  Technology  Venture  Partners. 

Founded  in  1995,  CareerBuilder  previously  received  $7  million  in  funding 
from  Thomson  Publishing,  21st  Century  Venture  Partners,  New  Enterprise 
Associates  and  Automatic  Data  Processing. 

CareerBuilder,  beyond  postingjobs  offered  by  hundreds  of  employers,  allows 
job  seekers  to  submit  a  profile  of  their  employment  preferences.  When  a  job 
matching  the  profile  pops  up,  CareerBuilder  sends  e-mail  to  the  applicant 

Like  other  Web  job  site  companies  such  as  Monster  Board  and  Online  Career 
Center,  CareerBuilder  makes  its  money  selling  “e-cruiting”  software  and  services 
to  employers,  including  a  network  of  17  other  Internet  recruitment  sites. 

Your  best  Internet-  and  intranet-related  news,  yes.  Stained  dresses  and  subpoenas,  no. 
Contact  Chris  Nemey  at  (508)  820-7451  or  cnemey@nvnv.com. 
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NBase  is  the  fourth  largest  manufacturer  of  workgroup  Ethernet  switches. 
We're  not  the  biggest,  just  the  best.  NBase  has  a  history  of  industry  milestones 
(delivered  to  you  directly  or  through  our  OEM  customers): 

►  First  ftill  100  Mbps  switch 

►  First  10/100  auto-negotiating  switch 

►  First  worldwide  Gigabit  Ethernet  installations 

►  First  Gigabit  transmission  to  distances  of  65  miles 

►  Longest  Gigabit  transmission  distances 
in  the  world  (150  miles  and  beyond) 

We  combine  our  world  class  switching  capabilities  with  our  leadership  in  high 
speed  optical  technology  to  develop  and  deliver  an  unfair  advantage. 


►  A  Complete  Family  of  Networking  Products 

►  Wide  Range  of  Port  Densities  (2  to  196  ports) 

►  Range  of  Speeds  (10/1 00/ 1 000  Mbps) 

►  Transmission  Distances  up  to  1 50  Miles 


►  ATM,  FDDI,  and  VLAN 

►  Non-blocking  Layer  3  Switching  and  Routing 

►  Edge  and  Backbone  Switches 

►  4  Gigabit  Wave  Division  Multiplexing 


(800)  858-7815 


Technology  Driven  Networks! 


www.nbase.com 


The  new  SmartSTACK  1 0/1 00  Workgroup  Switch  Family 

Starting  at  just  $125  per  port! 

“ Given  its  port  density  and  feature  richness,  this  is  one  of  the  best 
switches  we  have  seen  for  power  workgroups !’ 

—  Ed  Mier,  Mier  Communications 


Think  of  it:  high-speed  workgroup  switching 
to  support  your  fnost  important  applica¬ 
tions,  and  a  super  low  price.  Compare 
the  SmartSTACK  family  with  other 
10/100  switches  and  you  simply  won’t  find 
a  better  deal.  Just  look  at  all  the  features... 

•  4.2  Gbps  wire-speed  switching  performance 

•  Half  and  full  duplex  switching  on  all  24  ports 

•  802.  IQ  VLANs  and  802. Ip  traffic  prioritization  support 

•  Modular  100Base-FX  uplinks 

•  Integrated  Web  management 

•  RMON  (4  groups) 

•  And  much  more! 


As  you’d  expect,  the  new  SmartSTACK 
family  is  an  extension  of  Cabletron’s  Smart 
Networking  strategy,  ensuring  you  longer 
product  lifecycles  and  a  better  overall 
return  on  investment.  That’s  peace  of 
mind;  that’s  what  a  Smart  Network  is  all  about. 

So  what  are  you  waiting  for?  Starting  at  just  $125  per  port  or  $2,995 
per  switch,  the  SmartSTACK  ELS100-24TX/TXM  will  be  going  fast. 
Almost  as  fast  as  your  network. 

Call  toll  free  1-877-569-7933  or  contact  your  Cabletron  Authorized 
Reseller  today.  For  more  information,  visit  our  Web  site  at 
www.cabletron.com. 
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That's  Smart. 

That’s  Smart  Networking. 
That’s  Cabletron. 


caBLeTRon 

_ systems 


